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EVEREADY 


FALL IN 


WITH 
~EVEREADY’S FALL CAMPAIGN 


EVEREADY, the pioneer flashlight, is out 
to do a grand job of selling this Fall. The 
heavy pieces are already in action with a 
roar that can be heard in every store. A 
- massed battery of magazines, newspapers, 
and store-cards is\advaricing under cover of 
darkness and the army of longer nights is 
already trembling in the trenches. : 
Heading the heavy-hitters is The Ameri- 
_ can Weekly, the full-color magazine that is 
distributed with the Hearst Sunday news- 
papers all. over the country. Nearly six 
million families reached by this one piece 
alone. Then The Saturday Evening Post, 
hammering at about three millions more. 
And Better Homes and Gardens and The 
Country Gentleman . .. a grand total of 
more than forty million individual readers. 
To carry full-page ads on Eveready Unit 


Cells, Christian Herald, Popular Science 


Monthly, Capper’s Farmer and The Ameri- 
can Boy are being used, in addition to three 
of the heavy-hitters already carrying flash- 
light-case advertising. And then... special 
lithographed cards for windows and coun- 
ters, display-cartons, ete. 

Eveready dealers will be advised in ad- 
vance of every movement of the Everéady 
forces. With the new line of sport models 
in colors, the 49-cent pocket Eveready, re- 
duced prices all along the line, and with 
the -hardest-hitting advertising of all time, 
Eveready is out to mop up. Fall in! 

Take another notch in your belt . 
and tell the trade to keep an oil-can near 


the cash-register. 


NATIONAL CARBON. COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago, Kansas City, New York, San Francisco 


Ny 


Unit of Union Carbide ~ and Carbon Corporation 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


—they sell faster 


EVEREADY 
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FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 














The introduction, by the Apple- 
ton Electric Company, of thread- 
less conduit fittings made possible 
installations that could not have been accom- 
plished before. That was in 1907. In 1909 
they were introduced to the industry in 
Appleton advertising. Improvements were 
made and the name ‘“‘No-Thread’’ Unilets 
adopted in October, 1926. 

Ended was all trouble with bent conduit, 


SALESMEN: THIS ADVERTISEMENT IS BEING READ 
BY YOUR CUSTOMERS THIS MONTH. 


Difficult 
Installations 


Made Easier 





with Appleton No-Thread 
Malleable Unilets 





corners and cramped working space. The 
speed of installing these modern conduit 
fittings is amazing. And now, made of mal- 
leable iron and cadmium coated, Appleton 
No-Thread Malleable Unilets show the great- 
est resistance to corrosion, vibration and 
shocks. 
They are made in shapes and sizes to fit 
every possible need. Send for our new cata- 
log. Tear out the coupon and mail it now. 


Appleton No-Thread Unilets are listed as Standard by Underwriters’ Laboratortes in ¥2-inch to 4-inch sizes, inclusive 


SOLD THROUGH JOBBERS 


APPLETON ELECTRIC COMPANY 


1734 Wellington Ave., 


New York—150 Varick St. 


San Francisco—655 Minna St. 


APPLETON 


No-Thread Malleable 


UNILETS 


Reg. U. S. Pat. Of 


The Original Threadless Conduit Fittings 


Chicago, U. S. A. 


Los Angeles—340 Azusa St. 
Seattle—628 Railroad Ave. 


APPLETON Exectric COMPANY 
1 1734 Wellington Avenue, Chicago 
Gentlemen: 

Please send us copy of your new bulletin 9-UA on Malleable No 
Thread Unilets, together with prices 
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Sitting, left to right: 








MILHENDER ELECTRIC 


Standing, left to right: Edward Loman, mgr. supplies dept.; Arthur J. Moore, mgr. appliance and lamps; 





SU rr. 


mgr. studios and branch director; Charles N. Nickerson, credit mgr. 


Stone, 


HEN the Milhender Elec- 

tric Supply Co., Boston, 

was incorporated under its 
present name in 1923 the business 
occupied only the street floor of 
one comparatively small building. 
Today the business occupies two 
buildings located at 615 Atlantic 
Ave., just across from South Sta- 
tion, Boston. 

Milhender’s rapid yet steady 
growth has brought with it a com- 
prehensive service to the electrical 
and radio trade throughout New 
England and adjacent territory. 
This service is supported by a 
general outside selling organiza- 
tion consisting of 20 men, a branch 
in Rutland, Vt., which has been 


Henry W. Wolfers, mgr. lighting fixtures; Joseph L. Milhender, treas. and general mgr 
A 


radio div. 


established for several years, and 
by specialty sales staffs within 
separate departments. The radio 
department for example embraces 
a highly developed sales organ- 
ization whose efforts are devoted 
exclusively to the promotion of 
radio sales through dealers. 

Mr. Milhender attributes the 
steady growth of the business, 
since its incorporation in 1923, to 
his carefully chosen group of de- 
partment heads, many of whom 
have grown up in the electrical 
and radio business with him, and 
to his firm policy of trade protec- 
tion and cooperation which has 
never been deviated from in Mil- 
hender history. 


COMPANY 
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best of protection for the conductors. a old fashioned € merely pulling them. 
: ——o " saecimnciain i T 
| 
. And the fact that Kraft Armor breaks xing the cours ten te ond | 
off come distance underneath the ste el sheath pro- tecting the conductors from the cut end of the 
vides space for the Anti-Short split bushing. Steel Armor. 








This Better Cable 
speaks for itself / 


Here’s the whole story at a glance — quicker 
An auple supply in fe ©=0C aNd easier to install and doubly guaranteed 


nished with every coil of against shorts—and remember— it’s one of the iy 





ANTI. SHORT Bushing 





DURABILT” PRODUCTS 


ANACONDA WIRE & CABLE COMPANY 


General Offices, 25 Broadway, NEW YORK 
Chicago Office, 111 West Washington St. 
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Many Jobbers Have 





HEN it is 
stores, wise old heads in 
chandising, look upon 
month during which consideration must be given 
to stock purchases for the following Christmas 
trade, certainly it is not asking too much of the 
electrical dealer and other legitimate retail outlets 
* Christmas merchandise to swing into action in 
the early Fall months. 


that department 
the art of mer- 
lebruary as_ the 


considered 


Jobbers to whom such business has long since 
proved most profitable have, in fact, been busy 
since early in August lining up their dealers. And, 


it cannot be too strongly urged upon all whole- 
salers that they get prompt, concrete action on their 
Christmas sales and commitments. 

How best to go about it is most readily made 
lear by citing the activities of those jobbers who 
ave turned over a most satisfactory amount of 
usiness in the past by following definite lines of 
rocedure. Take, for instance, the work being done 
y the H. C. Roberts Electric Supply Co., Phila- 
lelphia: 

“We look to our 


says G. H. 
en- 


‘traveling show,’ 


liller, general manager of the company, “‘to 








Now Is the Time To Sell Christmas Merchandise. 
Already Launched Their 
Holiday Campaigns 


courage early buying of Christmas tree lighting 
outfits, electric trains and appliances. The travel 


ing show consists of a truck-full of holiday samples 
which we plan to set up in the leading hotels of all 
the cities of over 25,000 population in our trade 
territory. This is not a new experiment with us. 
Westinghouse and ourselves tried it some ten or 
twelve years ago and met with very satisfactory 
results. Meanwhile the Westinghouse people kept 
it up, but as their shows became a regular event 
for the dealers, some of the novelty and interest 
was lost. So this year we plan to co-operate again 
and stage a more elaborate merchandising show. 
In order to accommodate our window display set 
we plan to have a suite of three rooms in 
each hotel. Westinghouse will use one room, and 
we will use the other two—showing electric trains, 
Christmas tree lighting outfits, floor lamps and ap 
pliances appropriate for Christmas gifts, such as 
percolators, toasters, waffle irons and so on.” 
“Our salesmen will be on hand not only to sell 
these goods, but to show the dealer how to mer 
chandise them. We will suggest among other 
things that our customers have their samples in and 


ups, 
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set up early in October, so that they will attract 
the early shopper. Our first ‘appearance’ is sched- 
uled for August 19, at Wilmington, Delaware, 
From then until October 4, we are “booked steady.” 
\With printed invitations from Westinghouse and 
from ourselves, and personal invitations on the part 
of our salesmen, we hope to have a large attendance 
at each of our shows.” 


“We do not place goods on consignment nor do 
we give dating on bills. We do not like these 
practices, believing that dealers generally would 
prefer not to be over-stocked with the passing of 
the selling season, particularly on Christmas goods. 
Recognizing one function of the jobber as always 
being ready to serve, we carry adequate stocks so 
that the dealer can always depend on us.” 

“We shall make our bids for the dealers’ business 
this year with a well selected line of Fall and Win- 
ter merchandise, and a better service than we have 
ever had before.” 

Then there is the practice of the Shimmel Elec- 
tric Supply Co., Philadelphia. J. E. Neutra, sales 
manager of the company, says: “Early in August 
our salesmen are out getting their orders on elec- 
trical appliances. They are given the usual privi- 
lege of offering a dating, but that is just one of 
the stimulators for inducing early buying. Our an- 
nual electrical show here in Philadelphia probably 
accomplishes more than any price or dating we 
could offer. Last year it was held in November, 
and during the entire week of the show, the hall, 
which holds 20,000 people, was crowded. In fact, 
many visitors were turned away each night. 
Through the medium of this electrical show our 


*< Outdoor Christmas Trees 
Are Becoming Increasing- 
ly Popular. They Present 

Excellent Prospects for 
Tree Lights. 





Underwood 





public became Christmas-minded early, and it w: 
a simple matter to induce dealers to order thei 
electrical appliances early in order to have guaran 
teed delivery in November while the electrical sho 
was in progress. This year it is planned to hol 
the show two weeks earlier—which should mean a: 
even greater advantage to our dealers and ourselves 
I understand that an effort was made to hold th 
show in October, but that the hall had been pre 
viously rented for the entire month. Nevertheless 





Underwood 


People Buy Whether They Can Afford It or Not at Christ- 
mas Time, and Electrical Merchandise Represents Practi- 
cal Gifts Which Are Durable Additions to the Home. 


even a matter of two weeks will help some. This 
year, as last, we plan to have several booths. 

‘Personally, it is my belief that the only way to 
get the dealer to make his commitments early is to 
convince him that the public will buy early. This 
means that it is up to the manufacturer and the 
jobber to continue educating the public to buy 
early. As soon as this is accomplished, it will no 
longer be necessary to use high-pressure methods 
to induce the dealer to anticipate his wants. Such 
mediums as newspaper advertising’ and electrical 
shows are sure-fire methods for creating an interest 
in early shopping. After all, dating and prices do 
not move mountains. If we get the dealer to put 
in his stock early and he does not sell it early, we 
suffer as keenly as he does. Therefore, it is our 
problem to educate the public to shop early, and 
the problem of getting the dealer to anticipate his 
wants will then solve itself.” 

In Milwaukee, the Lappin Electric Co. has fol- 
lowed a mailing piece idea. David Lappin, presi 
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dent, finds that: “Our biggest inducement for bring- 
ing in early mail orders on Christmas tree lighting 
outfits is our September booklet which we mail to 
every account on our books before September 1. 
It contains cuts, prices, color and size specifications 
of all our indoor and outdoor Christmas tree light- 
ing outfits, and such gift items as toasters, perco- 
lators, and so on. Our small accounts outside of 
the city always respond to this type of advertising, 
but orders from the larger city accounts must be 
closed by the salesmen. 

“Our plan this year, as last, is to approach the 
city accounts in July and August, ship to them 
early in November, and bill them as of December 1. 
In soliciting early commitments, our men point out 
as the major sales stimulator, the advantage of 
guaranteed early delivery with dating. 

“Thus, by means of our September catalog, and 
early pushing on the part of our sales force, we 
have been successful in gradually educating our 
clientele to place their orders before the eleventh 
hour.” 

Frank Greusel, president of the G-Q Electric Co., 
Milwaukee, offers some most constructive thoughts 
to those jobbers who are desirous of getting prompt 
action on holiday business. He says: “If we can 
induce our dealers to display and merchandise 
Christmas tree lighting outfits, electric toys and 
appliances early, they must naturally buy early. 
One of our thinking salesmen does it this way: 

“He explains that the master merchandisers of 
the country buy early. Marshall Field and Co., for 
example, buy their electric toys and Christmas tree 
outfits in February. Their purpose, he understands, 
in anticipating their wants so early is simply to 
provide sufficient time to organize detailed selling 
plans. They refuse to run into the usual last min- 
ute jam; they prefer to buy early and sell early. 
Then he contrasts this careful planning with the 


haphazard methods of the small independent dealer. 
At the last minute when he should be concentrating 
all his powers on selling, he is frantically rushing 
around to place eleventh hour orders. In _ plain 
words, he explains that it is the ‘sucker’ who is 
‘out’ of Christmas merchandise on the 15 of No- 
vember, and the smart merchandiser who is ‘out’ 
on the 24 of December. 

“This same salesman is continually studying the 
methods of successful merchandisers so that he can 
have ideas as well as merchandise to offer his 
clientele. For instance, when he is trying to sell a 
small buyer who is following antiquated methods 
for stimulating holiday business, he makes a point 
of introducing him to a live department store buyer 
who happens to be one of his good accounts and 
personal friends. When the man who is actually 
rolling in big profits for his company explains his 
methods to a smaller dealer, they bear considerably 
more weight than when the jobber’s salesman 
merely repeats them. But such an introduction is 
not always possible, so in many cases it rests en- 
tirely upon the salesman’s shoulders to create in 
the mind of his dealer a strong desire to emulate 
the successful merchandiser. He does so by advis- 
ing a policy of follow-the-leader. If the so-and-so 
store is piling up profits on Christmas tree lighting 
outfits and holiday goods by buying early and 
merchandising early, the conclusion is obvious. 
More specifically, suppose the little store is located 
next door to a large department store. When the 
department store runs a big ad, he suggests that 
the smail dealer put in an attractive window dis 
play featuring the type of merchandise which ap 
pears in his big competitor’s ad. As a result, 
shoppers on the way to the big store will be ar- 
rested by the display of the little store, and thus 
the little man can cash in on the big man’s adver- 
tising dollars. It is sugges- (Turn to Page 68) 


Smart Dealers Start as Early as 





October to Arouse the Interest of 





the Children. Their Reports Car- 
ried to Their Parents Generally 
Determine the Purchases. 





SEPTEMBER, 1929 





Underwood 

















Vek ee ee eS 


ANTA CLAUS and each alert jobber’s sales- 
man of things electrical have a lot in common 
these early autumn days. 
While St. Nick’s toy shops hum with the busi- 
ness of fashioning gifts for the worthy, the enter- 


prising jobber’s salesman’s think-shop is gathering 


and creating ideas for a_ brilliant Christmas-tide 
that promises to wind up “Light’s Golden Jubilee” 
year in a blaze of glory. 

How to let the illuminated yuletide cheer in 
every home spread as never before beyond the nar- 
row confines of the great American living room! 
‘rom the sparkling tree to the mantelpiece. To 
the window sills. How to let it flow out the front 
door, over arbors and shrubbery. In short, how, 
virtually, to let it trail over the entire home and 
premises, thanks to the matchless cheer and good- 
will glow of bigger and better varicolored incan- 
descent lamps! 
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It ls Not Only The Jobber’s Salesman’s Job 
Lo Promote Decorative Lighting, But It 1s 
Also One Of His Golden Opportunities 


Or, more selfishly, perhaps—How to maneuver, 
how to organize, so as to cash in on the gayest 
electrical Christmas vet chronicled! 

Just a few years ago the beautiful custom of 
carrying the Christmas spirit out of doors was but 
in the embryo. Accelerated by local and national 
contests, the custom, in three years, assumed mo 
mentum and proportions that today finds it rolled. 
like a giant snowball, into a large and permanent 
institution. 

Yes, we are now away beyond the “lone little 
string of lamps” stage. So, boy, page the electrical 
contractor. 

Witness Denver, last Christmas—typical of yule 
lighting in the larger centers. Consider the more 
than six hundred private homes which expended 
over $100 each on special Christmas illumination to 
express their “peace on earth” in the modern way 
Thousands of others in this same city spent up 
wards of one-half as much for less pretentious 
decorations. The outlay throughout the countr) 
was nothing short of stupendous. 

And what a Christmas season 1929 will be. And 
what glad news every jobber’s salesman is priv’ 
leged to carry to electrical contractors and others 
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Holidays and 


( Jhristmas 


with | ighting 


It's going to be a riot of light, of color and of cheer. 


\ bit of ultra-cheerful news already emanates 
from one of the lamp interests whose factories are 
busy turning out an improved lamp especially de- 
signed for outdoor decoration. It satisfies the 
demand for a bulb of larger area. It comes in five 
standard colors—red, yellow, blue, green and frost- 
white. Frosted with a silicate spray comparable 
with that of the familiar S-11 sign lamp, their col- 
rs will found to be more desirable than that 
found on Christmas-tree lamps of former years. 


be 
(heir shape is a compromise between the evergreen 
me and the well-known hen’s egg. They are of 
the intermediate-screw-base type. New, marbled- 
elfect, bakelite sockets are said to be found on the 
mproved 1929 strings. 
Che National Committee of the Outdoor Decora- 
e Lighting Committee, which conducted the na- 
n-wide Christmas Lighting Contest last year, 
ikes the following statement at this time: 


“For 1929 it has been decided not to expend any 
the national funds on national or division prizes. 
is because last year’s experience proved that 
tizes given in each local community were adequate 
the purpose, and that in many cases they repre- 


PTEMBER, 1929 
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Nights # 


sented sums much larger than those provided by 
the National Committee. 


“The major part of the funds available will be 
expended on the preparation of a complete, pro- 
fusely 


illustrated, printed (Turn to Page 8&4) 





The Illustrations on These Pages Show What Can Be 
Accomplished by Decorative Lighting at Christmas Time. 
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Early Display Booth of 
Christmas Suggestions at 
Schimmel Electric Supply 
Co., Philadelphia. 


T NO time of the year 
do the jobber and his 
salesmen have a greater 
opportunity to “cash in” on a big volume of busi- 
ness at unusually attractive profits than during the 
Christmas season. The public is in an orgy of 
spending. Many have saved throughout the year 
to “meet the emergency.” Dollars will flow from 





their pocketbooks and the competition will be keen 


for a share of the money to be spent. They have 
to give, whether they like it or not, and it is up to 
the electrical industry to see to it that a goodly 
share of the purchases are made in the stores of 
retail dealers in electrical merchandise throughout 
the country. 

Fortunately, there is a wide variety of attractive 
gifts available, and undoubtedly one of the leaders in 
the group is the toy train. Here is a product which 
every dealer in the country should have on hand for 
the holiday. First of all, there is nothing which will 
make a stronger appeal to the public than a moving 
window trim, and likewise there is nothing available 
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In Electrically Operated Toys and Home Electrical 
Devices the Jobber Has Products Which Should Produce 
a Great Volume of Christmas Business, But He Must 
Instruct His Men to Sell All Legitimate Retail Outlets 












more desirable for this purpose than the toy electri- 
cal train. It need not dominate a window, but it will 
build up attention to other merchandise on display 
in such a fashion as to hold the attention of every 
passer-by. 

Toy trains have been improved constantly during 
the past few years. How well they are thought of 
now is pointed out in the statement of a railroad 
executive who says, “It is surprising how the toy 
electrical train has taken hold of railroad men in 
general. During the evening many of our men ex 
periment with them, learning things about railroad 
ing which help them in their work. Then, too, the 
job of yesterday is the profession of today. Old 
timers dreaded the thought of their sons getting into 
the game. Now they encourage it, for they feel that 
it offers big opportunities to a progressive youth. 
And, in order to give them a knowledge of the in- 
dustry, the boys in the family are educated by means 
of toy trains. Every railroad man is a prospect.” 

But the prospects are not limited to that field, There 
is something about an electric train which appeals 
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WALL Retaz/ Outlets 


| MERCHANDISE 


to the grown-up as well as the child. Perhaps 
it is the glamor which a railroad holds for all 
of us. 

Fortunately for jobbers, the manufacturers 
have a good sales policy. While it is true that 
department stores cannot be sold, as the bulk 
business is generally handled by the manufac- 
turer, practically all other outlets can be sold 
by the jobber including central station, or pub- 
lic utilities. And, in the case of department 
stores, the manufacturers advocate the jobbers 
contacting them, for “pick-up” 
bound to come during December 
and the salesman with an “in” is 
very likely to secure orders of size- 
able proportions on pick-ups only. 

Full advantage should be taken 
by jobbers of the wealth of attrac- 
tive literature available to them 
ind their dealers. Done in most 
ittractive colors, they are sure 

usiness pullers and every dealer 
should be supplied by his jobbers’ 
salesmen with a generous quantity, 

vhich he in turn should use judi- 
iously in developing his _ local 


business 1s 


business, 
Experience has proved that the 
bber should have his orders 


(Turn to Page 124) 
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OST of us have been salesmen in our day. 
Many of us are still salesmen, and many of 
us, both manufacturers and jobbers have 
salesmen calling on us. These are different kinds of 
Salesmen have their own tactics, dictated 
to a great extent by their own personalities. They 
have gradually learned what kind of approach wins 
the interview. They have almost unconsciously de- 
veloped a sense of judging their man quickly, by his 
expression or his mien. 


M 


salesmen. 


Whatever your position, no matter whether you 
are the president or the office boy you are in a de- 
gree a salesman representing the firms for whom 
you are working. Even if you are the purchasing 
agent you are still in a sales capacity to a greater 
or less extent. You do not need to be delegated to 
work under your sales manager in order to prac- 
tice your salesmanship. 


I have worked in the capacity of engineer, sales- 
man, general representative and sales manager of 
my firm and am now engaged in work which to a 
great extent takes me out of the salesman class, ex- 
cept as stated before, each employe of every company 
must have some of the qualities of salesmanship. 


Occasionally I take a trip out into the various 
territories, not as an officer of the company, but in 
a Salesman’s capacity. I have not done this to check 
up on the salesmen’s work but to find out what is 
going on. I have called on all classes of trade that 
use our products and I must confess that as a rule 
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How fo {reat 
SALESMEN 


eration. 


Built Around An Idea Laid Before a 











There Are Far Too Many Cases Where 


Salesmen Are Treated Without Consid- 


Many a Fortune Has Been 


Buyer By a Salesman 


By CHARLES A. PIERSON 


; President, Standard Electric Stove Co., Toledo 


salesmen are treated with a shade less respect than 
that to which they are entitled. 

Without salesmen there would be stagnation in 
trade. There would be a dearth of information about 
everything which goes up to make trade. There may 
be too many salesmen on the road. There may be 
very many misguided efforts at salesmanship. There 
are many products on the market with no other 
reason for being there than the desire of the manu- 
facturer to sell them and make profit regardless of 
results from the article. This is evidenced by the 
many trick accessories introduced and dropped each 
year. 

But the simple fact remains that salesmen are 
necessary in our whole economic structure. With 
out them users of goods would not have the benefit 
of improvements, and development of every industr) 
would be retarded immeasurably. 

Why then do salesmen have to resort to so many 
subterfuges to meet the interested person in the firm 
on which he is calling? Part of the fault lies in 
salesmen who overstay their time and bore the pros 
pective buyer. Partly the trouble is due to over 
zealousness on the part of the salesman who is so 
steamed up over his product that he cannot conceive 
of anyone not being interested in it. But a great 
part of the trouble lies in the buyer who turns a deat 
ear to many good opportunities because he imagines 
he is too busy to go into the subject. 

I was at one time an electrical contractor and re 
tailer and I must confess that I got more real infor 
mation by talking to salesmen than from any othe: 
source. Not only information about the goods whic! 
were being shown, but infor- (Turn to Page 64) 
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ow the Salesmen Push 


1 onc. PRorit | ines 


When This Atlanta Jobber Began to Pay Men on 
a Basis of Their Earned Profits, Business Picked Up 
and so Did Net Profits 


By RUEL 


HE GILHAM Electric Co., Atlanta, no 

longer experiences difficulty in inducing its 

salesmen to push long-profit lines. Neither 
does it have several other sales problems common 
to the electrical jobbing industry. The escape 
irom these common troubles was through a new 
plan of paying salesmen. Salesmen now are paid 
in direct proportion to their worth to the company, 
not on a basis of sales or estimated worth. 

After having paid its men on straight salary and 
expense basis for several years, the company es- 
tablished its four “country” salesmen on a _ profit- 
haring basis on the first of January this year. All 
ur men were willing to try the change; and 
one of them would go back to the old basis if the 
inatter were left up to them. 

“During the first three months of this year we 
njoyed a business increase of about thirty-three 
nd one-third per cent over the corresponding three 
ionths of last year,” declares P. C. Gilham, presi- 
ent of the company. “We believe that is a good 
icrease, considering that general business condi- 
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tions in our territory are said to have been a little 
off in comparison to the same period last year. We 
feel certain that our new form of remunerating 
salesmen is largely responsible for that increase.” 

Because the salesmen no longer are paid on a 
basis of their sales, and because their actual volume 
has little to do with their earnings, they no longer 
are volume chasers. Today the profit is the thing, 
in working for a sale. The value of that attitude 
on the part of a salesman is obvious. 

“Having been an electrical contractor for a time 
when I first started in the electrical business, | 
learned early the value of profits in business,” Mr. 
Gilham explains. “Later when I became salesman 
for an electrical manufacturer, I knew the value 
of profits to the firm, and I naturally fell into the 
practice of selling from a standpoint of profits 
rather than mere volume. When I started in the 
wholesale business for myself I still appreciated the 
profit phase of selling and have tried to train our 
salesmen to sell for profit rather than for mere 
sales. 
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“But the most emphatic thing we ever have done 
toward making the men recognize the importance 
of profit in a sale was when we established them 
on a profit-sharing plan of remuneration. That 
showed them quickly that there was nothing to this 
business of selling an order of goods unless there 
was a profit in the transaction; and they have au- 
tomatically changed their viewpoint to one of 
profits rather than volume.” 

Just this new viewpoint works, to the 
benefit of the company, and just how well the 
salesmen have swung around to it, is demonstrated 
in a recent typical sale to a live-wire dealer. One 
of the company’s salesmen brought the customer 
into the office to talk 


how 





who never will forget the fairness of the salesman 
in his willingness to split the order. 

“But how many salesmen, working either on 
straight commission or on salary, would take the 
time to figure out a list of goods on this basis?” 
Mr. Gilham points out. “I believe that at least 
nine men out of ten, working on the regular re- 
muneration basis, would have grabbed at the 
thousand dollar end of the list and naturally would 
have thrown away profits for his company. Our 
men have learned to analyze such situations and 
come out ahead, because they have ceased to look 
at an order in terms of volume but on the basis 
of profits.” 

The more one goes 





over a_ sizable order 
that he was going to 
place in connection 


with a contract that he 


had secured. The 
salesman talked over 
the proposed order 


with the customer and 


bilities. 
of course attempted to 


A Glimpse into October 


The October issue of THE JOBBER’S SALES- 
MAN will contain not only an elaborate presenta- 
tion of “Light’s Golden Jubilee,” but also a well- 
planned, concrete series of articles on the jobber’s of 
part in this great celebration, and its further possi- 


There will be a four-page article illustrated in 


into the  dealer-con- 
tractor’s policy of 
splitting his business 
among several jobbers, 
the more valuable ap- 
pears the Gilham plan 
inducing salesmen 
to sell for profit and 
not for volume. 


induce him to place colors covering the jubilee, followed by a story on “Take a small town 
the entire account the incandescent lamp, its progress, and its mer- contractor,” Mr. Gil- 
with the Gilham firm. chandising features of today. ham continues, “who 


“No, I can’t do Residence lighting fixtures will come in for se wiring and 
i : es thorough discussion, as well as “Light in Industry.” does hou ad " 8 i 
that, the customer re- Floodlighting will not be overlooked, decorative perhaps carries ne 
plied. “T like you lighting and its rapid growth will be covered, and stock of appliances 
I ; a” deed “i i lie Fh PP 
folks’ way of doing commercial ghting, particularly in olices and and supplies. He buys 
OE schools, will be emphasized. : ; wa 
yusiness, and I appre- ones biel nei aie ea somewhere in the 
rea ; RR i of these articles are being prepared by lead- . 0 
ciate the way you ing authorities in their respective fields, men who neighborhood _ of ving 
have treated me; but know their subjects, and the jobber’s place in the thousand dollars 
there is one other job- picture, worth of merchandise 


ber who has _ been 





a year from the job- 
bers’ salesmen who call 








equally as nice to me, 
and I feel that I must 
split the business between you two, The other 
fellow naturally would not like it if I gave you this 
whole order.” 

The salesman appreciated the customer’s position. 
With that appreciation in mind he ran over the list 
of goods the dealer-contractor was going to buy. 
Out of the $1,650 list, there was $1,000 worth of 
wire. The remaining $650 was made up of small 
appliances, sockets and incidental items. 

“All right,” the salesman said to the customer, 
“I’m willing to split this order with our competitor ; 
and I’ll tell you what we'll do. You give the other 
house the order for the thousand dollars’ worth of 
wire, and we'll just take this six-fifty’s worth of 
incidentals. That ought to be fair enough.” 

The dealer-contractor blinked a little incredibly. 
Finally he said, “That certainly ought to suit him. 
I tell you, if every salesman who called upon me 
would look at my buying problem as you have, and 
be as fair about it, it certainly would make things 
a lot easier for me!” 

Accordingly, the competitive house got the $1,000 
order and made a gross profit of about $50. The 
Gilham salesman took the $650 end of the list and 
made for his house a gross profit of about $180. 
And he made a friend for life of that customer, 
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upon him. There are 
probably three houses calling on him regularly. 
They all treat him right, help him to some extent 
with credits and sales, and he wants to be fair. 

“That means then that each house will get about 
two thousand dollars’ worth of business a year out 
of the little customer. Now the viewpoint of the 
salesmen who call upon this customer determines 
the amount of profit each house makes and what 
kind of goods each house sells him. It is possible 
for a salesman, by studying the goods the customer 
buys in the course of a year and showing an ap- 
preciation for the contractor’s position, to make for 
his house as much profit out of his two thou 
sand dollars’ worth of business as the others will 
make together. By picking the lines he wants to 
sell the little contractor, he can take his one-third 
of the business in long-profit items and make real 
money, while the others are getting the same 
amount of volume as he, but both together are 
making only as much profit as he is making from 
his one-third.” 

And the way to induce the salesman to figure oul 
these things is to pay him upon a basis of the 
gross profits he makes, rather than upon the amoun! 
of his orders, Mr. Gilham finds by experience. 

This company’s salesmen (Turn to Page sv 
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Looking Around 
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“A Million Men Are Losing the Fun of 
Their Current Success Because of the 
Dread That Something Unfortunate 


May be About to Happen” 
Says Bruce Barton 


one of my friends stopped off in the 
little town where he had spent his 
boyhood. 

“How is business?” he asked a local mer- 
chant. 

“Awful bad,” was the reply. 
more, I don’t like the outlook.”’ 

“Why not?” 

“Well, there’s elements in the situation 
that might develop a lot of trouble. At least 
that’s the way it looks to me.” 

My friend lighted a cigar, and leaned over 
the counter. 

“George,” said he familiarly, “those are 
almost exactly the same words I used to hear 
irom the store-keepers when I was a kid here 
twenty-five years ago. I’ve been a subscriber 
to the local paper ever since I left, and most 
of those old storekeepers have died. I have 
taken special notice of the size of their es- 
tates. How much money do you think they 
left? Between a hundred thousand and two 
hundred thousand dollars each. And here’s 
the funny thing—every penny was made out 
{ businesses which were always bad and 
always on the verge of getting ever so much 


; ncn 
Vorse, 


()* HIS way back to a college reunion, 


“And what’s 


| suppose that if gravestones told the real 
‘ruth, nine out of ten of them would bear a 
line to this effect: ‘This man’s life was short- 
ned several years by the fear of bad devel- 
opments, most of which never occurred.” 

Even very wise men, as their years have 
SEPTEMBER, 1929 © 
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increased, have suffered from the evil habit of 
fearing the worst. The Rev. Dr. Cotton 
Mather, who died two hundred years ago in 
Boston, was the most eminent graduate of 
Harvard and virtually the founder of Yale. 
He had courage and a wonderful mind. 

Yet in his old age he viewed the future dis- 
consolately. He concluded that God had 
brought the Pilgrims across the ocean to “a 
New England desert” for a very special pur- 
pose, but that this purpose had obviously 
been accomplished and that the whole colony 
would “soon come to naught.” 


HE colony shows no sign of coming to 

naught, but there are doubtless a million 
men in it today who are losing the fun of their 
current success because of the dread that 
something unfortunate may be about to 
happen. 

“One-fourth of life is intelligible,” said 
Mark Rutherford, “the other three-fourths 
unintelligible darkness; and our earliest duty 
is to cultivate the habit of not looking around 
the corner.” 


Those of us who do not look are likely to 
get an unexpected bump occasionally, but 
how much faster we travel! And what a lot 
more fun we have because of the imaginary 
bumps that we miss! 


McClure Newspaper Syndicate 15 
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en You Should Know 


P. C. GILHAM 


President, Gilham Electric Company 





“ RS. NECESSITY” 
not only is mater- 
nal parent of in- 


vention, but she often plays 
a vital role in the building 
of business organizations. 
That fact is very clearly 
demonstrated by the career 
of P. C. Gilham, and the 
history of the Gilham Elec- 
tric Co., Atlanta, of which 
he is president. 

“Mother Necessity” was 
the guiding spirit that se- 
cured for him his first job in 
the electrical industry, when 
he was only 15 years old. 
She was the guiding spirit 
in the formulating of man- 
agement policies when Mr. 
Gilham_ organized his 
present wholesale electrical 
supply firm 11 years ago. 
Presently it will be seen 





A Lesson in Business 


BD he sgese of capital neces- 
sitated our picking not 
only our customers but our 
sales as well. We just had to 
have a profit from everything 
we sold in order to exist. 
That soon taught us a valu- 
able lesson in the jobbing 
business—there is no point in 
trying for more volume, for 
business without profit is 
worse than no business at all.” 
Mr. Gilham has constantly 
kept that sound theory before 
him, and it is, undoubtedly, 
the main reason for the suc- 
cess which he enjoys today. 


ta, on which the contractor 
for whom he worked had se- 
cured the job of wiring and 
electrifying. 

Practical electricians in 
those days were scarce; and 
the man who took the trou- 
ble to learn a little about the 
business as well as_ the 
actual work of wiring was in 
demand. Thus it was not 
long before young Gilham 
was given the job of super- 
intendent for the largest 
electrical corftracting con- 
cern in Atlanta at that time. 

Being one of those per- 
sons who is never quite 
satisfied with his present 
status, Mr. Gilham_ cher- 
ished the ambition to get in 
business for himself; and 
some six years after he se- 
cured his first job as helper 








how accurately that guid- 
ing has been during these last eleven years. 

There is an elementary fact in the career of Mr. 
Gilham that pays a universal compliment to his suc- 
cess: he has made good in his own home town. He 
was born in Atlanta about 49 years ago. He secured 
his first job in Atlanta. He has never worked any- 
where but in Atlanta, or in the Atlanta territory. 
Any man deserves a bouquet who can succeed with- 
out leaving home to do it! 

At the age of 15 Mr. Gilham found himself’ faced 
with the necessity of earning a living. He found a 
job with an Atlanta electrical contractor. That was 
in 1895 when the electrical industry still was wearing 
short pants, if indeed it had reached the pants stage 
at all. The industry being young and electrical jobs 
scarce, it naturally was necessary that the few con- 
tractors in business in those days do practically every 
type of electrical service in order to build up a livable 
volume. This gave young Gilham an opportunity to 
learn many phases of the new industry. He even- 
tually developed into a first rate electrician. He 
learned a lot about wiring on his first real electrical 
job, the Cotton States Exposition buildings in Atlan- 
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for the contractor, he went 
into the electrical contracting business for himself. 
He made progress in this capacity and he learned 
a lot about the financial end of the business that 
never had troubled him before. Then along came 
the financial panic of 1907-08. The bank he did 
business with Went broke and with it went the 
finances and hopes of the young contracting firm. 

Although that particular period ended financially 
disastrously, it turned out to be, in later years, one 
of the most valuable periods in Mr. Gilham’s career, 
because it taught him the value of capital. It taught 
him some of the lessons that enabled him to take 
borrowed capital of $15,000 and build it into a job- 
bing organization doing an annual volume of $1,000,- 
000 in 11 years. 

Losing his own business, he then became cit) 
salesman for the Western Electric Co., working in 
Atlanta. On this job he received particular prais: 
for his ability to sell merchandise that was profitable. 
He learned the value of net profits, you see, while 
in the contracting business for himself. 

Next he became sales manager for a local electri 
supply house. This place he (Turn to Page // 
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News in Views of the Day 


A Night View of Carillon Singing 
Tower 


America’s largest carillon or “sing- 
ing tower,’ surmounts the new Scot- 
tish Rite Cathedral in Indianapolis. 
The tower has a height of 210 feet. 
The carillon contains 63 bells with a 
range of four octaves. These bells were 
cast in Loughborough, England, and 
weigh from a few pounds each up to 
twelve tons.—Underwood Photo. 
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Floodlighting Progress 

The illumination of building towers has reached the 
point where it is the rule rather than the exception. 
\rchitects and building owners are now competing 
against each other to secure the most spectacular 
effect. Floodlighting projectors are products which 
the jobber’s salesman can sell, and after contracting a 
few jobs with factory engineers, he will find himself 
in a position to make his own recommendations in a 
great many cases. The photo shows a recent G.E. 
installation. 





Atlantic City’s New Jeweled 
Archway 


An arch of 25,000 dazzling jew- 
els has been stretched across At- 
lantic City’s famous boardwalk 
and will be one of the outstand- 
ing spectacles until October 21. 
This sparkling arch, designed by 
W. D’Arcy Ryan, of the General 
Electric Co., radiates all the 
colors of the rainbow in the sun- 
light by day and from the rays of 
36 powerful searchlights at night. 
Each jewel, two inches in di- 
ameter and cut exactly the shape 
of a diamond, is made of special 
glass imported from Austria 
which has a power of refraction 
far above the best cut glass. Five 
different color screens are used 
with the searchlights, adding to 
the beauty of the arch at night 
—Underwood Photo. 
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One-piece caps — no 
loose washers. 


THE new ferrule type Union 
Renewable Fuse has only 
three parts—two caps and a 
casing—besidesthe renewable 
link. Caps are one-piece in- 
suring positive contact. No 
loose washers to handle— 
making renewal quick and 
easy. Simply pull out burnt 
link, put in a new one and 
replace end caps. 

Vents are through the end 
caps— not the threads. This 
improved method of positive 
venting relieves pressure 
generated when the fuse 
blows, assuring maximum 
life for the fuse and easy re- 
newal, Casing is made of best 
grey horn fibre, with threaded 


Jefferson Electric Company 


FERRULE TYPE RENEWABLE 


SIMPLEST OF ALL 
FERRULE TYPE FUSES 


Vents through end 
caps instead of 
threads provide 
positive venting and 
lengthen fuse life. 


brass ferrules. Both ends are 
open for inspection and clean- 
ing. Substantial size and cor- 
rect proportioning ofall metal 
parts insure against undue 
heating. 


The link is supplied bent at 
one end. When inserted and 
bent over at the other end it 
fits— automatic adjustment 
for length. 


Thus, with this new ferrule 
type fuse, and our present 
knife-blade type, you now 
have Union Fuses of superior 
construction, greater sim- 
plicity and longer life for ev- 
ery requirement. Detailed in- 
formation on request. 


1519 West 15th St., Chicago, Ii. 
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Dress the 


lever... 
drop in 
the bread 
.-- am 
almost 
inaudible 
tick... tick 
---tellis 
you that 
it is 
toasting 
--- click 

it is done 
and the 
piping 
hot 

toast 

lies on 
the tray 
at the 
base of 
the 


toaster. 









The Beardsley 








and Wolcott 





Miis. Co. of 


Waterbury 









Connecticut 
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Wine-Minety-flive for an 


Automatic Toaster, 





TORRID Automatic Hoaster 


No bell ringing or jack-in-the-box features about this 
beautiful new TORRID Toaster to mystify or astound. 
It is built on common sense principles and is as fool- 
proof as mechanical skill and engineering ingenuity 
can make it. 4 When the bread is put into the toaster, 
it rests on a cross frame that releases when the toast 
is ready...dropping it down the slide to the tray on 
the base. 








TORHRED 





Automatic 





Toasts a 





Slice of 







Bread a 







Miimute. 








































September, 1929 


THE JoBBER'S{A)SALESMAN 


| 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF TILE WITOLESALER IS THE 


Four-Rinety-five 


Better Corn 


for a 


Popper, 





TORRID Corn Popper 


There are a number of corn poppers on the market 
but there is not one like TORRID. When you turn the 
handle of this clever corn popper, the teeth inside of 
the barrel rake up the popped kernels and roll them 


out the spout. 


This prevents the popped corn from 


becoming burnt by remaining too long in the popper. 
It also enables you to pop any quantity you desire as 
the popper continually pops and pours out the corn. 
Finished in a heavy nickel plate with colored fittings. 








MOST IMPORTANT MAN IN TILE INDUSTRY 


Popcorn 
just can’t 
burm im 
this new 
Hepat REED 
corn 
popper 

o2- as SOON 
as the 
Kernels 
are fully 
popped 
the wire 
scoop 
picks them 
ung> camnal 
relis them 
out the 
spout 

--- White 
aamnal fuslly 
popped. 
none are 
scorched 


or burned. 








Urn Sets, $2 3-O%= 
$23.9% 





Endicator Wafile 
Eron, 614.9% 





Percolator Sets 
19.95 -%22.9% 





The Beardsley 
and Wolcott 
Mitts. Co. of 
Waterbury 


Connecticut 
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Working On the Theory That 
Beauty Is More than Skin 
Deep 
Left: Patrons of Mine 
Helena Rubinstein’s, Chicago, 
salon are subjected) to dia 
thermic treatments, which = in 
vigorate the body. stimulate the 
flow of blood and build health 

-Underwood Photo. 





IVater Power Generates Elec 
tricity For Textile Mills 
A spillway and a diverting 
flume at the end of one of the 
water power canals in Law- 
rence, Mass., where the Merri- 


that runs thousands of looms 
Galloway Photo, 
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News in Views of the Day 


mac River furnishes the power 


Golf Becomes A Night Short 

An. electrically-lighted golf course—a_ practice course 
rather than one of the regulation size—is now in nightly opera- 
tion at Cleveland. The innovation of golf after dark has 
been introduced as part of another innovation, that of a 
course where novices at the game may perfect their tech- 
nique under exceptionally favorable conditions. The course 
is laid out for shots of different distances, running from 
50 yards up to 275 yards. The illumination, which 
will appeal to thousands of persons who cannot get 
out on a golf course in the day-time except on 
weekends and holidays, has been carried out by 
G. E. lighting engineers. 




















IN THE INDUSTRY. 
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Have you entzred the 
Standard ‘‘World’s 
Series” Contest? If 
not, write at once for 
full information. 


























Announcing the Standard “ROYAL QUEEN” 


.-. a worthy companion of the “Royal Standard” 


The “Royal Queen” is a blood relation of the famous “Royal Standard”, 
whose success has been the most notable in all Standard history. Like its 
predecessor, the “Royal Queen” differs radically from all other electric ranges 
in the principles of design and construction embodied—the symmetrical 
lines—the simplified wiring (which means absolute minimum of servicing) 
—the exceptionally roomy oven —the freedom from obstruction of the sweep- 
ing streamline front—the incorporating of unusual capacity in a range of 
compact design and size. ....No electric range department can be fully 
modern without the “Royal Queen”, for which we predict a measure of 
success that will at least duplicate the vogue of the “Royal Standard”. 
...-Hence we suggest mailing the “Card of Introduction” for complete 
information. 


THE STANDARD ELECTRIC STOVE COMPANY 
TOLEDO, OHIO 


Stanoarw 


ELECTRIC RANGES 





CHARACTERISTICS 
of the “Royal Queen” 


Oven 16” x 18” x 14", with recessed 
burners. Oven aluminum lined, with 
two burners (upper burner a broiler). 
....-Roomy cooking top with three hot 
plates. ....Finished in white porcelain 
enamel, with either left or right oven, 
and equipped with appliance receptacle. 
....Simplified unit wiring system. ...An 
ideal range for the average family, with 
ample capacity for all cooking. 
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News in Views of the Day 


lice President Receives Radio Set 

The Vice-President of the United States has be- 
come a radio fan. Major Herbert H. Frost of New 
York, president of the Radio Manufacturers Asso- 
ciation, recently presented Vice-President Charles 
Curtis with the latest type of radio receiving set. 
Phe Vice-President had the set installed beside his 
desk in his private office so he will be able to listen 
in on important broadcast features 


Bal Pe. J op oR oe 


Miss Roumania Takes A Radio Back to 
Bucharest 


Miss Magda Demetrescu who was entered as 
“Miss Roumania” in the International Beauty Con- 
test at Galveston, Texas, this year and who was 
awarded second prize, stopped off in Chicago re- 
cently and was presented with a radio set. It was 
delivered to her by The Harry Alter Co., well 
known Chicago radio jobber. 


Radio Service Students 


Radio service students of the 
School of Engineering of Mil- 
waukee taking the sponsored 
radio course of the Wisconsin 
Radio Trade Association, inspect- 
ed the new developments in 
radio at the June R. M. A. con 
vention as a part of their course. 
Party in charge, F. A. Vaughn, 
vice president and radio manager 
of the school, and three instruc 
tors: Robert E. DeLand, Wil 
liam VP. Gainey and Norbert J 
Richard Phe photo shows. the 
radio boys mistaking the ventila 
tor cone on the boat for a loud 
speaker and straining their ears 
for music.—Underwood Photo. 








September, 1929 





THE JOBBER’S(J}SALESMAN 25 





Factory Office: 
2219-39 S. Halsted 


Chicago, Illinois 





Many railroad executives own 
and operate American Flyer 
miniature railroad systems 
which enable them to make first 
hand studies of electrifications. 
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This Complete American Fryer Remote Control 
Operation of Miniature Electrical Trains 


With American Flyer new remote con- 
trol equipment, the exact operating 


conditions of actual railroad electri- | 


fication can besuccessfully reproduced. 


To you—this means increased sales 
and profits, as this equipment always 
appeals to the ever increasing number 
of business men, engineers and boys, 
who make a hobby of complete re- 
mote control miniature railroading. 








The new 1929 American Flyer cat- 
alog tells you all about the new remote 
control track switches which enable 
you to operate two trains at the same 
time (at a distance from the track). 
Then there is the new dial type trans 
formers that operate similar to the 
tuning knobs of a radio, also the easy 
lever operated circuit breaker—the 
six circuit control Switch Tower House 
and many other new features. If you 
have not already received your copy, 
write for it at once. 


48-Page Colored Catalog 


This is the most outstanding catalog of minia- 
ture trains ever produced. The entire line of 
American Flyer Trains and Equipment is 
illustrated in full color—just like having the 
actual merchandise in front of you. The fea- 
tures of all models are brought out in detail. 
Study this book, it is chock full of sales features 
and for quick reference keep a copy on your 
counter. It also features the complete line of 
Structo Toys and American Flyer Airplanes. 


WRITE FOR YOUR COPY TODAY 





Street 





ee 
ae 
Sales Offices: 
Or ; ~ 7 a New York City 
GD Transformers Electric Trains Mechanical Trains 24 California Street 


AMERICAN FLYER MFG. COMPANY San Francisco, California 
Mfrs. of Miniature Railway Trains, Airplanes and General Distributors of Structo Toys 
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The Home 
Modernization Movement 


HE HOME modernization movement 

has taken hold with considerable prom- 

ise, and leading manufacturers in all 
lines are giving their support to the idea. 
It is surprising how much can be accom- 
plished with a small outlay of money on the 
home owner's part to beautify his residence 
and install practical comforts. However, the 
“before” and “after” pictures being displayed 
in selling the public on the movement reveal 
a most startling situation. After viewing 
many of them, a request was made by THE 
Josper’s SALESMAN for illustrations of ac- 
complishments electrical, and word was sent 
back that no such pictures seemed to be 
available. 

When it is considered that the General 
Federation of Women’s Clubs in surveying 
6,000,000 urban homes discovered that 2,- 
000,000 of them were without bathrooms, 
there is no doubt but that a similar survey 
on electrical wiring and lighting would prove 
somewhat of a shock to those of us inclined 
to feel that our industry is alive to all pos- 
sible fields. 

The home modernization movement is 
here. Jobbers should recognize that fact, and 
carry its story to every contractor and deal- 
er in their territories. Electrical manufactur- 
ers should be urged by jobbers to get behind 
it so that the entire industry may share in 
the great volume of business now being de- 
veloped. 


The Aftermath 
of the Jubilee 


HE CELEBRATION of “Light’s 
Golden Jubilee” is just one month 
ahead, and while it may smack of bad 
taste to introduce a commercial thought into 
this event, after all we are engaged in the 
business of making money. The industry as a 
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whole is, with all sincerity, putting a great 
deal of money into the idea, simply because 
it feels that “Light’s Golden Jubilee” is its 
own affair, its own contribution to the man 
who has made possible its great development. 

However, there is nothing ‘unethical in 
grasping at the fact that the public, from 
Coast to Coast, will have been made “Light 
Conscious.” Thinking in terms of lighting, 
seeing it on every hand, will automatically 
bring to the minds of all a comparison ot 
good and bad lighting—how their homes are 
lighted and how they should be lighted. It 
the jobbers and the contractors do not follow 
such a lead, it will be, in the language of the 
street—"just too bad.” 

It is not a question of how much you can 
get out of “Light’s Golden Jubilee’—there 
is nothing selfish intended or involved, but 
it is a question whether you are going to say, 
when the last light has flickered out on Oc’ 
tober 17, “Well, that’s over, let’s go back to 
work” or “that being over what can we now 
do to make every night a ‘Light Jubilee’ for 
all?” 


we 
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Radio 
Week 


HE FEDERATED Radio Trades As 

sociation has set aside the week of Sep- 

tember 16 to be known as “Radio 
Week.” The Association is requesting the 
co-operation of all branches of the radio in- 
dustry to insure the success of its efforts. 
Jobbers are urged to lend hearty support to 
the idea by assisting in organizing the local 
groups. Activities of this sort always require 
a guiding force to co-ordinate the time and 
expense involved, and nobody is in a better 
position to show the way than the wholesale 
distributors of radio. It is expected that the 
numbers of the Radio Wholesalers Associa’ 
tion will be particularly active, but whether 
or not you are a member you should support 
this movement which is planned solely in 
your interest and that of your customers. 
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Action on 


Cord Sets 
ORD comes that at the informal 


meeting of the joint conference com- 

mittee on heater cord sets, held July 
25 at N. E. M. A. headquarters, R. B. 
Shepard of the Underwriters’ Laboratories 
has agreed to appoint a special industry con- 
ference to consider the matter of cord sets 
as well as plugs and flatiron cords. 

This is indeed good news. The situation 
has been constantly getting worse. The 
amount of sub-standard cord sets on the mar- 
ket has not only made it difficult for whole- 
salers and dealers to promote the sales of sub- 
stantial sets, but also has given heating ap- 
pliances in general an unfavorable standing 
with the public. 

The trouble primarily is generally found 
in flatiron cord, obviously because of the fact 
that the cord is subjected to heat and mo- 
tion much more abusive than in the ordi- 
nary appliance. Jobbers, we feel sure, would 
welcome the suggestion that a smaller plug 
be used for appliances, so that there would 
be a practical means of distinction between 
appliance and flatiron plugs and cord sets. 
Nothing is gained by setting up separate 
standards on cord sets and flatiron cord sets 
and then having them interchangeable, for 
under those conditions it is impossible to 
govern their proper use. 

While the adoption of Underwriters’ 
Standards will not correct the evil of sub- 
standard material, it will give the wholesaler 
and his dealers a definite argument to use 
upon those customers who are inclined to 
make price their first consideration. 


4404 


The New Day 
in Appliance Merchandising 


T BECOMES necessary every so often to 
drag in the expression—“A New Era is 
Dawning.” So often has the jobber been 

asked to behold the rose-glow that he no 
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longer flaps his wings and starts crowing. 
Nevertheless, it is our belief that a new day 
is about to break in the methods applied to 
appliance merchandising. It is definitely tied 
in with his new relationship with the dealer 
brought about through the chain store 
movement. 


We hear a lot about the chain store put- 
ting the independent out of business. This 
will happen to a great many. But finally a 
level will be reached and in the future you 
will see the chains operating in competition 
with fewer but immeasurably more efficient 
independents. These higher class independ- 
ents will operate in voluntary co-operation 
with the wholesalers. And the latter, per- 
haps in some instances through a compound- 
ing of their buying power, will serve these 
dealers and act also as their merchandising 
counsellors. Then you will have a set-up in 
most ways comparable with the chains and 
able to compete with them. 

Something like this we believe is going to 
take place in the electrical field as it has al- 
ready begun to take place in other fields. 
And that is one of the reasons why we are 
urging the electrical jobber to develop all 
manner of outlets for appliances and start in 
with the best merchandising knowledge he 
has to make real dealers out of them. 

This does not mean that he may not even- 
tually be selling the chains also, starting with 
the smaller ones. It is his privilege as a dis 
tributor to serve them as well as educate and 
serve the independent. Only he must exer- 
cise caution in serving two channels. 

Incidentally, Christmas merchandising 
presents the electrical jobber with the key 
to reaching all retail outlets. Buyers are in 
a receptive mood, and those not now han- 
dling appliances can be induced to put in 
a line for the holiday trade. Once the 
merchandise has been sold, the jobber 
should step in to service the account in 
such an intelligent fashion, as to leave no 
doubt in the retailer's mind but that he has 
made a strong wholesale connection. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 
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July; 15—Asg. 25; 1920. 6k... cS thesia deh 20% | 49% | 31% | 22% | 50% | 28% 26% 59% | 15% 
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Same Period Previous Month...........] 99% | 44% | 34% | 31% | 45% | 24% 36% | 47% | 17% 
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Same Period Year Ago................. 27% | 40% | 33% | 20% | 54% | 26% 25% | 56% | 19% 





*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama, 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 
Oklahoma and Texas; Central States include all between 
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The Corn Popper is an outstanding sensation 
in the Therm-a-Hot family of Challengers. 
With value far above its cost—with its low 
current requirements—with its unusual sim- 
plicity and complete ease of operation, the 
erm-a-Hot Corn Popper is an item every 
live dealer will wish to feature. 





LL the other items in the fa- 
mous Therm-a-Hot family 
of Challengers are also examples 
of the strict adherence of the man- 
ufacturer to the policy of produc- 
ing “values far above cost”. 





Consumers, dealers, jobbers — all 

appreciate value. That is why 

Therm-a-HotAppliancesmetwith 
instant success. That is why over 
1,000,000 Therm-a-Hot Appli- 
ances are now in the hands of 

satisfied users. That is why job- 
bers and dealers keep us busy 
giving them prices and other im- 
formation. 











If you do not have prices and descrip- 
tive matter, please write your request. 


KNAPP-MONARCH COMPANY 


MANUFACTURERS 
General Offices: 1417 Pine St.,St. Louis, U.S.A. 
Factory: Webster City, Iowa. 
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Gypsum Lilies, another picturesque { 
tion illuminated with STERLING BR 
tors No. 225 


Onyx Banana _ Stalk 
formation, Great Crystal 
Cave, illuminated with 
STERLING Reflectors 


Two more views of Grand Canyon Onyx Stalactite, stalagmits 
Avenue, illuminated with STER- column formation, a 
LING exterior Flood-O-Lites No. STERLING Reflectors No. « 
5240. 


IT IS the unusual and more difficult jobs which test the real 
of Lighting Equipment. The illumination of Great Crystal Cave 
Sterling REFLECTORS and FLOOD-O-LITES is another tribute t0 
quality, efficiency, and “Enduring Lustre.” 


7 


Reflector. \& 

Manufacture 
“4140607 .W-Jackson Bl 
| Representatives: 


PRINT IN 





THE JOBBER’S|JJSALESMAN 31 


September, 1929 
MOST IMPORTANT MAN IN THE INDUSTRY 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE 


‘ rlin Q Fo dOlite 


gypsum floral formation, illu- 
i with STERLING Reflectors 


Vault of Floyd Col- 
lins (discoverer of 
Crystal Cave), illu- 
minated with 
STERLING  Flood- 
O-Lites No. 3000. 


Ony . ‘ sy Grand Canyon Avenue, Great Crys- 
yx Helectite formation, illuminated tal Cave, illuminated with STER- 
with STERLING Reflectors No. 256. LING Flood-O-Lites No. 3000. This 

Canyon is 200 ft. high, 700 ft. 


long, and 110 ft. wide. 


t again is convincing, demonstrated evidence of the dependability, 
pability, and possibilities of Sterling Lighting Equipment for any 
anytime—anywhere. There are Sterling REFLECTORS and 
D0D-0-LITES to meet the requirements of every lighting job. 


ifhuminating Co. 
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News From’ The Wholesale Field 








G. E. Distributing Corpora- 
tions to Consolidate 
Effective October 1, 1929, the 
fourteen wholesale distributing 
corporations owned by the Gen- 


eral Electric Co. will be consoli- 
dated into the General Electric 
Supply Corp. (of Delaware). 


These companies have for many 
years distributed General Electric 
products and the plan involves 
no change of ownership. The 
consolidated corporation will be 
in a much better position to offer 
nation-wide service through its 
ability to give service from any 
one of seventy-six houses, through 
interchangeability of stocks, and 
speedier and more economical op- 
eration. 

The tentative organization plans 
indicate corporate officers and di- 
rectors as follows: 

Gerard Swope, chairman of board. 

C. E. Patterson, president and di- 
rector. ; ’ 

J. L. Buchanan, executive vice presi- 
dent and director. 

J. G. Johannesen, vice 
eastern region, and director. 

D. E. Harris, vice president, western 
region, and director. 

N. R. Birge, director. 

A. D. Cameron, director. 


president, 


H. C. Houck, director. 7 
J. E. Kewley, director. 
G. C. Osborn, director. 
T. K. Quinn, director. 
E. O. Shreve, director. 
C. E. Wilson, director. 


. R. Link, secretary-treasurer. 

.. M. Nichols, comptroller, 

‘he department heads, district 
managers and other officers will 
be announced when appointed on 
October 1. 


| 


* * * 


Erner Electric Promotions 
and Changes 
Sidway, 


James vice-president 


and general manager of the Erner 
Electric Co., Cleveland, O., a di- 
vision of the Westinghouse Elec- 
tric Supply Co., announces some 
interesting changes in the organ- 
ization. 





and their Salesmen. 


Howard Adams, who formerly 
operated the Adams Electric Shop 
in Geneva, O., is traveling the 
eastern Ohio territory outside of 
Cleveland, on everything except 
radio. L. J. Ritter, who has been 
with Erner for about six years 
and made a fine record working 
up from the ranks, has been pro- 
moted to city salesman. 

LeSter Hessoun, another inside 
man, has graduated from the or- 
der department to the road. He 
is covering the territory west of 
Cleveland, along the lake shore as 
far as Port Clinton. Ed Blair, for- 
merly in the city order depart- 
ment, was made _ specialist on 
Westinghouse appliances and ven- 
tilation, operating on the west 
side of Cleveland: He will also 
go into the road territory on spe- 
cial leads. 

Ray Walters, after only a cou- 
ple of years with the company, is 
specializing on the sale of radio 
tubes and accessories to the radio 
trade outside of R C A dealers. 


THE JOBBER’S SALESMAN Maintains Men in the Field, it Sends ‘ 
out Monthly What's the News Sheets” to Every Wholesaler and it Gladly 

Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 
Month the Personal Element in the Industry. Your Co-operation is 
A Solicited in Making this Human Side of the Magazine More Interesteng. 











Ray Johnson, former radio man 
ager, has left the company, with 
the best wishes and congratula- 
tions of all the house, to become 
sales manager of the new Majes 
tic Distributing Corp., Cleveland. 
His successor as radio manager 
is A. P. Bergner, who was assist 
ant treasurer and credit man. 

Mr. Bergner is replaced by Ed 
Fleming, formerly auditor of the 
company. The new auditor taking 
Ed’s position is a new man with 
Erner, L. A. Charpie. 


. 


_Englewood Moves 
The Englewood Electric Sup- 
ply Co., Chicago, has moved to 
larger quarters at 5801 S. Halsted 
St. 


7K * 


L. A. Lutz Co. Changes 


Name 
The name of the L. A. Lutz Co., 
Inc., Mahanoy City, Pa., has been 
changed to the Wholesale Electric 
Supply Co., Inc. 








Some of the older electrical men will recognize a number of these representa 


tives of the Southern Tier Electrical Supply Co., Inc., Binghamton, N. Y. 
left to right, in the front row, appear: 


Fro! 


H. L. Phillips; J. W. Kellog; Fay 


Marsh; Norene Oliver; Irma Shinners; Dorothea Koelliker; Kathryn Bowma! 
and I. E. Greene, president. Center row: R. T. Hutchings; H. I. Knickerbocke! 


A. A. Cochran; L. E. Anthony; Roy Watrous, and Sven Permau. 


K. C. Cook, and Jack Love. 


Top row 
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$ » : No. 90 single unwired unit for T-10 
A review of the fixtures listed on tubular lamp, standard base. Socket 
this page will give you an idea of porcelain Day-Brite’s special design. 





the scope of the Day-Brite line. C es ? 
We are equipped to give you qual- 





No. 190 two light unwired unit for T-10 
ity and service on any commercial 6’ tubular lamps, standard base. Socket 


porcelain Day-Brite’s special design. 





lighting fixture and guarantee your 


an 
customers satisfaction. _— uaieneee >) 


ment, ee al 








No. 80 single unwired unit for 


Day-Brite guarantees every unit 

they manufacture to you and your bn Eng epee 
customer. When you sell Day- ry meee’ e apecial design 
Brites you sell fixtures backed by a 
house with a reputation for hon- 
esty and fair dealing. 























No. 95 Single unwired unit 
foo ha-belet-tacMe-teitel MaoMol!) 
watt. Socket porcelain Day 
Brite’s special design. 

















No. 40 exterior refrigerator No. 135 bracket light No. 720 picture lighting 
it -dotatel amet etiam co) ame Wee Li ination for T-10 tubular lamp, unit for T-10 tubular 
ular lamps, standard base. standard base—-these lamp, standard base 
. Also furnished in assembled brackets are also fur made also for standard 
and wired sets. nished in a variety of lamp to 60 watt. 
designs 
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No. 1012—-18” cashiers’ Furnished in both brass 

cage reflector, made in and steel with brass 

four sizes, for tubular pull-chain socket 

TF Vectel Mam bele@t ha-telet tae! wired complete. No. 2600C interior electric 


lamps and 60 watt signs furnished in two 


standard sizes and a variety 
of mounting styles. 


— a © Sa EETORE SEE a . 


Comm Tilt MrmesstateltteltC me lolol Zar Clit -dolatel Me sb catia Mele) ame MED Ei Matloltit-ts 
lamps, standard base. Sockets porcelain Day-Brite’s special design 














DAY-BRITE REFLECTOR COMPANY 


3825 Laclede Avenue, St. Louis, Missouri 
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ive News 


bout Live Ones 








WRENTON and Irving 


WILLIAM 
B. Dyatt have been employed as 


salesmen by the General Electric 
Supply Corp., Denver. Mr. Wren- 
ton will work on industrial 
while Mr. Dyatt will specialize on 
ranges and appliances. 


sales 


FRED MULLOcK, who covers the 
northern New Hampshire and Ver- 
mont territory for The George H. 
Wahn Co., Boston, is riding pretty 
in his new “Horsemobile.” Pardon 
the error, its one of those Hupmo- 
biles. “Stockie” Stockwell went 
fishing again but the boys at the 
office said that’s nothing new. But 
it is, for it was deep sea fishing— 
didn’t see any whales he caught al- 
though ‘“Stockie”’ does capture some 
“whales of orders.” 

GARDNER ForDEN, formerly with 
the Benjamin Electric Co., New 
York City, is now with Holloway 
Bentz & Co., New York City. It 
is rumored that he is finding the 
field fertile due, no doubt, to the 
fact that his name is “Gardner,” 
and also due to his ploughing very 
hard to get results. Harold Bentz 
has been transferred from the ship- 
ping department to counter sales 
while Tommy Graham, who is a 
newcomer to the electrical game, 
has been placed in the stock room. 

Tne UNitep Electric Supply Co., 
Salt Lake City, Utah, has employed 
C. W. DeRemer as a salesman. 

J. W. Detrz has been employed as 
a salesman by the Central Electric 
Supply Co., Denver, Colo. 

Ross WILLIAMS is a new counter 
man .at the Sales Co., 
Corpus Christi, Tex. 


Electric 


Oscar NIBLE will work out of the 
Tulsa office of the General Electric 
Supply Corp., Oklahoma City, Okla. 

THE ORDER department of the East 
Coast Electrical Supply Co., New 
York, now has with it Joseph Wil- 


liams who was formerly with the 
Stuart Howland Co., of Boston, 
Mass. 


H. J. GorKe Est., Syracuse, N. Y., 
has employed P. C. Duming as a 
counter man in the radio depart- 
ment. 


TWo NEW have been em- 
ployed by Samuel Frost of New 
York. They are Ernest Weiss, who 
replaces Murray Freed as a sales- 


men 


man, and L. A. Lazarus who will 
function aS a new counter man. 
CLEOPHASE PARISEAU, a former 


Salem High School football player, 
has been employed by the Sager 
Electrical Supply Co., Lynn, Mass., 
as a counter man and is making 


good. 


M. H. Lipsy in charge of stock 
for the past five years of the Gener- 
al Electric Supply Corp., Portland, 
Me., is now with Spencer F. Fearon, 
Inc., of Portland, Me. 


ALLAN WotrFrr, formerly with the 
Interstate Electric Supply Co., New 
Orleans, La., has been retained by 
the Carroll Electric Co., Inc., Wash- 






MAN IN THE INDUS'1 





ington, D. C., as an assistant to |! 
ry R. Carroll, general manager. 
































Davin E. Scort is a new sales: 
with the National Light & Elec: 
Co., Newark, N. J. 

Two NEW counter men with \, 
son & Co., Tulsa, Okla., are E. 
Gaddis and A. V. Moore. 

Harry A. DoNovANn, radio sal 
man, has been transferred from 
Boston office to the Providence t 
ritory of the Wetmore-Savage Ele 
tric Supply Co., Providence, R. I. 


ARTHUR CAPLAN has been en 
ployed by the Crown Light © 
Hartford, Conn., as a salesman. 
Bockivus is now the radio 
manager for the 
Electrical Supply Co., St. 
Mo. B. C. Payne is a new sales 
man with the company. 


W. F. 
service Barrett 


Louis 


BENJAMIN B. KAPLAN of the Bel 
asco Electric Supply Co., Chicago, 
Ill., spent his vacation in South 
Haven, Mich., where he got proper|) 
tanned and pepped up for the Fall 
season. 

Two NEW men have been en 
ployed by the Northland Electric 
Supply Co., Minneapolis, Minn., to 
sell radio. They are Carlos | 


Wheaton and Wayne 5S. briggs 





Here is part of the staff of the General Electric Supply Corporation, Sp: 
They are, from left to right: John (Wingfoot) Hamilton, 1 
clerk; } 


field, Mass. 


service; Seth Foster, receiving 








Celina Morgan, stock records; 


Waiwat, stenographer; Frank Coach, shipping clerk and Tony Bernardi, ' 


driver. 


Mary seems to be inclined to deviltry. 
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You Get Them All in the 


High Lighting 
Efficiency 
Long Life 


Low Main- 
tenance Cost 








Benjamin One-Piece Reflector Socket 


Illuminating Effectiveness 


The porcelain enamel used for the reflecting surface 
of Benjamin one-piece reflector-sockets is made in 
our own plant and the shapes are fired in our own 
furnaces. This undivided responsibility and close con- 
trol result in an average reflection factor for Benjamin 
reflectors higher than the accepted standard of 71 per 
cent for RLM reflectors. 


Seamless, One-Piece Construction 


The seamless, one-piece construction makes a rigid, 
weather-proof unit. There are no joints nor welds to 
start rust and corrosion. 


Heavy Duty Socket and Fittings 


The rugged two-piece porcelain socket and larget 
current-carrying parts assure dependable operation 
under severest service conditions. 

Che heavy-duty X-type fitting is of extra rugged con- 
truction, rust-proof and non-corrosive. The threaded 
brass to iron connection will take the tightening-up 
pull of a heavy wrench, but does not stick or freeze. 


Kasy Maintenance 


Denjamin one-piece reflector sockets are finished with 
cead which takes the easily attached Benjamin 


Dust-Tight Cover. Keeps lamp and reflector surface 
clean and preserves the original efficiency of the light- 
ing system. This bead will also take the Benjamin 
protective wire guard. 


Longer Lamp Life 


Where the lighting unit is subjected to heavy vibra- 
tion, one-piece reflector-sockets can be furnished with 
Benjamin Shock-Absorbing Sockets. Tests made by 
disinterested authorities prove conclusively that the 
slight additional cost of the shock-absorbing socket 
is more than offset in the longer life of the first lamp 


installed. 


Lamp Theft Prevention 


The actual loss of lamps by theft and the hazard of 
unlighted spaces by unauthorized removal of lamps 
are prevented by the Benjamin Self-Locking Socket, 
which can also be furnished with one-piece reflector- 
sockets. 


Complete Line 


One-piece reflector-sockets are furnished in all sizes 
of Benjamin RLM Dome, Shallow Bowl, Flat Cone 


and Bowl reflector shapes. 


Whenever and wherever Industrial Lighting is being considered, 
it will pay to investigate Benjamin. Send to-day for Catalog 24 
and a most useful book —‘‘A Guide to Productive Lighting.”’ 


Benjamin Electric Mig. Co. 


General Offices and Factory 


DES PLAINES (Chicago Suburb) ILLINOIS 





W YORK CHICAGO 


SAN FRANCISCO 
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C-H Catalog 7921 Outlet Box type Re- 

ceptacles are ideal for garage and similar C-H 3-wire Flush Receptacles are in 
installations. The duplex type particu- keeping with the latest trend in wiring. 
larly furnishes double convenience for The base is made of unbreakable, heat- 
trouble light, battery charger, etc. In- proof Thermoplax—the clips of heavy 
cluded are the same one-piece, double phosphor bronze assuring positive con- 
grip, smooth-plugging contacts and other tact and long life. The staked binding 
features found in the famous C-H 7920 screws never loosen—and are large in 
standard receptacle. Single type has 3 size for strength and wiring conveni- 
or 4 inch stee box cover plate. Duplex ence. C-H 3-wire Flush Receptacles 
_ 4 inch plate. Approved by the Un- meet Underwriters’ requirements. 

erwriters. 


4 Vv 


*-SELL* COMPLETE* CONVENIENCE: 
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turn your experien ce 
mto Sales Capital? 


Your Knowledge of Wiring Can 
Bring in New Business... Increase 


Your Sale of Wiring Devices... 


ANY long years of practical 

experience have given you 
valuable sales capital which can 
bring you new business, build 
your reputation as a wiring ex- 
pert. Turning this experience in- 
to sales capitalis merely a matter 
of offering to help the builders 
in your community with their 
wiring problems. 

More than ever before the 
builder needs expert wiring ad- 
vice ... whether he is an archi- 
tect, realtor or the owner. He needs your heip 
in checking over wiring plans before the build- 
ing is started ...to save expensive alterations 
after it is completed. 


<= 


derwriters. 


Everywhere the increased use of electrical ap- 
pliances has made complete wiring a necessity. 
Three-way switches on all stairways and in 
rooms with two or more doorways make a 
home more readily salable at a good price. A 
well wired store building with plenty of con- 





C-H Toggle Flush Switches han- 
dle all lamps including gas- 
filled bulbs. Built shallow, they 
are convenient to installin any 
standard box. Made in single- 
pole, double-pole, 3-way and 
4-way types. Approved by Un- 


venience outlets is always more 
easily rented. 

Your advice is a service to the 
builder which he will remember, 
for he will appreciate relief from 
the details of securing complete 
wiring. Providing plenty of wir- 
ing outlets will keep his building 
modern for many years to come 
and you will earn the maximum 
profit on each job. Too, you are 
building good will for future 
contracts, both from the builder 
and from his friends. 

Specify the best quality wiring devices on every 
job to protect your customer good will. It takes 
no more time to use good quality devices and the 
job will last for many years, building reputation 
and bringing new business to you. 

Specify the high quality line of C-H Wiring 
Devices... for ease and convenience in wiring 
and because the C-H Line is complete. Only 
one order from your wholesaler is necessary. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 


1286 St. Paul Avenue 





C-H DP 
and sh 
dling « 


“re polariz 


Diece 
Sure fi 
of len 


Ping 








uplex Receptacles are small 
‘llow—designed for easy han- 
nd quick wiring. Parallel slots 
ed. Contacts are heavy one 
Phosphor bronze doubled to in- 

" contact at all times regardless 

of service and to prevent stub- 
‘pproved by the Underwriters. 





& 


v 






MILWAUKEE, WISCONSIN 











MODERN WIRING a NECESSITIES 





os 


C-H Toggle Type Surface Switch has 
a beautiful Thermoplax cold-moulded 
base, cap of polished nickel, and a 
black composition operatinglever 
which indicates whether current is on 
or off. Made in single pole, double 
pole, 3-way and 4way types. Ap- 
proved by the Underwriters. 





v 


‘sees BUILD*GOOD? WILL? *e*2> 
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There’s a reason for the broad smile 
on the countenance of Al Dubrow, 
store manager of the Trenton branch 
of the Krich Light & Electric Co. He 
is happy over the fact that he will 
soon be enjoying a newly decorated 
office and salesroom. The company is 
celebrating its third anniversary and, 
according to Ogden Williams, mana- 
ger, the policy of specialty selling 
adopted last year has proved most suc- 
cessful and will be continued. 





Clyde McIntyre has been transferred 
from the shipping department to the 
city counter. 


ELECTRICAL SPECIALTIES Co., De- 
troit, Mich., announce the appoint- 
ment of W. L. McWood as radio 
salesman. 

J. R. WeELts has been appointed 
manager of the radio department of 
the Reiman Wholesale Electric Co., 
los Angeles, Calif. 

MAx GoseEL has been added to the 
sales staff of the Irving Electrical 
Supply Co., Inc., New York City. 

S. M. HERRMANN who has been 
calling on the electrical retailers of 
greater New York for some years, 
is now connected with the Gertler 
Electric Co., New York. 

NEWTON WEINBERG is selling the 
radio in western Wiscon- 
sin for the Lappin Electric Co., Mil- 


*Phileo”’ 


waukee. 

C. T. Morcan, formerly with the 
\Moock Electrical Supply Co., Canton, 
©., is now traveling western Ken- 
tucky and Tennessee for the Varney 
Electrical Supply Co., Evansville, 
Ind. B. J. Caldwell is with the com 
pany as a city and suburban sales- 


man. 


Changes in Personnel 
Bos O’BrIEN, the Irishman from 
Jersey, formerly with the Parr Elec- 
tric Co., and Charles Kurzon, is now 
in charge of the quotation depart- 
ment of the Holloway Bentz & Co., 


N. 


GiILMouR KNOwLToN, former 
manager of the fixture department 
of the Sager Electrical Supply Co., 
Lynn, Mass., has been appointed as- 
sistant manager of the company. 


L. H. Haas of the Piedmont 
Electric Co., Asheville, NN. C., has 
been appointed secretary and treas- 
urer of the company. Mr. Haas has 
had a great deal of experience in this 
field as he was formerly connected 
with the Willys-Overland Co. in 
charge of credits for its western 
North Carolina branch. 


L. S. Srepert of the Northwest 
General Electric Supply Co., St. 
Paul, has been appointed financial 
manager of the company. E. A. 
Oas has been transferred to St. 
Louis where he will assume the 
duties of district manager of the 
General Electric Supply Corp. 


Joe GoopMAN is now the purchas- 
ing agent of the Lappin Electric Co., 
Milwaukee. 

* *K * 

Jobbers Sales Activities 

GENERAL ELectric Supply Corp., 
Denver, Colo.—This company had a 
washer and fan campaign on during 
the month of August. 


CENTRAL Etecrric Supply Co., 
Denver, Colo.—Freed radio sets 
were specialized on by this com- 
pany during August. 


GENERAL ELectric Supply Corp., 
Dallas, Tex.—This company is hav- 
ing a campaign on American Blow- 
ers. 


NATIONAL Licut & Electric Co., 
Newark, N. J.—This company 1s in 
the midst of a campaign on Kenmore 
electric clocks. 

Netson & Co., Tulsa, Okla.— 
Thor washers have been specified as 
the campaign feature by this com- 
pany during August and September. 


Crown Licnur Co., Hartford, 


Conn.—This company has an acti 
campaign on covering Peerless a: 
Courier radio -sets. 


Terry-Durin Co., Cedar Rapi 
Ia.—A campaign is under way 
Earl and Day Fan radio by tl! 
company. 

aK 1K 1 


Lines Added by Wholesalers 


SPENCER F. Fearon, Inc., Port 
land, Me., have been appointed dis 
tributors in Maine and New Hamp 
shire in the Markel line of lighting 
fixtures. 


THE CARROLL Electric Co., Inc., 
Washington, D. C., has secured the 
Colin B. Kennedy franchise for ex- 
clusive wholesale distribution in the 
states of Maryland, Virginia and the 
District of Columbia. 


Tue NortHLANp Electric Supply 
Co., Minneapolis, Minn., has been 
appointed Northwest distributor for 
Colin B. Kennedy radio sets and 
will have a separate sales force for 
selling them. 


A. E. Strouss, Rockford, IIl., 
branch manager of the Lappin Elec- 
tric Co., Milwaukee, has‘ been ap- 
pointed chairman of the Rockford 
parade committee for “Light’s Gold 
en Jubilee.” 





This dependable looking gentlema' 
absorbing support from the bumpé 
Al Tiren, Baitinger Electric Co., 
York City. He represents this 
pany in the New Jersey territory 
though Al is modest about his 
points, his firm reports that he is 
splendid work in this district—w 
is always good news. 


} 











Anti-Short” in end of 
.. B. C. Cable eliminates 
k Saw Hazard — 
Bs and insulates jag- 
} end of armor, 
fenting shorts or 
n between con- 





compact protection een 
conductors and steel. 


Anti-Short 


ms KRAFT ARMOR is additional a a ge #. a ABC 
sal J x ard 





KRAFT ARMOR strips with a 
pull—no possible injury to con- 
ductors—reduces labor. 


KRAFT ARMOR unwinds be- 
Ow sti l. space 
ANTLSHORT Bushing 


ANTLSHORT Bushing lays 


over conductors from the side 
—a squeete inserts it inside 
steel. 


‘e Pate Oct. 9, 1928, 


. Other Patents pending. Insulating ANTI-SHORT 


Bushing increases insulation 
at most critical point. 


AMERICAN CIRCULAR Loom CoMPANY 
ae New York 
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New 


é 








and | 


SQUARE D Presents a Lighting 
Panelboard Only 12 Inches Wide 


Bringing Added Convenience 
and Embodying Every Ad- 
vantage of Its Standard Line! 


Square D’s standard lighting panelboards have estab- 
lished a nation-wide reputation and have won extra- 
ordinary popularity, throughout the imdustry,during the 
single year they have been on the market. Therefore, it is 
withconfidence that Square Dannounces the addition of its 
R-type panelboards—acomplete line—new andnarrow! 


These new boards are only 12 inches wide over-all (6-inch 
panel and 3-inch gutter all around). They possess not 
only all the advantages of the Square D standard panel- 
boards, but also features that are exclusive! 


They can be supplied with cartridge fuses, as well as plug 
fuses. Switched circuits, as well as fuses only, can be 
supplied in the branches. Both of these advantages are 
obtainable in no other narrow panelboard made! 


Where a narrow panelboard is needed for convenience 
—on supporting steel girders in factories, for instance— 
Square D narrow panelboards meet every requirement 


—— 


Six Possible Wiring Combinations 
with SQUARE D Narrow Panelboards 





Type N R C—AIl cartridge fuses, 
grounded neutral. 


Type N R P—AIl Plug fuses, 
grounded neutral. 


Type N R T C — Cartridge fuses, 
two tumbler switches, grounded 
neutral, 


Type N R T P—Plug fuses, two 
tumbler switches, grounded 
neutral, 


Type R T P—Plug fuses, one tum- 
bler switch, neutral not grounded. 


Type R T C—Cartridge fuses, one 
tumbler switch, neutral not 
grounded, 


up to 100-ampere capacity. They are made complete 
with all-copper bus-bars of standard capacity. For 
domestic and industrial use they give full capacity, yet 
are small, neat and attractive. 


‘Some other outstanding advantages of this new line— 
also featured in the standard panelboards—are all molded 
parts of genuine Bakelite, durable, beautiful olive green 
Duco finish, sectional construction with all sections 
mounted on channel-irons, trim clamps, and chromium- 
plated hardware. Spring-catch locks are standard 
equipment. 


Where both switches and fuses are supplied the switches 
are of the tumbler type, heavy-duty, 30-ampere, 250 volt 
rating—exactly the same as used in the standard panel- 
boards. Mains are of 30 to 100-ampere capacity— 
branches are all 30-ampere. 


The numberof branch circuits obtainable in these narrow 
panelboards ranges from 4 to 32 — providing a variety 
that will meet every industrial and domestic need. (Job- 
bers will be interested in the fact that only 11 box sizes 
are needed for the entire line.) Quotations and full 
information are immediately available at the three 
Square D factories or at any one of the 27 branch offices. 


SQUARE D COMPANY, DETROIT, U.S.A. 


FACTORIES AT: DETROIT, MICH., PERU, IND., AND MILWAUKEE, WIS. 
SQUARE D COMPANY, LTD., CANADA, WALKERVILLE, ONTARIO 
BRANCH OFFICES: Toronto, Montreal 








Square D Makes a 

COMPLETE Line of | 

Electrical Control 
Equipment 


Switch and Panelboard Division, Detroit 
Industrial Safety Switches 
Meter Service Switches 
SQUARE. Duct (the rigid suspension 
method for wiring) 
Panelboards for Both Lighting and 
Power 
Fuse Cabinets 
Outdoor Meter Boxes 
Voltage Testers 








Industrial Controller Division, Milwaukee 


Automatic Starters 
Combination Starters (Automatic 
Starters with Motor Circuit Switches) 
Compensators, Both Automatic and 

Hand Operated 
Speed Regulators 
Motor Circuit Switches 
Magnetic Contactors 
Pressure Switches 
Disconnect Switches 
Float Switches 











Porcelain Division, Peru, Indi 


Porcelain Insulators 
Special Porcelain Products 

















—— —EEE 
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i Narrow 













New,narrow panel- 
board with four 
plug-fuse sections 
—safety door open. 









With door closed, 


Panel mounted on 













channel-irons in box, showing apeiie 
with trim removed. oe eT 8 catch lock and 
? chromium-plated 


hardware. 



















BRANCH BRANCH 
OFFICES OFFICES 
Atlanta Little Rock 
, Baltimore Los Angeles 
Boston Milwaukee 
Buffalo Minneapolis 
Chicago New York 
Cincinnati a Philadelphia 
Cleveland Pittsburgh 
Dallas Portland 
Davenport Richmond 
’ Dever oe, oecies 
letroit t. Louis 
Bec ELECTRICAL EQUIPMENT =i: 
Indianapolis Syracuse 
Kansas City 
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Any time the Hyland Electric Supply Co., Chicago, decides to put on a show, 
a fine chorus is all ready and waiting—a live and interesting crowd of girls, as 


the picture proves. 


Rapoport; Eileen Keenan, and Josephine Moore. 


Rear, left to right: Bernice Gallagher; Nancy Swan; Helen 


Front: Esther Schoenberg; 


Sylvia Sokoloff; Rhea Schwartz; Ruth Gordon, and Vivian Cremerius. 





The Newark Electrical Supply 
Company, Newark, N. J., has been 
appointed a distributor of R. C. A. 
products. Lester W. Lyons and 
Peter Van Wyk have been taken 
on as radio salesmen. 

REIMAN WHOLESALE Electric Co., 
Los Angeles, Calif—This company 
has been appointed a Westinghouse- 
Agent jobber. 


The Northeastern Radio Co., 
Inc., and John V. Wilson, both of 


Boston, Mass., have been ap- 
pointed Triad distributors. 
* * * 
Jobbers Active in 
Associations 


J. J. Cooper of the General Elec- 
tric Supply Corp., Denver, Colo., has 
been made a member of the Cham- 
ber of Commerce of that city and 
is on its Golden Jubilee Committee. 

H. P. LircHFIELD, manager of 
Graybar Electric Co., in Newark, 
N. J., has been elected a member of 
the Rotary Club. 

Donnelly Changes Com- 

pany Name 

R. J. Donnelly, Newburgh, 
N. Y., has changed the name of 
his company to the Standard Elec- 
trical Supply Co. 


Re Qua Does Specialty 
Business 

The Re Qua Electrical Supply 
Co., Rochester, N. Y., is doing a 
specialty selling job in its terri- 
tory. Six salesmen are employed 
who devote their time to special 
assignments. Three men call on 
industrials alone (with special at- 
tention devoted to motor and con- 
trol apparatus sales), one man on 
industrials and out-of-town work; 
one calls on contractors only, and 
one man is out of town entirely, 
calling on both industrials and 


contractors. 
ok * * 


Chief Wilson Never Forgets 

A few weeks ago the phone 
rang in the office of C. H. (Chief) 
Wilson, manager of the General 
Electric Supply Corp., Cleveland, 
O. Mr. Wilson poised his pencil 
for a big order and picked up the 
receiver. “Hello, Chief,” piped a 
merry voice, “Bet you ten dollars 
you don’t know who this is.” 
“Pay me,” replied the Chief, “it’s 
old Pat Creecy, of Manhattan, St. 
Louis.” Sure enough, it was 
Prewitt Creecy, who worked un- 
der Mr. Wilson when the latter 
was manager of Manhattan years 
ago. Creecy is still doing a nice 
job around East St. Louis, and 
had stopped in Cleveland while 


driving East with Mrs. Cree 
They had lunch together and 

will never test the Chief’s mem: 
again, at least not for real mon 
Mr. Wilson had another visit 
soon after, in the person of C. | 
Vail, president of the Unite) 
Electric Supply Co., an old jobbe: 
neighbor of Manhattan on Pin 
Street, St. Louis. Mr. Vail rr 
ported a fine year in 1928, wit! 
everything going good at present 
* *K 


Lukko Opens New Offices 

The Lukko Co., distributor for 
Colin B. Kennedy, opened its ney 
main office and show room at 910 
W. Jackson Blvd., Chicago, on 
August 26. The north side office, 
at 5024 Irving Park Blvd., will be 
continued as a branch. John M. 
Redell is sales manager of the 
company. 

Binder Takes On New Lines 

The Binder Electrical Supply 
Co., Trenton, N. J., has been ap- 
pointed a distributor for Copeland 
refrigerators in the state of New 
Jersey and part of Pennsylvania. 
This company has also taken on 
the DeForest and Arcturus tube 
lines. 

The Binder company is issuing 
a new catalog showing the com 
plete line of “Binderlites,” which 
is the trade name of all lighting 
fixtures handled by the company. 








Harry Gardiner is the latest add 
tion to the sales force of the !1'' 
Electric Supply Co., Detroit, Mic! 
Harry lost his right hand some yea's 
ago when he was plant engineer 
motor company, but, nothing dau: 
he immediately learned to use his 
and now writes orders as fast a: 
can get them. 
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Approved by the Uncerwriters’ 
Goed 


Housekeeping Institute 


Laboratories and the 


ing Temperature 


vi gl 


Proctor Automatic Adjustable lron “Tunes 


out’ Old Makes—'Tunes 


Electrical appliances seldom wear out. They just 
go out of style. The wise public and the live 
dealer are always looking for new merchandise 
that makes new markets by creating new styles. 


Radio's latest is “screened grid”, “automatic 
tuning’, “dynamic speakers’. In electric cleaners 
plain “vacuum” gives way to “positive agitation”, 
“d.p.m.', etc. While in electric irons it's not just 
“automatic” heat regulation but Proctor “Tuned 
Temperature’. .. that permits the user to dial in just 
‘he proper ironing heat for silk, wool, cotton or linen, 


Ince that determined temperature is “tuned in”, 
e heat is held right there. Guesswork as to what 
the proper temperature is no more . . . gone is the 


in. New Markets 


need for connecting and disconnecting . . . gone 
are burnouts of the heating element. 


The Proctor policy is that “the consumer must 

be satisfied”. To insure this, each iron carries 

a two-year guarantee of absolute satisfaction. 

The Proctor Automatic Adjustable lron, Toaster, 
Waffle Iron and a complete line of appliances 
introduces “tuned temperature’, bringing new 
sales opportunities for dealers who want to be 
ahead of the times and ahead in sales. 


Write for further information on our sales plan. 


THE PROCTOR & SCHWARTZ ELECTRIC CO. 
6612 Euclid Avenue, Cleveland, Ohio 


A Division of Proctor & Schwartz, Inc., Philadelphia, Pa. 
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One for the Wholesaler 
To the Editor: 

We select our wholesalers as 
carefully as we pick our engineers ; 
for, in the minds of Triad execu- 
tives, the wholesaler is the king- 
pin of an efficient merchandising 
line-up. In the radio field espe- 
cially, the keen competition for 
markets has led to logical elimina- 
tions and consolidations, leaving 
the bulk of the wholesale business 
in the capable hands of a relatively 
small number of far-sighted whole- 
saling concerns, manned by the 
type of executives who would be 
leaders in any industry they en- 
tered. 

The essence of successful whole- 
saling is, as in other fields, co- 
operation, organization, and serv- 
ice. 

Harry N. STEINLE 


Vice-President and Sales Manager, 
Triad Mfg. Co., Pawtucket, R. I. 
> om 


* 
A Loss to the Industry 
To the Editor: 

I have resigned my office as 
president of the General Electric 
Supply Corporation of Missouri, 
which, as you probably know, has 
its headquarters in St. Louis with 
branches at Memphis, Chatta- 
nooga, New Orleans and six other 
southern cities. 

Among all of the friendships 
which I have formed during the 
25 years that I have been in the 
electrical supply jobbing business, 
none have been more pleasant to 


Letters 
to the 
Editor 


me, nor more valued than the con- 
tacts which I have made with 
representatives of the electrical 
press, and, since it is my purpose 
to continue meeting my friends of 
the industry at such places as 
Hot Springs, Virginia, Atlantic 
City, and elsewhere, it is by no 
means my intention to relinquish 
these valued friendships. 

Should you be interested in my 
plans for the immediate future, I 
would say that I am sailing with 
my family from New York on the 
Cunard Liner “California” August 
31, for a six months’ visit to 
Europe and northern Africa. Upon 
my return I shall resume my resi- 
dence in Memphis, but shall prob- 
ably not re-engage in active busi- 
ness life. 

With kindest regards to your- 
self and other friends in your or- 
ganization and with best wishes 
for your own prosperity and hap- 
piness, I remain, 

W. R. HERSTEIN 


aK * ok 


1929 Code Approved 
as Standard 

The 1929 National Electrical 
Code was approved as an Ameri- 
can Standard by the American 
Standards Association on July 19. 
The new edition, now in course 
of publication, will be distributed 
as soon as available in the fall. 

* * * 


Langdon & Hughes Protects 
Employes 

The Langdon and Hughes Elec- 
tric Co., Utica, N. Y., has provided 
its employes with more than $75,- 
000 of group life’ insurance, 
through contract with the Metro- 
politan Life Insurance Co. The 
plan is established on a cooperative 
basis, whereby the employer makes 
substantial” contributions tSwards 
premium payments. 


Each participating rank and file 
employee receives $1,000 of life in- 
surance. Through the inclusion 
a total and permanent disabilit, 
clause in the policy, this entire 
amount will be paid in monthly in- 
stallments if complete disability 
occurs before age 60. 


While sick or injured and under 
a physician’s care, insured em- 
ployes are offered the advantages 
of a visiting nurse service. In con- 
junction with this, a health advis- 
ory bureau regularly distributes 
pamphlets on life extension and 
hygiene. 

2K ok * 
Holloway Bentz Install 
Billing Machine 
Holloway Bentz & Co., New 


York, have installed a new 
Moons-Hopkins billing machine 
which they report saves them 
considerable time and labor. 
* * * 
Newark Jobber Goes to 
Europe 


Harry Krich, president of the 
Krich Lighting & Electric Co. and 
treasurer of the Radio Distribut- 
ing Corp., Newark, has departed 
for Europe, accompanied by his 
wife. They are making a pleas- 
ure tour through France, Eng- 
land, Spain, Switzerland and 
Italy. While in Spain they will 
visit the World’s Exposition in 
Madrid. Previous to their depar- 
ture they attended a dinner at the 
Hotel St. Regis Roof in company 
with their family and friends. 


Mr. and Mrs. Krich sailed on 
the S. S. Leviathan. The com- 
panies of which Mr. Krich is an 
officer have distributing branches 
in both Trenton and Asbury Park, 
as well as Newark, N. J., which is 
the home office. 








Sell Christmas Merchandise Now! 
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Why the Jobber Can Sell IVANHOE 
RESIDENTIAL FIXTURES .... 
at a PROFIT 





Sussex 








selling its products exclusively 

through jobbers is based upon 
sound economic advantages. These ad- 
vantages accrue to everyone in the 
transaction—the jobber, the dealer and 
the final purchaser. 

And in the sale of Residential Fix- 
tures—one of the biggest markets to 
which any jobber can cater—these ad- 
vantages are peculiarly prominent. 

The Ivanhoe program means a safe 
deal for the jobber—a safe deal for the 
dealer. 

The jobber must carry a stock, for 
that is part of his service. But he 
carries only four styles of fixtures and 
each one of those styles is a type that 
preeminently serves the current lead- 
ing architectural and interior decora- 
tion styles in high grade fixtures at 
reasonable prices. 

Any investigation will reveal that 
the predominant architectural styles 
are English, Spanish and Colonial. 


| sare is fundamental policy of 


Most houses classify under one of these 
headings. But in case one does not, 
there is the Ivanhoe “Cosmopolitan” 
line—a blended style that fits in any 
decorative mode. Four styles—English, 
Spanish, Colonial and Cosmopolitan. 

Under the Ivanhoe plan the jobber 
is adequately but not heavily stocked. 
He enjoys the benefits of quick turn- 
over and small investment. He shows 
a simple, compact, adequate line, 
beautifully built, correctly designed, 
at moderate prices. A line easy to sell. 
He runs no risk of overstocking. He 
can give quick service. He has what 
people want. 

And if he has studied the field he 
knows that there is more potential 
volume in Residential Fixture business 
than in any other fixture line—ovrer 
three times as much possible volume— 
and more profit. 

Residential Fixtures are an absolute 
necessity in every home. They offer big 
opportunity to increase volume. 


Where the Dealer Benefits by this Program 


The dealer benefits first, by the small 
stock necessary to display a complete 
line of samples. He benefits by the same 
style factors as the jobber. He sells 
from samples and gets quick deliveries 
from his jobber. In a nutshell, the 
Ivanhoe plan is sound for the dealer 
because. it eliminates the necessity for 
large investment, eliminates slow turn- 
over and enables him to give his cus- 


tomers better value for the money. The 
dealer can make money under this plan 
as he can under no other and his profits 
are not tied up in inventory. 

Ivanhoe Lighting Fixtures for Resi- 
dences are sold like every other Ivan- 
hoe product— 

Exclusively through jobbers 

Tell your dealers the story and you 
will serve them and your house. 


THE IVANHOE DIVISION oF THE MILLER CO. 
Cleveland, Ohio 


BS 


IVANHOE 
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Simonsen with Eaco 
S. H. Simonsen, formerly with 
the Illinois Electric Co., Chicago, 
has resigned to become sales man- 
ager of the Electric Appliance Co., 
Chicago. 


Mr. Simonsen, who has _ had 
vears of experience in electrical 
wholesaling, is one of the best 
known executives in the Middle 


\Vest. 


Frank Camp Dies 
Frank J. Camp, president and 
general manager of the Brown- 
Camp Hardware Co., Des Moines, 
2 


Iowa, was born on September 13, 


1870, and died July 11, 1929, in 
los Angeles, Calif. 

He left Des Moines March 21 for 
a much needed rest and vacation. 





Frank J. Camp 


His health at the time was very 
satisfactory. He had a most en- 
joyable trip with Mrs. Camp to 
Honolulu, and on the return voy- 
age became ill. 

Frank Camp has been actively 
engaged in the wholesale hardware 
business for about 37 years, start- 
ing to work as an order clerk for 
J. D. Seeburger Co. At the time 
of Mr. Seeburger’s death, Mr. 
Camp and several other associates, 
including Thomas E. Hurley, or- 
ganized the Brown-Hurley Hard- 
ware Company. At that time, Mr. 
Camp was elected assistant secre- 
tary, remaining in this position 
until 1907, when Mr. Hurley died. 
The firm name was then changed 
to Brown-Camp Hardware Co., 
and Mr. Camp was elected secre 
tary and general manager. 
January 1, 1929, Walter S. 
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Brown, former president, retired, 
moving to Duluth, Minnesota, to 
devote his time to wholesale gro- 
cery interests at that point. Mr. 
Camp was then elected president, 
and continued as general manager, 
up to the time of his death. 


Crown Doing Good Job 


Crown Light Co., Hartford, 
Conn., are doing a good job on 
lighting fixture accessories and ra- 
dio, and now have three salesmen 
the state of Connecticut 
products. 


covering 
on these 


Service Electric Uses 
Biddle System 
The Service Electric Supply Co., 
San Jose, Calif., advises that it has 
adopted the Biddle Plan, together 
with other jobbers in that section 
of the state. 


Delinquent Accounts 

The accompanying tabulation 
shows the number of delinquent 
accounts, the total amounts and 
the average amounts as reported 
to the National Electrical Credit 
Association by member manufac- 
turers and wholesalers through 
its various divisions, for June, 
1929, as compared with the same 
month the previous year. Also 
these figures are shown for the 
first 7 months’ period of 1928 and 
1929. 





Fielding Robinson Visits 
France 

Fielding Robinson, manager | 
the National Light and Electr: 
Company, Brooklyn, N. Y., 
cently spent a month in Fran 
visiting a number of old war-tin: 
friends. Mr. Robinson was aid 
to one of the generals during th 
world war, and consequently has 


a great many friends abroad. 


Brown & Hall Dealers Taken 
on Eastern Tour 
Approximately 100 of its At 
water-Kent dealers were enter 
tained recently by the Brown & 
Hall Supply Co., St. Louis, on a 
trip to Washington, Philadelphia 

and Atlantic City. 

The group boarded a _ special 
train on July 27, going direct to 
Washington and spending an en 
tire day enjoying the sights in that 
city and on trips to Arlington 
Cemetery and Mt. Vernon. The 
next day found them in Philadel 
phia ready for the feature of the 
trip, a complete tour and inspec 
tion of the factory of the Atwater 
Kent Mfg. Co. After a short busi 
ness session and luncheon the 
party headed toward Atlantic 
City, where the many diversions 
which this ocean resort offers 
helped to put a finishing touch on 
a delightful trip. 





COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
JULY 31, 1929 
NUMBER OF ACCOUNTS REPORTED 


os 








%o % 
Increase Increase 
July or 7 months or 
Division 1928 1929 Decrease 1928 1929 Decreas¢ 
New Tote LE OMS CS MA 265 251 — 52 % 2135 1718 —19.5 % 
Middle & Southern Atlantic. 149 152 +2. % 1283 127 —12.1 % 
New - England, «0... s00sacnes 99 58 —41.4 % 852 +1027 +205 % 
CEMEEAE Chee wit wt ooo: Deer es 663 566 —14.6 % 5629 4458 —20.9 % 
TOTO, cera te 1176 1027 —12.6 % 9899 8330 —15.9 % 
TOTAL AMOUNTS REPORTED 
% % 
Increase Increase 
July or 7 months or 
Division 1928 1929 Decrease 1928 1929 Decreas' 
Wew York .......... $ 38,813 $ 53,423 +37.6 % $ 307,816 $ 395,984 +22.6 % 
Middle & Southern 
Peet eee 25,584 24,072 — 5.9 % 168,702 164,905 — 2.2 % 
New England ....... 12,901 9,317 —27.7 % 109,163 140,626 +988 % 
Ge: | gi ee ea 72,945 59,354 —18.6 % 672,578 544.877 18.9 % 
TOTAL .........$150,243 $146,166 — 2.7 % $1,258,259 $1,246,392 — .9 % 
AVERAGE AMOUNTS 
July 7 months 
1928 1929 1928 19.2 
hl ga Sed —a AO ae Ame womens oF Orme SEY). $146 $212 $1,014 $1, 
Middle & Southern Atlantic ............... 171 158 921 lt 
ge od a nn, a oar cee, Se 130 160 887 Hs) 
BOG: be eo Aa ON ey ore APT OEY BS opens t 110 105 837 
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~ Double Armored 


A new *‘DOUBLE ARMORED’’ 
Cable with ANTI-SHORT Bush- 


Cio | ing—proof against grounds and 
Anti-Short shorts. | 


which is split sleeve of 


red insulating fibre, ‘ 
eckienemheadal enue Conductors protected by ironed 


and is additional on KRAFT ARMOR between 


insulation be- 
; tween armor conductors and steel. 


and con- 


ductors. Steel Armor of STRONGEST 
construction insufes maximum 
grounding continuity full length 
of Cable. 4 


= Armored Bushed Cable 
we, Vouble Armored’Cablie 
“Anti-Sbort” 








Eastern Tube & Tool Co., Inc. 
Brooklyn, N. Y. 
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Caught in action at the annual golf tournament of the Electric Club of Phila- 


delphia. No. 1.—George Conover, managing director of the Electric Club, and 
Al Hallstrom, manager of the Philadelphia branch of Graybar, as they appeared 
on the golf course. No. 2.—Charles E. Mason, sales manager of the Novelty 
Electric Co. as he came into view on the obstacle course. No. 3—Sam Cum- 
mings and Carl Ludovici former president of Jones-Beach & Co., and who has 
now become a manufacturers representative. Carl was in the jobbing business 
tor 25 years and was with Jones-Beach for 18 years. This company has now 
retired from business. No. 4.—‘Marty” Nice, vice-president of the Colonial 
Electric Co. as he appeared when evening drew nigh. Marty helped a lot of 
fellows have a good time, and from all accounts did not deny himself much 
pleasure either. No. 5.—Ernie Hedler, of the E. E. Hedler Co., who is president 
of the Electric Club of Philadelphia. Ernie’s smiling countenance could be 
seen radiating good fellowship through the day. No. 6.—Joe Pratt, of the 
Rumsey Electric Co., had plenty of work to do, and he certainly did do it. 
He was chairman of the booster committee in charge of the tournament. No. 
7—A happy foursome. From left to right they are: Walter Wick, F. M. Mac- 
Duffie, Al Wick, and W. J. MacLean. Walt and Al are of the Lindley Electric 
Supply Co. MacDufhe and MacLean are with the Anaconda and American 
Brass, respectively. No. 8—Walter Beckett, Dale Scarborough, Ray Corwin 


and Clarence Summers as they headed for the green. 





a 





Philadelphia Club Holds Golf 
Tourney 

The annual golf tournament . 
the Electric Club of Philadelphia 
held at the North Hills Countr) 
Club was the usual big success. 
One hundred and two contestants 
teed off on the beautiful course. 
and at night there were a hundred 
and twenty five present at dinner. 

Frank Groves ran off with th 
first low gross prize. He had 4 
36-44, making a total of 80. The 
par for the course is 71, and des 
pite the fact that he came within 
nine strokes of equaling it, Frank 
was not satisfied with his total. He 
had an occasional drive that kicked 
off the fairway into trouble. The 
most damaging one came at the 


ss@yenth, when his ball hit a hard 


a‘ , ‘ , 

spot on the fairway and bounced 
behind a tree, which stymied him 
on a shot to the green. 


Second low gross was won })\ 
Jack Sechler, and third low gross 
by G. Halpin. They got 82 and 
84 respectively. D. Walker had a 
low gross of 85 and a net of 68. 

The low net prizes were won by 
J. V. Friel, C. H. Zurniden, Gus 
Boers, and Harry Harder. The 
first prize in the kickers’ handicap 
was won by R. J. Binford. The 
second prize by Nate Schute, and 
the third by C. B. Boschart. 

The obstacle golf prizes were 
won by Charles Mason and Harry 
De Farges. W. J. Cochran won 
the prize for the low selected hole. 
The high score was won by Stan 
ley Cameron, first, and Bill Phil- 
lips, second. It was the first time 
that Stan Cameron ever played. 
and he promised some consistent 
deductions in his score before next 
season. Bill Phillips, getting 155. 
was not ashamed of his count, and 
he thinks he shall be able to take 
the measure of the outstanding 
players of the club after he swings 
into form. L. D. Riley had an 
other fat gross of 145. Riley plays 
golf only once a year and reports 
an improvement in his game over 
1928. G. A. Boers and J. F. Tifen 
bach both had net scores of 6 
30ers gave a good account of him 
self at the first three holes, playing 
each in par, but slipped somewhat 
before reaching the turn. He ha‘ 
an 88 for his day’s work. 
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“HooKeX” Plug and Receptacle 
for Ceiling Lighting Fixtures 






Complete Device Cover, Hook and 











No. KX-3744 Receptacle Only 
No. KX-3745 
Fic. 2. Similar to Figure 1 
Fic. 1 except with close to 
tenon Can thite ceiling holder. 
No. KX-3746 ¥ Fic. 3. Chain suspension 


type of fixture connected 
with HooKeX plug and 
Receptacle. 








Ae is simple to install. The recep- 
- tacle fits into a standard octagon 4” out- 
let box. The cover is a part of the device and 
covers the outlet box. Wiring connections are 
made to binding screw terminals. The plug 1s 
attached to the wires of the ceiling fixture by 
the same method. 

Electrical connection is made by ‘‘plugging 
in,’ the sturdy hook coming through the slot 
provided in the plug. The ceiling unit is then 
supported by any of the methods illustrated on 





Fic. 4. Chain suspension 
fixture with canopy. 
The plug is passed 
over the hook, and 
inserted in the recep- 
tacle, the top loop of 
the suspension is then 
hung on the hook 
and the connection is 
complete. The canopy 
can then be fastened 
against the ceiling as 
usual. 

















x — Receptacle, 
with plug ‘‘plugged 
in,’’ installed in a standard 


Fic. 5. Ornamental ceiling fixture type—show- 

ing methods of connection and suspension. 
4-inch octagon outlet box. The threaded eye, fitting over the hook, re- 
The outlet box is shown cut ceives the ornamental nut to fasten the fixture 
away. against the ceiling. 


THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT, CONN., U. S. A. 


NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 
‘lanufacturers of Superior Wiring Devices Since 1888 - Manufacturers of HEMCO Products 


Fic. 6 
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for 
New York, N. Y., in 


front of the store windows which will 


A group of business builders 


Samuel Frost, 


soon be no more. A practical and 
business getting store front is to be 
constructed which will give adequate 
display space. Presented here are: 
Charles Schreiber, purchasing depart- 
ment; L. Drimme, fixture department; 
M. Goldblatt, advertising department: 
Irving Sobel, general manager; Philip 
Susskind, fixture department, and Al 
White, lamp department. 


Hot Hoofing It Around 
New York 

Yes Sir! Hot hoofin’ it is right, 
and all the heat in those lower ex- 
tremities of mine was not caused 
by the sun. When I arrived in 
Lil Ole New York from the 
West, I had plans all set to corral 
all the jobbers in the wholesale 
district, and then gently persuade 
them to give me a lot of news and 
gossip about themselves for THE 
JoBBER’'S SALESMAN, So I started 
my roundup down town near the 
battery. I soon found I had a call 
to make about every three blocks, 
and by the time I had walked and 
talked myself all the way to 42nd 
St., I was thoroughly convinced 
that the great transportation sys- 
tem of New York City was not all 
it was cracked up to be. At least 
it wasn’t of much use to me. | 
was, also, thoroughly impressed 
with the fact that the wholesale 
district was all over town. 

Arriving thus far on my jour- 
ney, I asked an intelligent look- 
ing newsboy where a _ certain 
street was and he replied. “Oh, 
dats up in de Bronix take the 
Jerome Avenoo sub WUXTRA 
all about de big moider.” After 
receivin’ such complete instruc- 
tions I went down in the ground 
and mounted one of those cata- 
pultin’ caravans and galloped for 
what seemed an hour or more, to 
emerge in “de Bronix.” Well, I 








found the jobber I was looking 
for and a whole cart-load of other 
jobbers besides, and a mighty fine 
bunch of fellows they turned out 
to be. The jobbers of New York 
were certainly considerin’ their 
customers when they spread their 
houses around so much, but—they 
sure were not considerin’ the edi- 
tor nosein’ for news. I called on 
eighty jobbers and sixty of them 


were on different streets from 
‘Broiklyn” to “de Bronix.” 
Considerin’ the jobbers have 
been so busy, they have been 


more than cooperative in telling 
us the news. E. B. Latham, presi- 
dent of E. B. Latham & Co., 
had spent most of last winter in 
Florida. He says he believes it 
would do a lot more jobbers good 
to get away from their business 
for awhile, and wishes that they 
might see the wisdom of following 
this course. He has some dandy 
fish stories. He caught some nice 
ones and saw one weighing 192 
lbs., and another weighing 96 lbs. 
He is developing a wonderful 
game of golf and I warn those 
who play with him to get the 
right handicap. 


Parr is above par as_ usual. 
When I called on McKew Parr, 
president, Parr Electric Co., I 
had to get in line behind a half 
dozen other gents. Not wishin’ to 


spend the day in an attempt to see 
this popular jobber I lassoes him 
on his first appearance. He wa 
so tied up that he had to let me 
off with the promise of a red hoi 
news item in a few days. The 
next time I called on him he had 
gone out west, so I’m layin’ fo 
him when he returns. 

Alpha has now taken on an 
Omega in the form of three husk) 
salesmen in the New York and 
Long Island territories. Their 
names are: H. J. Leek, Ed 
Schwiefert and George Timlin. 
C. L. Baldwin and F. L. Seigel of 
Alpha Electric Co. have under 
way some fine sales plans which 
these three musketeers are going 
to help make effective. 

The New York Telephone Co. 
kept me waiting a half hour to 
see F. V. Hann of the W. F. 
Irish Co., and by that time he was 
so deep in orders that I consid- 
ered this news enough and prom- 
ised to see him soon again. 


Crannell, Nugent & Kranzer has 
taken Henry N. Meyer and A. 
Cohen on its sales staff and has 
added Cutler-Hammer motor con- 
trol equipment to its many lines. 

Turtle & Hughes are once more 
first in the long run in develop- 
ing an enormous industrial business 
in New York and New Jersey. 
They have opened a new branch 








The Commercial Electric Supply Co., Detroit, Michigan, has opened a branc! 


at Flint, Mich. 


Standing in front of the new branch are: Kenneth King 


counter man; Bill Harper, branch manager; Miss Maude Raymond, and Clyd 


Summers, salesmen. 
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No.-46-Dominion Sandwich Queen 

















No. 1 Beautifully and Symmetrically designed. at desired height for making sandwiches of different 
No. 2 Chromium or Nickel plating, as desired. thicknesses, 
No. 3 Attractive etching enhances beauty. No. 9 Both large aluminum grids removable for cleaning. 
No. 4 Two modernistic ebony handles prevent burning of No. 10 Grooves on grids to catch all drippings. 
fingers if moved when hot. No. 11 Small channel carries drippings to cup below. 
No. 5 Ebony lift handle also used as back rest when top No. 12 Cup to catch drippings. 
grid is turned back. No. 13 Four heavy fibre feet. 
6 Two small knobs to be loosened to remove grids for No. 14 Nichrome steel clad elements. 
' cleaning. No. 15 Silk Underwriters’ cord and plug cut out switch. 
a's 7 Large attractive tray to catch crumbs and add to No. 16 A complete Sandwich Toaster, Bread Toaster, Grill, 
beauty of design. Frying Pan and Hot Plate, all for the price of a 
. 8 Special expansion hinge allows top grid to be placed single appliance) 





describing 
plete line of Do- 
minion Electrical 
Appliances. 
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~t 
pops ‘2- Qua 
_. IN2-§ - MINUTES 
“3 New No. 47 
New No. 75 ARISTOCRAT 
VISIBLE CORN TOASTER 
Sd POPPER Beautiful in design 
' New attractive legs with attractive etch- 
with insulated bases. ings. Ebony side 
New modernistic eb- handles. Artistic 
ony side handles and heavy base. Flops 
large handle on agi- toast. Silk cord and 
tator. Separable cord plug cut out switch. 
and plug. No increase Chromium or nickel 
in price. plated. Moderately 
priced. 
+ 
? 
Write your Job- Write your Job- 
os or us for ber or us _ for 
Catalog No. 69 Catalog No. 69 


describing com- 
plete line of Do- 
minion Electrical 
Appliances. 


712-22 ONTARIO AVE.WEST, MINNEAPOLIS. MINN..U.S.A. 
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Here is the new home of the 
Manhattan Electrical Supply Co., 
formerly located at 17 Park 
Place, New York City, and which 
is now located in considerably 
larger quarters at 510 Sixth Ave. 
The interior of this new location 


was altered completely before 
occupancy and it now- affords 
ideal and increased floor space, 


facilitating greatly the handling 
of equipment and supplies. 





in Elizabeth, N. J., which is man- 
aged by E. C. Heidt. He is as- 
sisted by the well known Andrew 
Jackson, (not the General.) 
Walker Bros. have entered the 
“Pan-American Brotherhood _ of 
Nations” by taking on B. J. Bra- 


zill, formerly with Holloway, 
Bentz. Speaking of Holloway, 


Bentz, F. J. Smith has been made 
manager of this outfit, taking the 
place of J. T. Koehler, who has 
started a jobbing business of his 
own under the name of the Koeh- 
ler Electrical Supply Co., Inc. As 
a starter Koehler certainly has a 
nice layout and is ably assisted by 
Dick Parrott, store manager, also 
formerly with Holloway, Bentz. 

“Watch out for the Electrical 
Trust” is pushing all lines. Harry 
Kabat and M. G. Goeller of the 
Independent Electrical Supply Co. 
are busy as blazes doing just that 
and their well known slogan is be- 
coming more popular than ever. 

Joe Leas has leased a lump of 
the electrical business for Cuny & 
Guerber. He comes from General 
Klectric and is now in charge of 
city sales for this firm of job- 
bers. 

our times have I tried to get 
a photo of Irving Protoss of the 
Irving Electrical Supply Co., and 
am 
wondering what the trouble can 
be. If the film supply holds out 
I’m hopin’ soon to let it be known 
what he looks like. 

\W. W. Adams of the Mars 


Electric Corp. is away on a trip. 


each time I made a fizzle. | 





I couldn’t find out whether it was 
a business or pleasure trip, but I 
have my suspicions it wasn’t all 
work. 


Samuel Frost is not content 
with the present. He is now 
dealing with the future. He has 


a wonderful display of futuristic 
fixtures and has furnished part of 
the equipment for the Bedell job, 
which is so far in the future that 
all New York knows about it. 
Garfield & Elliot Supply Co. 
has certainly grown a lot since 
Garfield and Elliot got together. 
They have a fine sales force work- 
ing out of their uptown branch, 
and have a unique plan of issuing 
a price leader each month, which 
is getting results, they say. 
When I walked into the new 
store of the Gertler Electric Co. in 
Long Island City I thought I was 
in Woolworth’s. But soon found 
out that it was a real honest-to- 
goodness electric jobbing house. 
Gertler has certainly gone in strong 
modernized retail tactics in 
wholesale selling, and claims to be 
making a big success of it. Gert- 
ler treated his friends to a dinner 
on the opening of his new store, 
which I attended. And WHAT A 
DINNER! As it progressed 
spirits ROSE, and the after dinner 
speeches scintillated with wit and 


for 


merriment. 

J. J. Gill of the Maritime Elec- 
tric Co. says that there is nothing 
startling in his concern, but they 
with all sails set. 


are sailing 


Likewise Tidewater Electrical C. 
has had no typhoons. 

S. D. Goodman of the Roya 
Eastern Electrical Supply Co. ha- 
been very hard to catch. Judgin: 
from the number of golf clubs on 
sees around the offices, there ar 
some hard games going on this 
summer. 

J. Leclaire, J. H. Bunnell & Co. 
let me know with emphasis that 
this territory had certainly bee: 
neglected from a news standpoint 
and he couldn’t be expected to 
have a whole lot of red hot news 
ready when he was only called on 
once in every four years. But, by 
golly, we are here now, and Bun 
nell & Co. will have some news 
for us next month. 

Morison Electrical Supply Co. 
has opened up three new branch 
stores in Ossining, Newark and 
Flushing. They sure are branch 
ing out in this territory. 

Stanley & Patterson are surely 
using their inside store display 
rooms to capacity. H. Hopper 
was hopping all around the place 
when I called to see him and | 
had to do some hopping to catch 
up. 

Carnahan & Dazell are celebrat 
ing their twenty-fifth anniversary 
of business in the same location. 
And, although located in_ the 
basement, they have certainly 
proved the fact that if you do 
your business right you may have 
your establishment in the woods 
and the public will make a road 
to you. Carnahan has returned 
from a trip in Virginia. 

I called on C. H. Methot of the 
Manhattan Electrical Supply Co 
Methought I might get some news 
from him. But my _ unexpected 
appearance’ scattered Methot> 
thoughts all away. Methinks lhe 
will come across with something 
good next month. 

J. B. Ritter has joined Chas. \\ 
Leveridge, Inc., as store manage! 








Sell Christmas Merchandise Now! 
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TheCLEMENTS RetoRru 


A revolving brush electric cleaner with “Straight Suction” ad- 


vantages! No “servicing” —No complicated parts—light weight. 


The new CLEMENTS Roto-Brush has double edged sales advantages. Its revolving brush 
whisks up all lint and thread. Its straight suction cleans deeply. It is light—has no complicated 
parts—is free from repair risks. Why not get the advantages of BOTH in ONE machine? 
The new CLEMENTS Roto-Brush is the answer! 

While whisking up lint and threads, its gentle action leaves nap intact. Tests show this 
Clements brush cleans quickly—yet there are no complicated belts, gears nor mechanisms to 
get out of order. 

Great suction or “air washing” power is developed by the same motor used by CLEMENTS 
in industrial “heavy duty” cleaners. Attachments connect direct-to-fan cham- 
ber without the necessity of removing belts or making any adjustment. 











New “Enclosed Unit Construction” Reduces 
“Servicing” to a Minimum 

All working parts are in “enclosed units.” This safeguards bearings 
against dust, makes working parts simpler, and makes it virtually im- 
possible for the inexperienced user to take apart and improperly re- 
assemble. “Comebacks” for readjustments are thus practically elimi- 
nated. No oiling is required. Over and under-oiling troubles are, 
therefore, unheard of. 


The CLEMENTS Motor is Built to 


Industrial Specifications 

For years the manufacturers have been designing 
the cleaning equipment used by Western Union, 
American Bell Telephone, Swift & Co., U. S., British 
and Japanese Governments. For such exacting re- 
quirements, motors MUST STAND UP under gruell- 
ing labor, day after day, year after year. 

There is a tremendous demand for this type 
of machine. GO BEYOND THE TREND— 
and COLLECT! With CLEMENTS Roto- 
Brush you get the business without the “serv- 
icing. 
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Send for sample—Submit it to any test. Return 
it at our expense if not satisfied 


CLEMENTS MFG. CO. 
625 Fulton St., CHICAGO 
Ball Bearing 






' ROTOBRUSH 


“Backed by 19 years Fine Cleaner Manufacturing” 
(a RA UREN 
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for the individual 
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the room— The lamp bends to any angle 
the chandelier or wall bracket — a fi 


Xture in fact as in shade tilts to cast the light in a 
But the BUS, 


on @ patent ball joint and the 
NY direction, 
8 place on the center 


encircling Tays to the Sroup around it. electric 


a family affair. 
And now electric light is made 
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Showing your dealers how to get away from 
Penny-size profits 
and price-cutting 


in small lamps! 


Price cutting on small lamps is so general as to 
be a serious profit-loss problem, for any dealer in 
connection with lamp sales. 


In any line, price cutting usually occurs on pro- 
ducts which have no distinctive qualities and no 
established standard of value with the public. 


What can a dealer tell people about 
ordinary small lamps? 


They are of little if any use for reading or for the 
most ordinary light uses, because 


They have no adjustability, no adaptability—they 
merely stand on their stiff-neck base. 


They have no standard of quality in the minds of 
the public, because 


They have no trade name made familiar by adver- 
tising. 

They merely serve decorative purposes and differ 
from each other only in style. 


Their one selling point is “looks.” Isn’t it there- 
fore easy to see why the public buys such lamps on 
price—is there any reason why they should pay any 
more than the lowest price offered? 


Each day more lamps are being dumped on the 
market to further pull down the unit price per lamp 
so that the profit per lamp has dwindled to an in- 
significant figure. 


For dealers to make a profit in such a market by 
pushing ordinary small lamps is next to impossible. 


On top of that, as such lamps are bought on 
ws . . 
looks” alone, he must stock a large variety of 
styles. That forces him into a large investment. 


Doesn't it seem that the way for your dealers 
to get full profits in the small lamp field is to push 
lamps that give the public not only “looks” but dis- 
tinctive usable features which people can quickly 
recognize and appreciate? 


Such lamps should justify the public in paying 
a unit price of reasonable size at a full margin 
of profit. 


Here’s what dealers can say in offering 
BUSS Lights 


They provide useful light—to read by, sew by, study 
by, work by, because 

They have a neck that bends and a shade that tilts, 
to get the light just as you want it, and 

They are not merely stand lamps, but can be quickly 
clamped anywhere or hung on a hook or nail. 

They have an established standard of quality, 
because 

Their trade name has been made familiar to the 
public by 6 years of national advertising. 

They possess decorative values not found in or- 
dinary small lamps, because 

The lamp can be changed in use or form— it can 
instantly be changed from a stand lamp to aclamp 
lamp or a wall bracket to suit the fancy of the 
woman who likes to change things about. When 
the color or design of the shade becomes old in 
her eyes,a different shade can be instantly attached 
to make it new again. 

These features make a BUSS Light a lifetime 
lamp—not one that need be discarded when room 
decorations are changed. 





BUSS Lights have an established value, because 
their price of $3.00 {$2 for plain model} is known 
to the public thru advertising. 

Isn’t it easy to see why dealers can induce people 
to pay that price for BUSS Lights and get a unit 
sale of reasonable size with a full margin of profit? 


Thousands of dealers are doing this very thing. 
They are getting away from,or at least not depending 
for lamp profits on a lot of miscellaneous unknown 
lamps that require profit-killing price cutting, and 
are featuring the nationally known BUSS Light 
with its assurance of a full margin of profit. 


For full information refer to the new BUSS Discount Sheet which 
describes the striking new Buss Light Boxes and Selling Displays. 


BUSSMANN MFG. CO., 2545 UNIVERSITY ST., ST. LOUIS, MO. 
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Ritter comes from the sunny 
South and this is his first con- 
nection in the electrical industry. 

Tyro Lighting Fixture Co. has 
a new store at 54 Park Place. 
Norbert Garfunkel, president, cer- 
tainly has a right to be proud of 
his new display rooms. 

S. J. Wilde, formerly purchas- 
ing agent with the Lehigh Elec- 
tric Co., has now joined the force 
of the Baitinger Electric Co. Mr. 
Wilde was with the Lehigh Co. 
for six years and previous to that 
was with the Manhattan Electrical 
Supply Co. 


The Twentieth Century Radio 
Co. has taken on a lot of new 
men and on June 10th is making 
an initial showing of the new 
Crosley and Amrad models. They 
will have a week of special dem- 
onstration, devoting a day to each 
locality around New York. 

A news Editor’s job, Boys, 

In Li’l old New York, 

Is surely not a cinch, but, 

Most interesting work. 

For the bunch of good fellows 

I meet every way, 

Make my life mighty pleasant 

Though they say but “Good- 

Day.” 
May I work long among them 

And know every man, 

Then to help out each other 

We'll do what we can. 

Vic Hanson 


* 


Dauphin Remodels Ware- 

house 

Coincident with the widening of 
the Market street subway in Har- 
risburg, Pa., the Dauphin Electri- 
cal Supplies Co. completely 
modeled the building which it has 
occupied since 1905, At that time 
only the first floor and basement 
were used but the expanding busi- 
found it necessary to take 
over the remaining two floors a 
few years later. 

Under the able leadership of its 
president, John S. Musser, widely 
known as a pioneer in the electri- 
cal field, the business grew sound- 
ly and rapidly and was_ soon 
known throughout central Penn- 
sylvania as a fair dealing whole- 
sale house. 

Continuing growth crowded the 
company even with the entire 
building devoted to exclusive 


re 


ness 


its 
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use but with the new subway de- 
velopment came the opportunity 
to add a fourth story to the prop- 
erty. This was made possible be- 
cause of the fact that the street 
level was dropped 15 feet. 

The basement is given over to 
the storage of conduit, conduit 
fittings, schedule material and 
heavier wire and cable, while the 
first floor is used for a retail sales- 
room and for the display of light- 
ing fixtures, for the convenience 
of wholesale customers. No ex- 
pense was spared to make this 
floor representative of the com- 
pany’s attitude toward the whole- 
sale customer. Lighting fixtures 
are here displayed so that selec- 
tion is made a pleasure rather 
than a hectic nightmare. A series 
of arches extending around the 
four sides of the fixture studio are 
used to set off the individual fix- 
tures with their accompanying 
brackets. Indirect lighting floods 
the entire room with soft light. 
The company claims that the ar- 
rangement has been pronounced 
unusually beautiful well as 
highly useful by many manufac- 
turers who have visited the store. 
The rear of the first floor is occu- 
pied by the wholesale order de- 
partment. 

The second, third and fourth 
floors are given over to the stor- 
age of various material and to of- 
fice use. 

Under the new arrangement all 
lamps are stored in one location 
and a much better turnover has 
resulted than was possible when 
they were stored in several differ- 
ent places depending on the volt- 


age. 


as 


The company’s policy has pn 
changed with the change in phy 
cal plant except that it feels ev. 
more keenly the responsibili 
which is its heritage because of | 
long period of service to the el 
trical contractors of central Pen 
sylvania. 

ok ok *K 
“Recent Economic Changes” 

The survey of Recent Econom: 
Changes of the Presidents’ Confe: 
ence on Unemployment was begun 
in January, 1928, and completed 1: 
February, 1929. It was conducte: 
by a committee of 17 of the com 
try’s most distinguished busines- 
men and financiers, with Herbert 
Hoover as chairman. In its late: 
deliberations when Mr. Hoover 
could no longer take active part, 
A. W. Shaw served as acting chair 
man. The basic investigations of 
this committee were made under 
the auspices of the National Bureau 
of Economic Research with the as 
sistance of an unprecedented num 
ber of governmental and _ private 
agencies, 

The survey consists of a series 
of separate and highly illuminating 
articles or reports with substanti- 
ating data on: Consumption and 
the Standard of Living; Industry: 
Construction; ‘Transportation; 
Marketing; Labor; Management: 
Agriculture; Price movements and 
Related Industrial Changes: 
Money and Credit and their [*ffect 
on Business; Foreign Markets and 
Foreign Credits; and National In 
come and its Distribution. 

The committee made a critical 
appraisal of the factors of stability 
and instability brought out in the 
survey, observing and describing 








The Moock Electric Supply Co., Akron, O., expects to move into its n 


building on or about September 1. 
construction. 





t The illustration shows the building un: 
The formal opening will be held September 15. 
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‘‘By USING A KONDU, INSTEAD 
OF A THREAD, 

In Time and Labor we’re well : 
ahead, = 

And we’re sleeping sounder— and R 
better fed. 



































‘“‘We have cut at least 50% off our costs 
of putting in conduit by using KONDU 
Threadless Fittings. And that’s the best 
kind of medicine to make you laugh and 


grow fat!”’ . Oo wit 


KONDU saves you money right from the 
start— 

First it saves the cost of threading ma- 
chines, pipe stocks and dies, and the cost of 
operating them. 

Then it saves you as much as 50% of the 
labor cost for putting up conduit. Your men 
just slip KONDU right onto the conduit, and 
three or four turns of the lock-nut hold it 
tight. Never known to loosen from vibration. 


KONDU holds anywhere 
Holds just as tight— and goes in just as 
quickly— on bends as on straight conduit. 
Close to partitions, or into corners. 
No unions or running threads to fuss 
with— KONDU is a union in itself. 
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KONDU fittings give a 
perfect ground without 
scraping the enamel off the 
conduit. The grounding 
rings of the KONDU bite 
right through. 


Goes into conduit lines already installed, 
just as easily as into new installations. Can 
also be installed before the lines are in place. 

Find out about the many other features of 
KONDU— you'll like them. Write for our new 
booklet “FACTS YOU SHOULD KNOW 
ABOUT KONDU.” 


ERIE MALLEABLE IRON COMPANY 
Kondu Division 
600 West 12th Street, ERIE, Pa. 


Canadian Representative: 
Kondu Manufacturing Co., Ltd., Preston, Ont. 


aid 








FIRST IN THE FIELD 
OF 
HREADLESS FITTINGS— 









ANYWHERE 
AT ANYTIME 





CAN BE TAKEN 
OUT OF THE LINE 
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or The Miracle of 1879 14 











Henry Ford receives Thomas Edison’s original lamp factory from 
the General Electric Company at Mazdabrook, N. J. 


Light’s Golden Jubilee 
Approaches Its Climax 
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The World Honors 
Thomas Alva Edison 


QCARCELY more than a month away, growing 
S to proportions beyond the fondest hopes of its 
inspired inceptors, the epochal climax to LIGHT’S 


GOLDEN JUBILEE approaches. 


From the birth of the Jubilee idea last February, 
when the Edison Pioneers celebrated the master in- 
ventor’s eighty-second birthday, to its gigantic cul- 
mination on the night of October 21—eight short 
months. But in eight months the nation will have 
summoned every faculty, and will stand ready to 
demonstrate unforgetably its appreciation to Thomas 
Alva Edison for his invention, 50 years ago, of the 
first practical incandescent electric lamp. 

The part of the electrical industry in the nation- 
wide tribute is a glorious one. The world, eager to 
honor Edison, is taking its cue, these days, from the 
electrical industry. The world needs only a cue. For 
Thomas Alva Edison, father of the electrical indus- 
try and banisher of human burdens, is this year the 
nation’s hero. 

Your part in LIGHT’S GOLDEN JUBILEE is 
doubtless planned. Carry it through, gloriously. 
Overlook no opportunity to help your community 
to celebrate magnificently. 

For the world is eager to honor Thomas Alva 
Edison. Your initiative is the deciding factor. 


EDISON MAZDA LAMPS NATIONAL MAZDA LAMPS 
General Electric 
HARRISON, N. J. CLEVELAND, OHIO 
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This was taken on the occasion of our photographer’s first visit to the home 
of the Rock River Electric Co., a very comfortable and well equipped building 
at 130 N. First St., Rockford, Ill. On the left end is Ervin Von Driska, vice- 
president of the company, well known to most of the electrical trade in the 
Chicago territory. Next comes the president, who is none other than our old 
friend and booster, Frank S. Hagerman, ’nuff said. Then comes Katherine E. 
Carlson, stenographer and bookkeeper; C. A. Hill, Pittsburgh Reflector Co. 
representative, and Richard Newman, shipping clerk and a mighty good one at 


that. Good luck, folks. 





the American Economy as a whole, 
and suggesting rather than devel- 
oping recommendations. 

While the Economic Survey 
cannot present a prescribed meth- 
od of arriving at a basis for con- 
trol in any specific industry, it can 
be analyzed from the viewpoint of 
noting which factors seem to have 
been successful in “maintaining 
equilibrium” in successful indus- 
tries during the past five years. As 
such, it will repay careful study on 
the part of the executive in almost 
any line of business. 

Two volumes, 950 pages, Mc- 
Graw-Hill Book Co., 370 Seventh 
Ave., New York, N. Y., Price $7.50. 

Kline Adds Electrical De- 

partment 

Kline & Co., Williamsport, Pa., 
has added an electrical depart- 
ment and is arranging to handle 
a complete line of wire, conduit, 
and fixtures. This company trav- 
els 75 men, and has five delivery 
trucks on the road. 

* * ok 

McNerney Elected General 

Manager of Brown-Camp 

Walter T. McNerney was elect- 
ed general manager of the Brown- 
Camp Hardware Co., at a special 
meeting of the board of directors, 


filling the vacancy caused by the 
death of Frank J. Camp. 

Mr. McNerney has been con- 
nected with the firm for twenty- 
seven years. He has had a long 
and successful career, commencing 
at the bottom filling orders, and 
working up through every depart- 
ment until reaching his present 
position. He was elected vice- 
president at the annual meeting 
in January and still retains this 
office in addition to being general 
manager of the firm. 

James M. Camp, son of the late 
president, retains his office of sec- 
retary. He has been with the 
company for the past eight years, 
holding many positions of impor- 
tance, and is manager of the elec- 
trical and radio department. 

B. F. Pennington, who in Janu- 
ary was elected assistant secre- 
tary, retains this office. He has 
been associated with the company 
for the past twenty years. In ad- 
dition to being assistant secretary, 
he is buyer of builders’ hardware, 


tools and heavy goods. 
i a 


Central Electric of Denver 
Moves 
The Central Electric Supply Co., 
of Denver, Colo., has moved to a 
new three-story building at 1636 
Arapahoe St. 


Jas. H. Hughes Retires 
Jas. H. Hughes, secretary 
Crannell, Nugent and Kranz 
New York City, has retired fr 
the jobbing industry. He |} 











Jas. H. Hughes 


been associated with this compan 
as secretary since 1920. 

Mr. Hughes received his intro 
duction to the electrical jobbing 
industry as a_ stenographer fo: 
J. H. Bunnell & Co., in the early 
nineties. Shortly afterwards he 
became identified with the Man 
hattan Electrical Supply Co. 
When E. B. Latham & Co. started 
in the supply business be joined its 
staff, becoming secretary and con- 
tinuing in that capacity for Is 
years. 

Mr. Hughes intends to continue 
in another branch of the business, 
probably as a representative of 
manufacturers, or on special detail 
for any electrical house desiring to 
make use of his experience. His 
wide acquaintance and knowledge 
of the industry and its members in 
and around New York make him 
particularly adapted to this type o! 
work. 

* * * 


Sager Acquires Cup 
The Sager Electrical Supply Co 
is proudly displaying a cup award 
ed its Quincy, Mass., branch by the 
Merchants’ Association of that cit) 
for having the best dressed wi 
dow in town. 
Jobber Sells' Carload of 
Radios 
Mills & Lupton Supply ‘ 
Chattanooga, Tenn., announces | 
it sold a carload of Apex ra 
receivers during the month 
June comprising 139 console set 
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Even when controlling 


type C’ lamps......... 


re CONLACES ot this swiver 
t burn 


will no 


A new form 
of contact spring 
overcomes the most 
frequent cause of 
switch failure... 


HIS new and radically different 

Shallow Flush Toggle Switch re- 
cently perfected by Hubbell is notable 
for many individual features and im- 
provements. 


One feature, however, is of particular 
importance .. . the contacts of this switch 
will not burn at the ‘‘make’’ — even 
when the switch is in circuit with type 
“C” lamps. 


To eliminate ruinous burning and pit- 
ting of contacts, Hubbell engineers 
developed an entirely new form of 
contact spring which provides for the 
heavy inrush of current at the instant 
of “make”. This new contact spring 
guarantees practically an unfailing, 
trouble-free life for Hubbell Toggle 
Switches. 
We have opened this new switch here 
to show you the new contact spring 
| some of the other features which 
‘cserve your consideration. Compare 
this switch with one of former design. 
then, clip the lower right hand cor- 
net of this page to your letterhead to 
ootain detailed information. 





Electrically and Mechanically 
Perfect in Design—‘'Approved”’ 


A radically new form of contact spring scien- 
tifically designed so that two different rates 
of vibration are set-up in the spring; one 
tending to counteract the other. Thus recoil 
is practically eliminated in the ends of the 
contact spring when the solid metal contact 
blade strikes between them. As a result, 
burning and pitting of the spring is prevented 
—even when in circuit with type “C” lamps. 
An automatic “kick off” prevents sticking of 
blades in contact. 

Commutator support is perfectly insulated. 
Commutator blades rigidly riveted to carrier, 
insuring positive alinement. 

Spring arm is pivoted on around shaft, seated 
in a symmetrical bearing, facilitating faster, 
smoother action without wear. 

Operating mechanism is separate from the 
bridge and perfectly insulated. 

A solid bridge with ears lies in a recess 
across Bakelite cover — entirely insulated; 
perfect alinement and rigidity insured. 

Each wiring terminal is held by two screws. 
Bakelite case completely encloses mechanism. 


“ARVEY HUBBELL, INCORPORATED, BRIDGEPORT, CONNECTICUT 
Boston Mass., 176 Federal Street; Atlanta, Ga., H.C. Biglin, 138 Marietta Street; New York, 
‘ Y., 122 E. 42nd Street; Chicago, IIl., 318 West Washington Street; Denver, Colo., T. H. 

fish, 1109 Broadway; Philadelphia, Pa., Fifth Street, Phila. Bourse (Exhibition Dept.) 


A complete line to meet any need— 


9801—S. P., 5 amps. 250 volts; 10 amps. 125 
volts 

9802—D. P., 10 amps. 250 volts 

9803—3-way, 5 amps. 250 volts; 10 amps. 
125 volts 

9804—4-way, 2 amps. 250 volts; 5 amps. 
125 volts 

9805—S. P., 20 amps. 250 volts 

9806—D. P., 20 amps. 250 volts 


Hubbell Screwless 


Plates of Bakelit: 
Ask for a descrip- 
tion of these self- 
alining switch and 
outlet plates. You 
can obtain them in 
any color or finish 
to exactly match 
any background. 


pgs eames eae 
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A group of nine went on a fishing trip to Canada. In the party was Geo. T. 
Nophsker, purchasing agent, and Johnny Clark of the Penn Central Light & 
Power Co., Altoona, Pa., B. D. Turner, electrical dealer, and two friends from 
Ellwood City, Pa., Ray Herr, lighting specialist of Westinghouse, Joe Haines, 
Elmer Gauss, and Buck Bechtold of the Iron City Electric Co., Pittsburgh. 
The bottom picture shows the first days catch, left to right: Buck Bechtold; 
Ray Herr; George Nophsker; Elmer Gauss, and Johnny Clark. B. D. Turner, 
and the rest of the party had not gotten in with their catch in time to get in the 
picture, as we understand from B. D. Turner that the Lake got very rough and 
with the big catch they had in their boat they experienced trouble getting back. 
The center picture shows the gang having a little refreshments after a day out 
—which can only be secured in Canada—the reason fishing is good in Canada. 
The top photo shows the fish all packed ready to start back home. 





Trolleys That Dodge Auto- 
mobiles 


Automobiles will no longer be 
able to get out in the tracks and 
hold up the trolleys on the Ninth 
ast street line in Salt Lake City. 
Trolleys on that route hereafter 
will be trackless, on rubber tires, 
and able to maneuver in traffic. 

The Utah Light and Traction 
Co., which already has some trol- 
ley buses in service, has been given 
permission by the city commission 
and the state public utilities com- 
mission to remove the tracks from 


the Ninth Fast street route, pave 
over the old right-of-way, and sup- 
ply a considerably speeded serv- 
ice with trolley buses. The equip- 
ment for the route will include 15 
trolley buses, some to be built by 
the Cincinnati Car Corp., and others 
by Twin Coach Co. All will have 
General Electric motors, and con- 
trol with electric braking. The 
four-wheeled, twin-drive buses will 
accommodate 40-43 passengers 
seated, and will weigh between 
16,000 and 17,000 pounds. 


The increased acceleration af- 


forded by a new type of cont: 
the greatly decreased weight of t!), 
unit, and the ability to maneuy.: 
eight or nine feet from the side 
the overhead trolley in passing 
obstructions or reaching the cur) 
are among the factors contributing 
to the faster schedule speeds which 
will be obtained with the new tro| 
ley buses. 
* *k * 
Walt Wick Breaks 100 and 
Celebrates 

Walt Wick, who everyone in 
Philadelphia knows helps brother 
Al-run the Lindley Electric Suppl 
Co., recently broke up the decorum 
and equilibrium of the North Hills 
Country Club by breaking a hun 
dred for the first time in his life. 
To say that he went wild in achie\ 
ing his life long ambition is put- 
ting it mildly. Everybody in the 
locker room locked themselves in 
their lockers for safety’s sake. 

Walt forgot all about home and 
business for the rest of the day and 
the half dozen electrical fellows 
who happened to be present made 
whoopee at Walt’s expense far into 
the night. But he must have lost 
his head for the score he got the 
next time out was just nobody's 
never mind. It’s all over now, 
Walt. Every man has his day of 
glory but, oh, how short that day 


is! 


Urquhart Parr Export 
Official 

Wm. L. Urquhart, for the past 
12 years export sales manager of 
the Hart & Hegeman Mfg. Co., has 
joined the Parr Export Corp., New 
York City, as vice-president and 
general manager. 

Of the past several years Mr 
Urquhart has spent two in Europe 
and 22 months in the Orient calling 
on the electrical trade. He has 
also made several trips to Mexico 
and the West Indies and has lived 
in Colombia and Chile. Mr. Urqu 
hart is a British subject and was 
formerly a British consul in the 
United States. 

The Parr Export Corp. recent!) 
transferred S, S. Ringgold from the 
Jersey City branch of the Parr 
Electric Co., where he was mana 
ger, to the New York branch staf. 
C. Dachner, formerly with H. flo! 
lesen, Inc., has also been added to 
the staff. 
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This is Joseph Z. Dworken, general 
manager, Wolfe Radio Co., New York 
City, one of greater New York’s larg- 
est distributors. 





Highway Lighting and Its 
Relation to Rural Elec- 
trification 
By R. G. BELLEZZA 
General Electric Co. 

HE farmer is a vital factor in 

the economic progress of the 
nation, and everything possible 
should be done to make his path 
easier and his productive efforts 
more efficient. This can be accom- 
plished best by bringing electricity 
to the farmer through rural electri- 
fication. 

In some states lighting and 
power companies will provide the 
pole lines and furnish the energy 
to the farmer at a minimum charge 
per month per mile; in other states 
a certain percentage of the pole 
line investment is assessed, plus a 
standard energy charge. The man- 
ner in which the farmer must pay 
for electric energy varies consider- 
ably throughout the country. At 
present the cost of service to the 
farmer is rather high, and is not 
always justified by the results ob- 
tained. 

On the other hand, if the pole 
line is already available because of 
the previous installation of a high- 
way lighting system, the cost of 
supplying energy to the farmer is 
much less, as approximately one- 
third to one-half the cost of erect- 
ing such a line is assessed against 
the highway lighting system. 

The greatest. problem to be 
solved today is the method of fi- 
nancing such highway lighting. In 
some sections of the country, such 
as in the vicinity of Albany, Staten 
Island, Tonawanda and Amherst, 
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N. Y., Miami, Fla., and Lynn, 
Mass., the cities and towns have 
paid for the systems. In the De- 
troit territory more than 375 miles 
have been lighted in this manner. 

The majority of cities and towns, 
however, cannot afford such an in- 
vestment, even though the need for 
adequate lighting is very great. 
They also have little interest in the 
lighting of highways between 
towns or city limits, since the bene- 
fits to them are not so great as to 
the county, state or general public. 
It is therefore necessary for the 
county, state or federal govern- 
ment to aid in paying for the neces- 
sary lighting. The need for such 
help has already been realized in 
such states as Georgia, New Jersey 
and New York, which have passed 
legislation permitting the counties 
to install highway lighting sys- 
tems independently or in conjunc- 
tion with cities and towns. The 
states of Ohio and Massachusetts 
are considering state aid to towns 
and cities. 


If the various states would help 
in such a manner—possibly aided 
by the federal government—the 
cost to them would be negligible 
when compared to the cost of road 
construction. It would amount to 
approximately one and one-half to 
two per cent of the road construc- 
tion cost. If this amount were 
added to the maintenance expense, 
approximated at five per cent of 
the construction cost, the total 
would be about seven per cent for 
both maintenance and _ lighting. 
Since lighting is really a part of 
maintenance, the most logical way 
to finance this is for the state or 
county to consider it as part of the 
road maintenance expense, and ap- 
propriate funds accordingly. The 
additional amount for highway 
lighting could be obtained from the 
highway funds of the various coun- 
ties or states, derived from the gas 
and license tax, or from bonds. 
The political subdivision paying 
for the highway lighting system, 
regardless of the method in which 
it is financed, would not be required 
to carry the initial investment of 
the pole line and accessories. Cen- 
tral stations or power companies 
would purchase and erect the 
equipment, and charge a certain 
rate per mile per year for the 
operation and maintenance, includ- 


— 


ing a percentage for writing 
the original investment. This js 
generally done by contract over 
period ranging from five to 
years. 


Solving the problems of finan 
ing highway lighting will he); 
bring electricity to the farmer. [\e 
will be able to obtain a greater re 
turn for the hours spent in labor 
by using electric-driven labor-sa\ 
ing devices, and he will be able to 
enjoy the benefits of electric house 
hold appliances. 


The farmer, however, is not the 
only one to be benefitted by high- 
way lighting. The motorist, drivers 
of trucks and horse-drawn vehicles, 
pedestrians and property owners 
are likewise aided. Adequate light 
ing of highways tends to prevent 
accidents, hold-ups and vandalism, 
increases the capacity of roads, 
adds to the comfort and safety of 
night driving, and increases rea! 
estate values. 

* * *K 


Latham in New Quarters 

E. B. Latham & Co., New York 
City, has leased four floors, in 
cluding store and basement, at 25!) 
Fourth Ave. The new quarters 
give the company approximately 
50,000 square feet of floor space. 

Inasmuch as the company’s lease 
at the old address, 550 Pearl St.. 
does not expire until next May 
the shipping department will con 
tinue to operate from that ad: 
dress. 


Samuel Frost Issues Fixture 
Catalog 
Samuel Frost, New York City. 
announces the completion of cata 
log No. 52 on lighting fixtures 
This catalog will be forwarded t 
anyone on request. 








Sell Christmas Merchandise Now’ 
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Start Now Selling the 


New! @()T.M: 
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No. 91360 
Box 6%” W. x 8” L. x 416” D. 
Features 


OVERLOAD in any phase ; 

THROWS HANDLE “OFF” and 

TRIPS THE ENTIRE SWITCH with 

QUICK BREAK ACTION even though handle is held 
“ON” and then 

THERE IS NOTHING TO RENEW—simply 
THROW HANDLE “ON” to RESTART MOTOR 
or to RESET THERMOSTAT 


This Switch 

WILL BREAK STALLED ROTOR CURRENT at 
listed ratings owing to 

“CIRCLE T” DOUBLE BREAK CONTACTS 








HANDLE operated with 
SIMPLE “ON” and “OFF” MOVEMENT and 
INDICATES position of Switch 





INTERCHANGEABLE HEATER UNITS may be 
REMOVED FROM THE FRONT for Motors of dif- 


ferent ratings 


ENTIRE SWITCH and HANDLE 
MAY BE REMOVED by loosening two screws 





Manual 


——w 


witch 


—a new type Manually 
Operated Motor Starter 
which trips the entire 
Switch on overload 
H. P. Ratings 


15V. 230V. 460V. 575V. 
A.C. A. C. A.C. A.C. 
Sate Paes ................ 114 3 5 5 
Pepe ............... 3 5 74 714 
Application 


The “T.M.” Switch is intended for use in starting 
motors at all voltages up to 575 A.C. within the maxi- 
mum H.P. ratings shown above. 


It has all the advantages of the “Two-Position” 
(“Throw-over”) and Thermal Cutout types with the 
additional feature of having no fusible element which 


is destroyed when overloaded. 
(See features opposite.) 

Heater Units k Zz == 
Interchangeable Heater Units are ¢ 
listed in convenient steps from No. 9806 
1-20 Amps. capacity. Heater Unit 


Listed on Page 20 of Cat. 14—Have you received your copy? 


Sold Through Jobbers 


THETRUMBULLELECTRICMFG.COMPANY 


Plainville , Conn. 


NEW YORK CHICAGO 
\l4 Liberty St. BRANCH PANEL ae FACTORY AT 2001WPershing Rd. 
BOSTON PHILADELPHIA. SAN FRANCISCO 
1002 Statler Bida. S. E. CORNER onan haus gous GARDEN STs. 595 Mission St. 


ATLANTA 
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W. 


Warden, formerly with 
the Graybar Electric Co., has accepted 


Albert 


a sales position with the Robbins 
Electric Co., Pittsburgh. Al’s many 
friends will be glad to know that his 
nineteen years experience in the elec- 
tric jobbing business will assist him 
greatly in his new position. 





McCurdy in Limelight 

R. H. McCurdy, telephone, 
power apparatus, and broadcasting 
specialist for Graybar, Kansas 
City, is acquiring quite a reputa- 
tion for himself in that territory 
as a public speaker. 

Some time he made an 
address before the monthly meet- 
ing of the American Institute of 


ago 


Electrical Engineers, which was 
conceded to be one of the most 
interesting, although extremely 
technical, addresses on_ radio 


waves, ever presented in that part 
of the country. A short time after 
he invited to make an ad- 
dress before the Electric and Ra- 
dio Association Kansas City, 
and more recently gave an ad- 
dress before the Rotary Club of 
Kansas City on radio broadcast- 
ing. He held an audience of over 
four hundred men for three-quar- 
ters of an hour without losing one 
of his listeners. It com- 
mented on in the Rotary “Buzz- 
Saw” as being the best address 
the club had listened to this year. 

Other talks were given before 
the Kansas City Advertising Club, 
the Kansas City Educators Club 
and the Latwrence, Kansas, Ro- 
Club. 


was 


of 


Was 


tary 





Electrical Wonders of 1933 

The remarkable development of 
efficiency of electricity for power 
and lighting since the Columbian 
Exposition of 1893 at Chicago, will 
be dramatized in countless ways at 
the Chicago World’s Fair Centen- 
nial Celebration in 1933. The most 
striking, from the viewpoint of the 
average visitor, will be the marvel- 
ous illumination effects that are 
being worked out by the architec- 
tural commission, composed of a 
number of America’s foremost 
architects. The “electric fountain’’, 
which was the source of wonder- 
ment to the millions of visitors to 
the 1893 Fair, would attract mere- 
ly passing notice among the many 
“glorified” similar fountains and 
under-water illuminations that the 
1933 Fair visitor will see. Illumi- 
nation of buildings, towers, sculp- 
ture, etc., will be done with a 
daring never before attempted. 
Every effect of color and of light 
and shadow will be minutely 
studied and experimented with, so 
that the lighting spectacle will be 
complementary in detail and har- 
monious as a whole. All of the 
main buildings will be electrically 
lighted in daylight and dark, and 
have outside illumination as well; 
the colors and shades of color to 
vary with the time of day and the 
mood of the weather and atmos- 
pheric conditions. 

The architects of the Chicago 
World’s Fair Centennial Celebra- 


tion in 1933 promise to use ek 
tric illumination to the limit of i: 
capacity. Briefly, these are som: 
of their ambitious lighting 
schemes: Piercing the upper: 
reaches of the night will be vol 
canos of electric lights playing o: 
gases and vapors which have neve: 
been used before for a display of 
this nature; phosphorescent sea- 
upon which small boats will pl 
their way; colored lights glowing 
from under water will illuminat 
the canals; a group of columns, «1 
points, standing from 800 to 1,000 
ft. in height will add to the colo: 
ful lighting effects, as will a great 
illuminated tower made of cellu 
loid, glass and tiling over a steel 
framework. The most modern 
types of lighting will be used to 
out, both day and night. 


* * *K 


How to Treat Salesmen 
(Continued from Page 12) 
mation about other parts of the 
country, trends and_ conditions, 
the tendency in the trade. What 
were they doing in the east? What 
were the electrical contractors 
using in the way of improved ma 
terials? These ideas helped the 
salesman sell me his goods. These 
ideas helped me keep abreast of 
the times. Such information can 
be gotten quickly without loss of 

time to either party. 
Many times I have had 
mind entirely made up that such 


my) 








“Smart buyers buy at Smart’s”—such is the motto of this group of enterpris- 


ing employees of the Smart Electric Supply Co., New York City. 


Lined up 


from left to right, they are: Jack Teany, custodian; Nat Walker; Jack Smith, 


manager; I. 


Rehder, assistant bookkeeper; Jack Carroll, sales manager; Mrs 


Smart, boss; Eddie Watson, general delivery; William Smart, commander-in- 


chief. 


ing heaters instead of fans. 


With the coming change in weather, this company is planning on push 
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SURFACE TUMBLERS 


The first and favorite Alt purpose Switch 


INTO pioneer jobs went the HeH 
Snap Switch; into surface-wired jobs of the 
present day goes the same indomitable Snap 
Switch . . . So soundly designed, so sturdily 
built that newer switches could offer no more. 


The Contractor’s favorite nearly 40 years back 


is stz/] his favorite in its field. 


In the Surface Tumbler shown above 
you see a tumbler mechanism in place of the 
rotary. With the “snap-on” cover to speed- 
up wiring; saves fussing with tiny screws. The 
latest style of surface switch — with the old 
Reliability of your HeH “Snaps.” Catalogue 


Number 610; data-sheet on request. 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 


HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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and such an article could not be 
sold in my city. I couldn’t see it 
because I had not had enough ex- 
perience to grasp the whole pic- 
ture. In the early days I looked 
over the first crude vacuum clean- 
ers with suspicion but found that 
in Cleveland they had been ac- 
cepted and that there was a class 
of trade in my city who would ac- 
cept them. They were the sta- 
tionary type that cost a lot of 
money, but when I wired a large 
home I always gave the owner an 
opportunity to buy such a cleaner, 
once I had been sold on the idea. 

This is a plea for fairer treat- 
ment for the salesman. The sales- 
man goes out with fullest confi- 
dence in his goods and his house. 
He is entitled to an audience from 
the man who uses his goods. But 
most of all he is entitled to cour- 
tesy in his business. dealings. 
There are far too many cases 
where salesmen are treated with- 
out a scrap of consideration by the 
prospective buyer. 

This is not so true with the 
salesman of staples. In most cases 
he has his trade who expect him 
and allow him to have free rein 
in the office, in fact in some cases 
even making out his own orders. 
But the specialty salesman has a 
harder row to hoe. He is intro- 
ducing an article which in all prob- 
ability will become a staple and 
which may be almost indispensable 
in time. 

I can point to many instances of 
this kind. The first conduit fit- 








These boys keep things moving for 
the Hampden Electric Supply Co., in 
Springfield, Mass., which is a branch of 
the Mountain Electric Supplies Co., in 
Pittsfield, Mass. Here are Dennies 
Carron, left, receiver and shipper and 
Jack Dalton, store manager. 
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In our “Letters to the Editor” de- 
partment there is a communication 
from W. R. Herstein telling of his re- 
tirement from the industry. While Mr. 
Herstein is to be congratulated on hav- 
ing attained that success in life which 
now makes it possible for him to retire 
to a life of ease, it is regrettable that 
the industry should lose him, for such 
active figures can ill be spared. While 
we join his friends in wishing him the 
pleasure of enjoying his retirement to 
the fullest extent, we cannot help but 
add that we expect, some day, to see 
him back in the business. And _ per- 
haps that statement flows from the 
old “wish being father to the thought” 
idea. 





tings such as condulets and unilets 
cost more than ordinary boxes and 
it was hard to introduce them, but 
they won their place because they 
were a necessity. The motor drill 
was once looked upon as a luxury. 
Now the contractor who does not 
use one or more is out of date. 
The average contractor now uses 
motor drills, pipe threaders, con- 
duit benders, bolt makers, and a 
great variety of automatic or semi- 
automatic devices which enable 
him to do better work at a lower 
cost. The vibrator, violet ray, 
percolator, toaster, flash light, ex- 
haust fan, washing machine, range, 
water heater, etc., were once con- 
sidered extreme specialties. The 
salesmen who introduced them met 
with many rebuffs. The short 
sighted buyers who turned them 
down passed up business to com- 
petitors who had vision and who 
made successes. 


Treating a salesman fairly is 





not a favor to the salesman. It ; 
a favor and a boon to yoursel/ 
The salesman will quickly pas; 
the word that you are either a cra!) 
or a real man. It is just as eas, 
to deal with a salesman who is 
bore as it is to deal with any other 
kind off a bore. 

Treat the salesman fairly. It is 
just as easy to listen to his story 
long enough to find out what it is 
all about as it is to turn him dow: 
without a hearing. If you have no 
use for his goods, he will quick] 
sense it. It he does not sense it 
he can then be dealt with as a 
bore. Many a fortune has been 
built around an idea laid before 
the buyer by a salesman. 


The salesman has an idea for 
you. Take it or leave it. You are 
the one on whose judgment you 
success depends. Get the facts 
Digest them and then decide 
whether or not you need his goods 
or the ideas that his goods en 
body. If you don’t listen to any 
one you will not hear about lots 0! 
things that are happening. Cour 
tesy to all will get the cooperation 
of all and you will have no trouble 
picking out what you want from 
the wares that are laid before you 

How Do You Treat Salesmen ‘ 
Think that over. Have you had 
an argument with one today: 
Have you passed up a chance t 
make sales with profits? Thats 
what salesmen are for,—to enable 
you to make sales with profits. 











E. A. Johnson, outside salesman 
the Capitol Light & Supply Co., Ha: 
ford, Conn., is a business ‘“go-gette: 
His jovial smile is one of his busin 


assets. 

















September, 1929 


~~ 


THE soBBER’SMIJSALESMAN 


67 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


OLIVER “a MATERIALS 


APPROVED AND 








cientifically il , 


Designed 
forall uses / 


All Oliver Pole Line Materials have a 
neat balance between utility and sim- 
plicity of design and ease of installation. 


The stresses and strains to which every 
part is subjected in service have all been 
accurately calculated to a nicety by Oliver 
Pole Line engineers who have spent years 
in studying practical pole line problems. 


Simplicity of design has been the dom- 
inating keystone of their efforts. They 
have eliminated many useless or ineffi- 
cient gimcracks and substituted a simple 
standardized line of pole line material 
that covers every practical need and every 
construction specification. 


Andinadditiontocorrectscientific design 
there is the exclusive double dip gal- 
vanizing process which adds years of 
extra service—one of the many features 
of Oliver equipment that make it so widely 
preferredthroughouttheelectricindustry. 


OLIVER IRON AND STEEL 
CORPORATION 


PITTSBURGH PENNA. 
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G. E. Sullivan, service supervisor, 
Graybar Electric Co., Hartford, Conn., 
finds it difficult to stand on the level, 
hence we see him just a step above 
B. L. How of the same company. 





Lawrence Celebrates Silver 
Anniversary 

The F. D. Lawrence Electric 
Co., Cincinnati, celebrated its Sil- 
ver Anniversary on the 25th of 
July, having been incorporated on 
that date in 1904. The employees 
of the company, many of whom 
have served under F. D. Lawrence, 
president, since the incorporation, 
presented him with a silver serv- 
ice. Mr. Lawrence also received 
letters and telegrams of congratu- 
lations from many of his old 
friends. 

* * * 


Economy Holds Open House 

The Economy Electric Supply 
Co., Atlanta, Ga., jobbers of wir- 
ing supplies and fixtures, which re- 
cently moved into its new location 
at 85 Hunter St., S. W., celebrated 
its formal opening by having an 
“Open House” Saturday afternoon 
and night, August 17. An orches- 
tra furnished music for the occa- 
sion and refreshments were served 
by ladies of the organization. 

Many compliments were paid 
H. L. Jackson, familiarly known 
as “Jack,” president and manager, 
by the several hundred contrac- 
tors and their families who called 
to inspect the new place. 


Economy has made an enviable 
record, beginning about four years 
ago with a small capital and 
growing in this short space of 
time to be one of the representa- 
tive distributors of this section. 





Preparing the Way for 
Christmas Trade 
(Continued from Page 7) 


tions like these that are making 
it possible for this particular sales- 
man to turn in early orders on 
Christmas tree lighting outfits, 
electric toys, and appliances. 


“Most of our salesmen have 
similar methods which ‘click’ just 
as successfully. Very nearly all of 
them capitalize on the fact that 
the public is being educated to 
shop earlier each year. If a deal- 
er’s selection is not in by the first 
of November, he is refusing the 
business of the early shopper. The 
shopper may come in to look 
early in November, and though 
she may not buy at the time, she 
will -mentally make notes and, 
when she is ready to buy, return 
to the store which had the most 
representative selection. 

“There are many women who 
arrange their holiday plans just 
as Marshall Field and Co. arrange 
theirs. That is, they buy early 
and plan ahead, so that there will 
be no hectic rush at the last min- 
ute. ‘Do your Christmas shopping 
early’ has become more than a 
slogan. Each year for the last 
five, the buying season has started 
earlier. 

“Another argument that we use 
is this: if the dealer waits until 
the last minute, we are bound to 
be ‘out’ on many numbers, and 
have to substitute. That means 
less selection for him and for his 
customers. The public does not 


like to buy from a limited sel 

tion. Therefore, sound business; 
judgment tells a man to buy earl, 
while the jobber’s stock is com 
plete, and thus take no chances 
either in selection or quantit, 
Besides, if he has his stock in 
he’ll sell it, for necessity is stil] 
the mother of invention. 

“When soliciting early commit 
ménts, we advise our dealers not 
to over-estimate their natural re 
quirements, but on the other hand 
we suggest that they take int 
account these statistics. In 1926, 
in the city of Milwaukee, $2500 
was spent by the public on out 
door Christmas tree lighting 
equipment. In 1927, a contest was 
held with prizes awarded for the 
most effective out-door lighting 
display. As a result, $4000 was 
spent on out-door lighting outfits, 
making an increase of $1500 in 
one year. In 1928, the contest 
was repeated and sales mounted 
another thousand dollars. Ap 
parently, interest in the contest 
becomes keener and more com 
petitive each year, and naturally) 
the wise dealer will want to take 
into account this normal in 
crease. Of course, when we take 
a man’s’ order for  out-door 
Christmas tree lighting outfits, 
we are pretty sure to get his in 
door lighting business as_ well. 
When contests like the above are 
first inaugurated, or when any 
local or national effort is made 
to stimulate electrical sales, the 
Electrical League here in Mil 
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Five above zero! But whadda we care? It is too bad we couldn’t show the 
building of the Continental Electric Co., at 1517 Oak St., where the business 
moved some time ago. Anyhow here are three men we caught at home. Left 
to right: F. A. Johnson, sales manager and purchasing agent; J. C. Donnell, 
secretary-treasurer, and J. A. (Andy) Grace, an old timer in the industry. 
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ONLY ONCE 
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Makes the Finest Coffee Every Time 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 























THE FIRST and ONLY 
AUTOMATIC PERCOLATOR 


No Variation 


c ] 


PRICE 

ONLY 

$14.75 
COMPLETE 


FAST 
BEAUTIFUL 
PRACTICAL 








WASH IT 

IN WATER 

WITHOUT 
INJURY 


7) 


No Levers or Timing Mechanism « - Yet Fully Automatic 


Here is Science’s answer to the Perfect Coffee— 


made right at the table. Strong French Drip utensil. 
made. 


Coffee—never bitter because it never boils. 


Its operation is simplicity it- 
self. There are no levers to 
set—no timing mechanism— 
no clocks. The amount of 
water poured into the water 
compartment determines the 
length of time the current is 
ON. Percolation starts in a 
minute. Six full cups of deli- 
cious “French Drip” coffee 
may be made in 16 minutes. 


This Percolator consists of 
two parts; the base containing 
a closed type Chromalox heat- 
ing element and the automatic 
switch;—and_ the beautiful 
copper coffee percolator itself. 
Since there is no heating ele- 
ment in the percolator itself, 


‘iuntington, West Virginia 








Base showing Chromalox Heating Element 


The ARMSTRONG ELECTRIC AND MANUFACTURING CORPORATION 


General Sales Offices: 522 Fifth Avenue, New York City 


you may wash it in water as you would any 
It is the most sanitary percolator 


Sales Managers and Salesmen! 


Here at last is an appliance, 
that sells on sight. All months 
look alike to the New Arm- 
strong Automatic Percolator. 
To show it is to sell it—and 
what a wonderful window dis- 
play it makes. Make sure your 
dealers are the first in their 
territory to cash in on this 
great Profit-Maker. 


Like all Armstrong Appli- 
ances, this New Percolator is 


sold through Jobbers. 


Don’t delay. Here is an ap- 
pliance that will put new life 
in your business. Get your 


order in early. NOW! 
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waukee notifies us in advance so 
that we can draw our share of 
the business. 

“The League has also given 
us the following figures: In the 
average home of the middle class 
there are now ten more outlets 
than there were a year ago. The 
number of appliances in the ave- 
rage home of the middle class is 
now 7.2. The number of appli- 
ances in Red Seal Homes: (which 
average 5 per-cent more outlets 
than the average middle class 
homes) are 12 plus, proving that 
the greater number of outlets, 
the greater number of appliances. 
Since the general standard is above 
what it used to be, with new 
homes using more outlets than 
ever before, they are, of course, 
in the market for more appliances. 
Hence, in placing orders for ap- 
pliances this vear, we suggest that 
our accounts also take into con 
sideration this expected increase. 

“This vear, more than ever be- 
fore, the electrical jobber is in 
clover. Light’s Golden Jubilee, to 
be held during the summer and 
fall, is practically made-to-order 
as a stimulant for early commit 
ments on Christmas tree lghting 
outfits. The small home-owner 
will want to join the big parade 
in paving his personal tribute to 
Thomas Alva Edison. What more 
fitting expression than to decorate 
his home and his garden with gar 








If it had not been for the city ele« 
trician seen here peacefully reposing 
against the wall these boys of the 
Wetmore-Savage Electric Supply Co., 
Springfield, Mass., would probably have 
been out getting business, instead of 
posing for the camera. From left to 
right they are: J. Edward Hall, mana- 
ger; Julius A. Ryan, city electrician; 
Larry Dunn, range specialist for the 
Westinghouse company, and C, J. Hal- 
linan. Ryan is dreaming of Waimea, 
Kauai, T. H., where a number of his 
friends are and he wants to be. 








Joe Leas is now in charge of city 
sales for Cuny & Guerber, New York. 
He comes from the General Electric 
Co., and he has spent the past twelve 
years with this company, Stanley & 
Patterson and Ostrander Electrical 
Supply Corp. It is said that Joe does a 
job as big as himself and that certainly 
isn't small. Cuny and Guerber also 
wish to announce that they are now 
distributing De Forest tubes. 





lands of Christmas tree lights! Of 
course the large downtown build- 
ings will install new systems of 
Hoodlighting and the downtown 
streets will boast illuminated arcs, 
and so on, but the small home as 
well as the big industrial will 
want to commemorate Light’s 
Golden Jubilee. Therefore, the 
dealer who cares to cash in on 
this business will buy his Christ- 
mas tree lighting outfits early, and 
sell them for the Jubilee as well 
as for Christmas. Here in Mil- 
waukee the [Electrical League tells 
us that a number of luncheon 
clubs, particularly the Rotary 
Club, of which Mr. Edison is an 
honorary member, plan to be a 
motivating force in making the 
anniversary a_ brilliant success. 
This will mean that the communi- 
ty celebration will be given plenty 
of publicity. 

“Another plan which the league 
tells us about is that Christmas 
tree lighting outfits which remain 
on the dealers’ shelves after 
Christmas will no longer mean 
frozen assets; no longer will they 
have to ‘hold the bag’ from one 
season to another. By means of 
educational advertising in the na- 









tional magazines, the public \ 
be educated to use them for la 
parties, Fourth of July, Hallo 
e’en, and so on. In other wor 
they will be no more seasonal 
than electrical appliances. Fri 
all indications, it will soon be jus 
as easy to line up early orders « 
lighting outfits as on electrical 
pliances, where dealers know th 
if they do not sell their Christm: 
stock they can always move 
on Mother’s Day or in June. 


/ 


“Of course, there is the matte: 
of dating. Dating is the manu 
facturer’s ‘tool’ for inspiring earl, 
orders. We feel that if it stim 
lates our orders, it will do th 
same for our dealers. If we bu 
in April because of dating, it i- 
entirely logical that our customers 
will buy in July, August, Septem 
ber or October because of dating 
While we want our salesmen t 
sell merchandise, not datings, \: 
do like to have them put over the 
thought that if we offer a cus 
tomer a dating of November 1, 
that gives him at least 30 days to 
be selling the merchandise with 
out a single dollar invested! Whe: 
this proposition is accepted, the 
dealer nearly always has to re 
order on December 1, where 
otherwise, he would have no suc! 
opportunity. From our angle, it 
is wise to have the bills fall due 
not later than December 25. \t 
that time the dealer has all oi! 








The modern manner of transactin: 
business—in the center is C. L. Smit! 
president of the Michigan Brass & 
Electric Co., Lansing, Mich., in th 
act of handing W. H. Sickinger, dis 
trict manager of the Rutenber Electr 
Co., an order for one of the new seri 
’29 ranges for which Mr. Sickinger flew 
up to Michigan to get on an eme! 
gency call from the Michigan Brass 
company. J. Nussdorfer, sales mana 


ger, is the third party. 
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Fasten with 
two screws 
to ceiling, 
wall, or 
device being 
installed 






o£ end 
for Sample 


Send at once for free sample of 
the Levolier Switch Bracket and 
see for yourself how it works. It 
should help you increase your 
sales of Levolier Switches. 





ESTABLISHED 1904 


VALPARAISO - INDIANA 













Now another big 


SELLING PoINtT 
ov the 


La Providing Cord at Car Window 
WITCH Oe oe re 


Easy to install—takes the smash of cold 500 
watt gas filled lamps — inexpensive — these are 
some of the sales points you are using to sell 
Levolier Switches. Now add this one. . 
a simple little bracket that makes possible many 
new applications of the Levolier Switch. These 
pictures below show just how the Levolier aati xs 

Bracket works. It fits like a part of the switch ae on ax & 
and assures quick, reliable installation. 


At the right are sketches showing a few a= 
suggestive applications. A supply of en- : 
velope inserts showing these appli- 1 | | 
cations and large pictures of the 1 | 
switch and bracket will be | | 
supplied free with your 
imprint. Tell us how Where Difficult to Reach 
many you can use. ae 


Place 
Levolier 
Fixture 
Switch thru 
opening 
and screw 














. Here is 








For Store Windows and 











For Ventilating Fan Over Sink 



















Run cord 
from switch 
toa péint 

convenient 






Showing 
Levolier Switch 
Installed 


with Bracket 
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In case you don’t know these people, they are, smiling from left to right: Mrs. 
Clinton Stark; Howard Ehrlich; Mr. and Mrs. Smaill; E. A. Rumsey; Mrs. 
Howard Ehrlich, and Clinton Stark, all gathered at Hot Springs. 





his money in, and he is in a posi- 
tion to pay his bills. Also it al- 
lows us to write the money in 
this year’s business. 

“In addition to all of the above 
sales arguments, we consider it 
necessary to circularize early, and 
to include our Christmas tree 
lighting outfit stuffers along with 
August, September, and October 
bills. Incidentally our belief in 
circularizing is that anything that 
is worth mailing at all is worth 
first class postage. 

“Thus, by means of advising 
our customers to display and mer- 
chandise early; to follow the big 
successful merchandisers of the 
country; to cash in on the early 
shopper; to avoid substitutions 
and limited selection; to take into 
account the expected increase on 
out-door lighting outfits, and ap- 
pliances; to capitalize on Light’s 
Golden Jubilee; to educate the 
consumer to the new uses to which 
Christmas tree lighting outfits may 
be put; and to take advantage 
of our dating, we have been*mod- 
erately successful in getting our 
clientele to anticipate their wants.” 

Charles H. Carey, sales mana- 
ger for the John Y. Parke Co., 
Philadelphia, has this to say: “The 
electrical jobber not only has to 
act as vendor, but he actually has 
to buy for his dealers and mer- 
chandise for them as well. For 
example, by agreeing to protect 
our customers against any price 
changes and by giving a dating 
as of December 1, most of them 
make their commitments’ on 


Christmas tree lighting outfits, 


electrical trains and appliances in 
July, August and early September. 
But before the goods are shipped, 
the smaller dealers often forget 
the size of the holiday order they 
have placed with us, with the re- 
sult that they overbuy not only 
on fill-in items from our house, 
but also on holiday goods and fill- 
ins from other houses. When it 
looks as though they are over- 
buying we remind them of the 
order which they placed a month 
or two ago. In the event that our 
warning comes too late, we fill 
only as much of the order as we 
know the dealer can handle. 

“By carefully watching this end 
of it, we can ship the goods with 
the assurance that they will be 
paid for, but unless a_ jobber 


checks the buying methods of hi- 
dealers, the advantage of ear! 
selling may turn out to be a whit. 
elephant. By making close friends 
of our customers and using a care 
ful system of checking (on th 
part of our credit men and sales 
men) we are finding it profitab| 
to begin selling early each year.” 

It may be readily gathered from 
all of this, that the jobbers whv 
are doing a real job of merchan 
dising Christmas items, are doing 
so on the basis of a plan well 
thought out, and well carried out 
And, jobbers in general, having 
an interest in this class of mer 
chandise, will do well to follow 
their example. 

* * * 
Diplomatic Collection 


Methods 
By A. H. BOGSTROM 
Fraternal Publishing Company, Los 
Angeles 

N ELECTRICAL jobber in 
Los Angeles had a great deal 
of trouble with customers, particu- 
larly old customers who were care- 
less of their credit obligations. For 
a long time this merchant thought 
about the problem that confronted 
him. Then he sat down one eve 
ning after supper and, with the 
help of his neighbor (the author 
of this article), composed a letter 
that collected over sixty per cent 

of these outstanding accounts. 
There’s nothing about this letter 
that seems to make it stand out 
from many other letters of a simi- 








Just an even score of men from the Hyland Electric Supply Co., Chicag 
which holds a sales meeting every Saturday. The nine men straight in fron 
are: B. Cunningham; S. Moses; R. Taradash; H. Taradash; L. Shapiro; M. | 
Taradash; R. Jaffe; A. Sabel, and H. Strelow. In the rear are: B. Nelson; 





Glecier; L. Taylor; H. Zemke; F. Stuckwish; S. Jaffe; R. Anderson; T. Care: 


M. Taradash; W. Hughes, and C. Weicensang. S. J. Rosenthal, vice-preside: 


is missing, but will be seen in another picture. 
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STEELTUBES [E. M. T.}* has the same 
inside diameter as heavy conduit. Made in 
three sizes [%”, 4” and 1”} with diameters 
and wall thickness shown above. One coup- 
ling furnished with each ten-foot length. 





STEELTUBES 
Advantages 


1—Saves thread- 
cutting 


2—Bends easily 
3—Light— handles 
easily 

4—Takes any fitting 
5—Speeds up the job 
6—Resists corrosion 
7—Costs less 

8—Standard price 
9—Carries Under- 


writers’ Label 
10—Local stocks al- 
ways available. 
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...USE ANY 
Standard ‘Fitting 


NE complete three-purpose coupling is furnished with 
every ten-foot length of STEELTUBES. This coupling adapts 
STEELTUBES to any standard threaded or threadless fitting. 


... Lo connect two lengths of STEELTUBES just slip the 
ends into the coupling and tighten the split bushings. 


... For threaded fittings, put the split bushing on the tubing— 
slip in place and tighten. 


... For outlet boxes or cabinets, substitute an ordinary Chase 
Nipple for one of the bushings. 


Ask for a sample package, and folder answering your questions 
about STEELTUBES. 


Electrical Division 


STEEL AND TUBES, INC. 
Cleveland, Ohio 
(A subsidiary of Republic Iron & Steel Co.) 


( *STEELTUBES Electrical Metallic Tubing J] 
CF is threadless, strong, light and easy to handle. Costs eC) 


less to buy. Saves time and money on the job. q 


Steeltulbes 
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Taken at the Kaplan Electric Supply Co., Chicago. The rest of the force was 
not available, but we’ll get them later. Left to right: Sam Kaplan, president; Ida 
Poil, secretary, and Harry Greenberg, sales manager. Miss Poil deserves spe- 
cial mention; she has studied the business, knows material and. takes care of 
many important things besides the books. 





lar nature. But it carries that ele- 
ment of friendly persuasion that 
removes the barb that is so char- 
acteristic of collection letters. 
Here’s how it read: 

Dear Mr. Blank: 

It is not an easy matter to call 
attention to an unpaid bill. It is 
difficult on two accounts. First, I 
know myself what it means to 
meet obligations. Second, and 
more compelling, I need your 
friendship and patronage. Remind- 
ers of this kind, besides being ex- 
pensive to both of us, cause me to 
run the risk of losing that friend- 
ship on which the continued suc- 
cess of this business depends. But, 
if friendship is essential, financial 
support is absolutely necessary. 
May I now continue to have both 
from you? Please sit down NOW 
and send me a check for $————— 
to cover the enclosed statement. 
Thanks. 

There’s no “fight” in this letter 

just a human appeal from one 
man to another. It hits hard and 
at the same time carries a direct 
and sincere appeal. The response 
to this letter proved that it hit the 
bull’s eye. 

Too often collection letters are 
dictated by the writer’s emotions 
rather than by his judgment. The 
result is that the debtor-customer 
gets hot under the collar. Now 
a business is made up of customers 
and a customer once lost can never 
be replaced. If you do get another 
one, it simply means that you 
should have had the additional cus- 
tomers in the first place. It is no 
argument to say that you don’t 
want these slow-pay customers on 
your books. Nearly every slow-pay 
customer was at one time a good 


pay one. He might have been kept 
so if he had been helped instead of 
dunned. A different sort of appeal, 
a more helpful attitude might have 
produced a different result. 


Electrical Exposition Octo- 
ber 7 to 12 


The Electrical Board of Trade 
of New York and the New York 
Electric Jeague announce that 
they will sponsor the National 
Electrical Exposition in the Grand 
Central Palace, New York City, 
from October 7 to 12, inclusive. 
every branch of the industry will 
be represented and developments 
and applications of electricity for 
every purpose will be introduced 
to those attending. 

P. C. Gilham 
(Continued from Page 16) 
held until 11 years ago, when he, 
with George F. Schoen, organized 
the Gilham-Schoen Electric Co., on 
a capital of $15,000, mostly bor- 
rowed from friends. Four years 
ago Mr. Gilham bought out his 
partner; and today he owns prac- 
tically the entire capital stock of 
the corporation. The name of the 
firm was changed to the Gilham 
Electric Co. at the time he made 

the purchase. 

The company has grown from 
that inauspicious start only 11 
years ago to its present annual vol- 
ume of about $1,000,000 without 
having taken into the company 
another cent of capital. Not only 
has the business been built on the 
original $15,000 investment, but 
profits were taken out of the com- 
pany as fast as possible during its 
early stages to pay back the bor- 


rowed money that made up the i: 
vestment. Signor Ponzi could hay, 
learned some practical lessons her¢ 
in regard to multiplying dollars! 

“Tt seemed in those days that 
our financial handicap was a seri 
ous detriment to our progress, 
Mr. Gilham explains, “but I ca: 
see now that lack of capital was 
one of the best things that could 
have happened to us. If we had 
all the money we had wanted to 
put into the business, we would 
have bought recklessly, sold reck 
lessly and—lost recklessly. As it 
was, we were confronted with buy 
ing a stock of merchandise, open 
ing a line of credit, selling our 
goods and keeping our credit clear, 
all without capital worth mention 
ing. Necessity forced us into care- 
ful buying and careful selling.” 

Because he knew that every 
piece of merchandise he bought 
must sell quickly, Mr. Gilham was 
careful what he bought. He knew 
that he could ill-afford to have 
money tied up in stuff that would 
not move. 

He knew, too, that every piece of 
goods he sold must bring in cash, 
quickly. Necessity decreed that the 
young firm take no chances on 
credits. Consequently, the firm 
was forced to hand-pick its cus- 
tomers. 








On the left we have J. T. Kohler wh: 
has just established himself in the ele: 
trical supply jobbing business at 15> 
Chambers St., New York City. M: 
Koehler “knows the ropes,” havin: 
been with Holloway-Bentz for 12 years 
and previous to that he was with th: 
Newark Electrical Supply Co. for tl! 
same amount of time. The fellow 0! 
the right is Richard I. Parrott, als 
from Holloway-Bentz. He will be sto 
manager of the new concern. Many 
well known lines such as P. & S., Hub 
bell, Steel City, Wheeler, Appleto: 
Arrow, Garland, etc., will be handled 
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And now (G3 panelboards carry 


a guarantee! 


quality makes this possible 
By FRED B. ADAM, President Frank Adam Electric Company, St. Louis 


To our customers and their customers who 
are the users of @® panelboards and 
cabinets: As our Company was one 
of the very earliest manufacturers of 
panelboards — approximately _ thirty 
years ago—and particularly panelboards 
that were a unit with the steel cabinet, 
we have had a great deal of experience 
in the manufacture, and installation 
while contractors, of switchboards and 
panelboards. 

In those days the standard practice 
was to take a piece of insulating ma- 
terial, usually slate or marble, and 
mount the bus bars, switches and fuse 
connections on the face of the panel. 
Asa rule these parts were screwed on 
from the back, and when any part of 
the material went wrong, it was nec- 
essary to take out the entire panel- 
board, regardless of the size, to make 
replacement. 

About 1920 we conceived the idea 
of a sectional panelboard made up of 
moulded insulating material that would 
have the insulating material as the dead 
face of the panelboard with the current 
carrying parts fastened into the proper 
recesses on the rear of each section, 
making each section a complete dead 
front panelboard ready for connec- 
ting to bus bars and fastening to the 
mounting back. As this design was en- 
tirely different from anything ever 
brought out before, naturally there was 
no kind of switch on the market to fit 
our particular idea of having the switch 
inserted from the rear. Our next 
problem was to design a switch; and 
naturally while we were about the de- 
signing of the switch and because of 
having had so much trouble with several 
makes of the flimsy types of switches, 
then on the market, we decided that we 
would carefully develop a switch, not 
alone to fit the proper housing in the 
rear of the dead front section, but make 
itabsolutely dependable, as an operating 
mechanism, to give continuous service 
to the occupants of the building prac- 
tically as long as the building was in use. 

The result was the simple design, 














but substantial and ruggedly constructed 
@ switch, with few but substantial 
parts. After eight years of practical 
application, we can say that our @ 
switch has absolutely proven reliable. 
Right from the start it was our prac- 
tice to ask all of our customers to let us 
know of the slightest difficulty in the 
operation of our switch or our panel- 
boards, and we guaranteed to replace any 
section with a defective switch witha 
new one, when the section with the 
defective switch was sent to us at either 
any district office or the home office. 
It seems indeed surprising that with all 
of the possible accidents that the hu- 
man factor always brings into a mate- 
rial of this kind, our switch replace- 
ments have been less than one for 
every hundred thousand switches that 
we furnished in the shape of assembled 
panelboards. Such minor defects as 
were originally encountered have now 
been practically entirely eliminated by 
the installation of a 1200-volt break 
down test. Each circuit switch is sub- 
ject tothis test before shipment is made. 
To make our many customers (The 
Electrical Contractors) all over the 


United States feel that they are getting 
the highest quality in this line of ma- 
terial, and that not only are @ Panel- 
boards and Cabinets “The Sign of 
a Better Job” for them but also 
a guarantee (to their customers, the 
owners and tenants of the buildings) 
thatthe manufacturers are behind their 
product we now guarantee the successful 
operation of the 7) switch in each and 
every panelboard section. If at any time 
within ten years a pane board section with 
a defective switch is turned inat the Frank 
Adam Electric Company’ s district office or 
sent to the home office, a new section for 
replacement will be immediately shipped. 

Making a guarantee for only five, 
ten or even fifteen years on the @ 
switch is not giving it a fair chance, be- 
cause we are satisfied that in twenty- 
five years the @ switches in the @ 
panelboard sections will still be giving 
the owners and tenants satisfactory 
service, because not only was this 
panelboard section and switch designed 
for just that kind of service, but in the 
last eight years it has proven that our 
theory, designing and construction have 
been a success as we planned. 

Again I say to our customers and to 
their customers that the @ panelboard 
and cabinet is not only the sign of a 
better electrical installation, but also 
a guarantee to the owner and his ten- 
ants occupying the building that they 
will get satisfactory service from the 
installation of @ panelboard and cabi- 
net and switchboards. 


Gud B, Alan 


President, Frank Adam Electric Co. 
St. Louis, Missouri 


Arank Adam 


ELECTRIC COMPANY 
ST. LOUIS 
DISTRICT OFFICES 


Dallas, Texas 
Denver, Colo. 
Detroit, Mich. 
Jacksonville, Fla. 
Kansas City, Mo. 
Los Angeles, Calif. 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Buffalo,N. Y. 
Chicago, Il. 
Cincinnati, Ohio 


Pittsburgh, Pa 

San Francisco, Calif 
Seattle, Wash 
Tulsa, Okla 
Vancouver, B.C 


Memphis, Tenn 
Minneapolis, Minn. 
New Orleans, La. 
New York, N.Y 
Omaha, Nebr. 


Philadelphia, Pa Winnipeg, Man. 
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“This way, ladies and gentlemen! Don’t 
miss the Wild Animal Show! Absolute- 
ly the g-r-r-eat-est untamed lion act the 
world has ever seen! Six fee-rosh-us 
Kings of the Jungle, roaring and tear- 
ing at the bars!” But, for a’ that, these 
boys from the Hyland Electrical Sup- 
ply Co., Chicago, are really nice, polite 
lions and won't bite or anything. Left 
to right, beside the truck: Otto Vlicek 











, Phil Galinter, Hank Mudloff, Nate 


Klein, Walter Kauffmann, Clarence Willer, and Hank Meyers. 





“We had a novel selling prob- 
lem,” Mr. Gilham laughs. “We 
were confronted, not with a prob- 
lem of finding customers, but with 
the necessity of selecting them. 
Our job was one of assortment 
rather than one of selling, because 
we had only a small stock of goods. 
We knew that when we sold an 
order we must have the money on 
time in order to replace the mer- 
chandise sold. 

“As it turned out, that was an 
excellent thing for the business. 
3ecause we learned the value of 
dealing with customers who were 
reliable beyond a doubt, we have 
seen the value of remaining with 
that class of customers. We did 
not sell the “‘Curbstone’ contractor 
in those days because we could not 
afford to take the risk. We do not 
sell to them now because we have 
sold so long to the better class of 
dealer and contractor that we do 
not have much of a _ standing 
among that class of trade. 


9 


“Lack of capital necessitated our 
picking not only our customers 
but our sales as well. We just had 
to have a profit from everything 
we sold in order to exist. That 
soon taught us a valuable lesson in 
the jobbing business: That there 
is no point in trying for mere vol- 
ume, that business without profit 
is worse than no business at all.” 

Mr. Gilham finds, too, that an 
important factor in building a 
healthful business is to be slow in 


withdrawing profits. He is on reg- 
ular salary with the company ; and 
that is all that he draws out of the 
business. Only one dividend has 
been declared. The rest of the 
profits have gone back into more 
stock and more business. 


Another interesting fact regard- 
ing the value of necessity in the 
building of this business is that be- 
cause the company was forced to 
select with minute care its stock 
and customers, it was able to turn 
over stock and accounts fast 
enough to discount all bills, right 
from the start. This policy has 


’ 
been followed consistently sinc 

The company’s credit losses ar 
only about 0.45 per cent of the 
gross volume of business. That is 
because the firm learned to d 
business with only reliable cus 
tomers at first and has found the 
policy worth while. For the sanx 
general reason the company enjoys 
a stock turnover of about eight 
times a year. This simply is a re 
sult of careful buying, forced on by 
necessity, in the early stages of the 
firm, plus a perpetual stock system 
which tells when and how to buy 

The company occupies a large 
corner building with extensive dis 
play space, which is a factor in 
helping dealers to create more ap 
pliance business. An assortment 
of appliances always is on display 
in the windows of the store and on 
the floor. There is a man always 
near the floor to greet any inquire: 
who comes in, seeking information 
about any of the appliances on dis 
play. He shows the caller the ap 
pliances, and how they operate and 
exerts every effort to sell her on 
their value. He then gives her the 
name of some dealer who handles 
the line and suggests that the call 
er buy from this dealer. 

“The more appliances are dis 
played, regardless of where, the 
more appliances there will be sold,” 
declares Mr. Gilham, “and for that 
reason we not only show appli 
ances regularly but help our deal 
ers to sell them.” 
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The Southern Tier Electrical Supply Co., Inc., Binghamton, N. Y., is celebrat 


ing its sixth year in the wholesaling business. 
is shown above, contains 24,000 square feet of floor space. 


The company’s building, whic! 
This wholesale: 


covers all of the counties in southern New York and northern Pennsylvania, 


this territory being handled by five salesmen who travel entirely by automobil: 
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Announcing a 


new I RIANGLE 
Rigid Steel Conduit 
Plant. ..... 


Speed....Safety....they form the keynote of our age. Architects 
and Engineers plan and design for Speed and Safety. They de- 
mand materials of highest quality, manufactured with all the 
precision, thoroughness and care that Science can provide. 


Manufacturers must keep pace with these increasingly exacting 
specifications. The Triangle Conduit Company has always fol- 
lowed this policy, and in order to supply the growing demand for 
our products, we now announce the establishment of a new and 
thoroughly modern Triangle plant, strategically located at 
Wheeling, West Virginia. 


In this new Triangle plant we shall produce Triangle Rigid Steel 
Conduit, a superior product, made of the highest quality materials 
by skilled hands and the last word in machinery....a product that 
will not only meet, but exceed, the requirements of 
the most rigid specification. 


Triangle Conduit Co., Inc. 


Factories: 


Brooklyn : Chicago : Wheeling, W. Va. 


General Offices: In Canada: 


Dry Harbor Road and Cooper Ave. 
Brooklyn, N. Y. Toronto 


Canadian Triangle Conduit Co., Ltd. 
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only in non-metallic 
sheathed cable 


N. -METALLIC Sheathed 
Cable may now be ob- 
tained either with or without 
grounding wire, according 
to 1929 revisions of the 
National Code. 

The need for just such a 
dependable non-corrosive 
ground return has long been 


felt by every thoughtful con- 


calls for grounding asa prime 
protection for life and prop- 
erty. But it remained for the 
manufacturers of Non- 
Metallic Sheathed Cable to 
provide the first continuous 
non-corrosive ground return 
—and to protect interruption 
of its continuity from me- 


chanieal injury by placing 





tractor. the conductor inside the 


Good practice gene cally eable. 
















If you have not seen this new Non-Metallic Sheathed Cable, write 
to any of the Licensed Manufacturers listed below, for sample. 


American Circular Loom Company 
Anaconda Wire and Cable Company 
Collyer Insulated Wire Company 
Eastern Tube and Tool Company 
General Electric Company 
Marion Insulated Wire and Rubber Company 


National Metal Molding Division 
National Electric Products Corporation 


Rome Wire Company 


Division of General Cable Corporation 


The Wiremold Company 














Triangle Conduit Company, Ine. 





The above Manufacturers are Licensed under Non-metallic Sheathed 
Cable Patents number 1439323; 1520680; 1203788; 1673752. 


SHEATHED CABLE / 
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CRYSTAL 


G LASSTOP 





New conve- 


New visibility! 
nience! Royal Glasstop Fuses 
now have a complete hexagon 
head on sizes of 15 amperes 


and under. The Glasstop of 
Royal Fuses shows instantly 
when blown —and far more 
clearly than any other type 
And now—Royal 
engineers have combined 
with this feature of visibility 
The hex- 
agon head tremendously sim- 
plifies the question of fuse 
selection for trouble-men, 
sales people and electricians. 
Write today for complete in- 


use could. 
f Id 


a new convenience. 


formation. 


ROYAL 
ELECTRIC COMPANY 


Chelsea Station, BOSTON, MASS. 


ROYAL, 
CANDELITE 





(Equipped with Mazda Lamps) 
Write for information on 
this attractive item for 

Christmas Lighting 
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| and item they sell 





On the left is Martin Newman, pro- 


prietor, Hub Electrical Supply Co., 
New York City. He was snapped just 
after returning from the Hot Springs 
convention of the N. E. W. A. and 
states that his company is now a mem- 
ber of the association. The gentleman 
at the right is L. Hammerman, sales 
manager. 





How the Salesmen Push 
Long Profit Lines 
(Continued from Page 


14) 


the gross profit each line 
carries. They 


| watch for opportunities to push 


| long-profit items and _ lines, 


and 
where there is to be a split up of 


| the order they know what lines 


| ritory. 


they want to sell as their share 
of the order. 

For his remuneration the sales- 
man receives 25 per cent of the 
profit produced by his ter- 

The average Gilham sales- 


gross 


_man working outside of Atlanta 


profit of $30,000; 


|ing his 


has a territory that produces 
about $150,000 in business yearly. 
For the sake of example, suppose 
the gross profit on $150,000 is 20 
per cent. In that case, the sales- 
man gets 25 per cent of a gross 
or $7,500 for his 
year’s work. 

Out of this 25 per cent, how- 
ever, the salesman must pay his 
own expenses, including furnish- 
own automobile. Here, 
the company increases net 
profits, because it naturally does 
not cost a salesman much to 
travel on his own money as on 
that of the company. 

When the company _ switched 
the men to this profit-sharing 
plan, it established a drawing ac- 
count for each man equal to the 
monthly salary he drew last year. 


too, 


as 


To this the company added $50 
per week to enable the salesman 
to pay his traveling expenses. 

Both the drawing account and 
the traveling expenses are charged 
against the salesman’s account. 
Then at the close of the year the 
total volume of business that 
comes out of his territory will be 
figured as to gross profits. One 
fourth of the profits will be cred 
ited to the salesman’s account. 
The total of drawing account and 
traveling expense advances will 
be deducted from his earnings, 
and he will receive the balance in 
a lump sum at the end of the 
year. 

“If a man fails to earn enough 
to cover his drawing account and 
expense allowances, we do _ not 
charge the difference against him,” 
Mr. Gilham explains, “but he 
stands a good chance of losing his 
job. We expect every man to 
have several hundred dollars com 
ing to him at the close of the 
year; and their increased earnings 
thus far indicate that they shall 
have.” 

A salesman gets full credit for 
all business that comes out of his 
territory, whether he brings it in 
or not. 

The company does not have its 
city salesmen on this basis. They 
are on straight salary, for the 
reason that conditions are so dif- 
ferent in city selling that Mr. Gil 
ham does not believe that the 
same plan could be applied suc 
cessfully. 








_ Wm. Colodny, with 11 years follow- 
ing in the electrical trade, is now rep- 
resenting the Greenfield Electrical Sup 


ply Corp., Brooklyn, N. Y., covering 


the Long Island territory. 
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REFLECTOR | 
AND LAMP 


MANUFACTURERS STANDARD 


WHEELER 
DOME ISO 
/~ COMPLIANCE WITH 
REFLECTOR AND LAMP | 
| MANUFACTURERS a , 
| SPECI S 
BLECT BICAL « WeSTiNG 2, 








RLM—a symbol of the most efficient and _ ies. It identifies a reflector perfect in con- 
modern design in reflectors for general tour, dimension, finish and performance— 
illumination! The RLM label is the sign of and serves as the surest guide to tested 


compliance with rigid a quality in industrial light- 





specifications set up by ae « mec ing equipment. Upon re- 
the Reflector and Lamp Mme 4 = 
Manufacturers—and ap- 


Quest, Wheeler engi- 
| B neers and representatives 
pears only on their prod- cl a will gladly provide light- 
ucts which have been & ing recommendations 


approved by the Elec- i is shown vaptel installation of Wheeler and complete in fo rmd- 
trical Testing | aborator- RLM Reflectors. Note the even distribution of light. tion on RLM Reflectors. 


WHEELER REFLECTOR CO., BOSTON, MASS. 


NEW YORK ATLANTA CLEVELAND 


Sales Offices: St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle; In Canada: Canadian General Electric Co., Ltd. 


ik 
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Gertler Opens Long Island 
Branch 

Nat Gertler, Gertler Electric 
Co., certainly celebrated the open- 
ing of his new branch store at 3501 
Northern Blvd., Long Island City, 
N. Y., in great style. On the 
opening night approximately 100 
of his business associates were 
present at a banquet given at the 
new store. After a tour of inspec- 
tion of the new establishment, an 
elaborate dinner was served. From 
olives to coffee it was perfect, ac- 
cording to those in attendance. 
The after dinner speakers were 
both interesting and entertaining, 
and were unanimously complimen- 
tary to Mr. Gertler. 

Nat Gertler has been in the Elec- 
trical business since 1907. He was 
an electrical contractor until 1915, 
at which time he entered the 
wholesale business. His first job- 
bing establishment was located on 
82nd St., and in 1918 he purchased 
his present site at 220 W. 83rd St. 
Five years ago he opened a branch 
on Main St., Yonkers, N. Y., and 
this business developed so rapidly 
that it was found necessary to re- 
move it to larger quarters at 225 


Ki kw) 
Broadway. The latest branch was 


designed after considerable study’ 


of merchandising methods. A 
large number of counter displays 
are used, and a special section has 
been allotted for the display of the 
large line of fixtures handled. Mr. 


Gertler gives as his reason for 


branching out the fact that buying 


is becoming more and more local- 


ized. 


Light’s Golden Jubilee Stamp 
Issued 

The U. S. Post Office is issuing 
a new two-cent postage stamp to 
commemorate the 50th anniversary 
of the production of the incandes- 
cent lamp invented by Thomas 
Alva Edison. 

The new stamp is the same size 
as the ordinary two-cent stamp, 
and is printed in red ink, the cen- 
tral design being a picture of the 
original lamp with rays issuing 


therefrom. 
* * * 


Garfield & Elliott 
Publish Catalog 

The Garfield & Elliott Electrical 
Supply Co., Inc., New York City, 
announces the completion of a 
new- 48 page catalog. 

Bound in a three color modern- 
istic cover this edition contains il- 
lustrations of the newest designs 
of fixtures. A copy will be mailed 
to anyone in the trade sending a 
request to either of the company’s 
stores. 

* ok *K 
Frost Improves Store 

Samuel Frost, New York City, 
has had a new front built to his 
store improving the appearance 
considerably. 

a * * 
John Dunn Adds Re- 
sponsibility 

John Dunn of the Sager Electri- 
cal Supply Co., Lynn, Mass., has 
taken on additional responsibility 
by becoming the proud father of a 
baby boy. 


New Jobber in Jersey City 

The Majestic Electrical Supply 
& Equipment Co., 301 First St. 
Jersey City, N. J., opened its doors 
to the public on July 1. This job 
ber will carry a complete line o: 
lighting fixtures, and electric sup 
plies. 

John A. Stang, formerly with 
the Krich Light & Electrical Co. 
and more recently with Garfunke! 
Bros., is president of the new com 
pany. Edward Seligman is treas 
urer. 

* * * 

Jobbers Visit Radio Plant 

Sam Kavish, radio jobber; Jo 
Wolfe, Wolfe Radio, exclusive 
Temple distributor; M. Sachs 
Monarch Radio, all of New York 
were visitors at the Triad plant in 
Pawtucket, R. I., recently. 

Falls Equipment Gets Out 

House Organ 

The Falls Equipment Co., But 
falo, N. Y., is issuing a weekly 
bulletin called “Falls Flashes.” 
This will be distributed to all of 
the company’s dealers. 

The purpose of this house organ 
is.to aid the dealers in selling elec 
trical appliances and equipment. It 
will endeavor to keep them posted 
on “good bets” not to be over 
looked and also of “gossip” of the 
trade. 


Electrical Specialties Moves 


Electrical Specialties Co., De 
troit, Mich., has moved to new 
and larger quarters at 433 EF. 


Larned St. 








This Group Helped Celebrate the Opening of the Gertler Electric Co.’s Branch in Long Island City, N. Y. 
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Cy ae tremendous season for 


The HANKSCRAFT Line 


---+-agnd here is _y ve 


Proven quick-selling merchandise 


A year ago Hankscraft Egg Cookers, Egg Services, Egg-Etts and 
Fairy Warmers were practically unknown to the trade and the 





public. Yet, without any national advertising, they were an 
outstanding success of the merchandising season. This proves 
the worth of the products . . . the public demand for their 
convenience. 





ite 


A power-plus advertising campaign is going to sell the 
Hankscraft Egg Cooker and the Fairy Warmer to 20,000,000 
readers of the Saturday Evening Post and the leading metro- 
politan dailies. The campaign is aimed primarily at gift 


ee SEES 
‘ ~~ en ae 
: si aie 


buyers. Readers are directed to the electrical dealer to buy 


ar 


Hankscraft appliances. 












A New SB 4 eet 














Gift Demonstrator 
Package... Display ... 
Now available . . . a new supply | 
All Hankscraft appliances will be of Hankscraft Demonstrator Dis- 
wrapped in special gift packages, plays, complete with table and eight- 
ready for mailing. The packages color background, free to dealers 
are decorated in four colors, with buying the minimum display as- 
illustrations of the appliance en- sortment of appliances at regular 
closed. Adds greatly to the gift appeal of the package discount price, $44.14. Re- 
Hankscraft line. tail value of assortment, $70. 
* Sra, ; , Rite ee aa 
. . a enone ee 









% il a on a lel 


To aid you in telling dealers and central station buyers about this powerful mer- 
chandising and advertising campaign we are preparing a portfolio containing a 
complete presentation—reprints of advertisements in the Saturday Evening Post 
and big city dailies, the new package, display cards, broadsides, folders and other 
merchandising aids. Order this portfolio now—show it to your dealers and cen- 
tral stations—tie in with Hankscraft trade paper advertising—and you'll cash in 
on these most active electrical gift items. 








© 





oC MADISON 
She HANKSCRAFT Company consent 
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Sell them the New! 


WADSWORTH 


60 amp. RANGE 
CIRCUIT CABINETS 


















With or with- 
out plug fuse 
distribution 
for flush and 
surface 
mounting 
dead front 
construction. 








































CATALOG NO. 66F 










Like Wadsworth Safety Switches these new 60 
amp. cabinets are designed by an experienced elec- 
trical inspector and contractor who knows the 
problems of your customers. Wadsworth 
Range Circuit Cabinets have all the distinctive 
Wadsworth quality features. Write today 
for extra copies of Bulletin No. 42 which 
describes and illustrates Range Circuit 
Cabinets, giving you data to help you sell. 





The WADSWORT Hee ECTRICMEGG INC. 
Covington ntucky. 
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“One swallow doesn’t make a sum- 
mer,” says C. J. Narz (left), of Tafel 
Electric Co., Louisville, Ky. “No,” re- 
plies his co-worker, J. B. O’Brien, “but 
up in Michigan a pint makes a whole 
lifetime.” 





Creating Brighter 
Holidays 
(Continued from Page 9) 


“Plan Book.” It will include in 
detail, all the phases of organizing 
the activity locally; suggestions 
for special stunts; ideas leading 
to the participation of local 
groups; clubs, etc.; a series of il- 
lustrations to show possibilities of 
decorative lighting, and a list of 
supplementary material available. 


“These Plan Books are to be 
made available without charge, 
except where large quantities are 
requested. They will be sold at 
cost, in this case.” 


Among specific helps to various 
groups, the book will include a 
special chapter to aid the con 
tractor-dealer. For, a_ veritable 
harvest of new porch and ‘outside 
outlets await his creation, not to 
mention the miles of new wiring 
which the ever-growing Christ 
mas lighting custom has engen 
dered. He will welcome the nu 
merous ideas included. 

This Plan Book, the Committee 
hopes, will be ready for distribu 
tion some time in October. 

Further details, the benefit 0! 
the experience gathered from the 
promotion of the 1928 national 
contest, and the forthcoming Plan 
Book, may be had by communi 
cating with the Society for Elec 
trical Development with head 
quarters at 420 Lexington Ave 
New York City. 
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‘The Light 


in your pocket ! 


incandescent lamp, a cow kicked over a lantern pelong- 

ing to Mother O'Leary and started the great Chicago 
fire. This great catastrophe dramatized the dangers of portable 
lighting down through Beery. Torches, candles, lanterns, oil 
lamps, every one of them made a trip into the dark an un- 
certain venture. Every one of them a potential Mother O'Leary 
lantern! 

Thomas Alva Edison took. the dangers of the open flame out 

of lighting. To do it he perfected in 1879 the first practical 
incandescent lamp and later built the first lighting plant in 
America and filled it with pulsing “Jumbo” dynamos and 
generators. Today a complete lighting plant is no larger than 
a match tox. This supplies a broad, steady, true beam of light 
from a Mazpa lamp no bigger than a shoe 
button; a light that women and children can 
handle and handle with ease as well as safety. 
Just as Thomas Alva Edison built the first 
central station in America, it has remained 
for Burgess to build—30 years later—the 
smallest, efficient electric lighting plant in 
the world. 


Sine: years before Thomas A. Edison perfected his 





This Snaplite can be slipped into the vest pocket or a 
woman's hand bag without bulging. Out in the open today, 
millions of people are using Burgess Snaplites, simply snapping 
the lid up to obtain light and snapping it down to turn it off. 
While their Grandmothers and Grandparents and even their 
parents messed around with coal oil, tallow drips and smudgy 
wicks. 

The Burgess Snaplite supplies a complete portable power 
plant good for many months and many uses for only 39 cents, 
while the early incandescent lamps produced by Edison cost 
the consumer more than five times as much. The difference is 
a tribute to modern efficiency in electrical production and re- 
search—which has made the match and the candle expensive 
as well as dangerous. 

Licut’s GotpeN JuBILEE pays a tribute to 
the founder of the Age of Light because he 
laid the foundation a half a century ago for 
this tiny, portable, complete lighting pl&nt 
which can be dropped so easily into your 
vest pocket er hand bag. 


BURGESS BATTERY COMPANY 
General Sales Office: Chicago, Iil. 


Col ors:--Next Month 


Get October 19th Saturday Evening Post and see the four-color SnapLite ad. 
EVERY MONTH you'll find attention-getting ads featuring Burgess products. 
Special Light’s Gotden Jubilee SnapLite 
An appropriate souvenir, especially suitable for Light's Golden Jubilee ban- 

quets, club luncheons, etc. Stock and sell it during Jubilee week. 


Plan a Light’s Golden Jubilee Window. Window Display 
Material, Featuring the History of Light and The Burgess 
SnapLite, Will Be Sent You Upon Receipt of Coupon. 


BURGESS BATTERY COMPANY 


In Canada: General Sales Office: 
NIAGARA FALLS and WINNIPEG CHICAGO 





(tip, Sign and Mail Joday 


BURGESS BATTERY COMPANY 
111 W. Monroe St., Dept. D 
Chicago, Illinois 


Please send me all details regarding your SnapLite Window 
Display during October. 
Name-.- 


St. No. 


Town- -- 
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There is a Diehl Fan tor every ven- 
tilating need, permitting jobbers or 
dealers to handle but one line from a <atiiibiie : 

single reliable source . . . Diehl Fans ae 
are easy to sell. Attractive in appear- 
ance—quiet and dependable—efhcient 
























and economical in operation . . . Cost 
no more than others . . . Backed by a mi 

. : die Baitinger gets Wilde, and how! In 
more than 40 years manufacturing other words the Baitinger Electric Co., 
experience. New York City, has acquired the ser\ 






ices of S. J. Wilde, formerly purchas 


ing agent of the Lehigh Electric Co 
etter Mr. Wilde will take an active part in 


3aitinger’s sales and service activities 










CREEL TYPE CEILING - 
FAN particularly adapted for 


































textile creel application and SRD pit poset 
| for telephone operating ee ate lia 
rooms—also for restaurants, ? > 
Stakaek Seheries ote. Ween entilation 
| placed over doors it prevents j : . 
the entrance of flies. In planning a decorative light 


ing campaign, two things, it has 


| every month in the year been found, should be done as 


soon as_ possible. 
Here is practically a new and 


untouched market for every First: Organize the personnel 


jobber salesman . . . Diehl Fans required to develop and promote 
do more than dispel heat in such an activity. Usually this is 
summer ... They are the rec- “ 4 


accomplished through civic or 
electrical organizations. Since 
most of the work must be han 
dled by committees often com 
posed of men located in different 
parts of the city and having di 
versified business interests, con 
siderable time normally  elapses 
before such a group can show re- 
sults to the public. 


ognized logical means of obtain- 
| ing better ventilation all year 
round .. The field is un- 
limited . Every home, store, 
shop, factory, restaurant, hotel, 
theater, apartment house, etc., 
Is a prospect for better ventila- 
tion Start now selling your 
| dealer friends on the idea of 
| going after this highly profitable 
business . it means steady re- 
peat orders for you. Write to 
day for catalog and complete in 
ice) atio 
en Second: Advise the electrical 
Sizes 9, 1¢ ond 1b tae Ee Te coerce, offices, dealers and other merchants on: 


See ee Se a et ee | 6terestell  taet aetonmere Genting 

materials are available, so that, if 
they have not already done so, 
they may get their orders placed 


DIEHL MAMUSACTEENNES G04 _ to meet their probable require 


electrical division of THE SINGER MEG. CO. ments, and plans can be made for 








ELIZABETHPORT NEW JERSEY show window and counter dis 
Atlanta oeeeniees Philadelphia plays. Do not overlook the florist. 
ete —— Putebursh for his merchandise is of con 


Chicago New York St. Louis 





siderable importance in the dec 


orative lighting field. 
| Where there is an Electrical 
League, this body forms the logi 


cal group to take the initiative 


with other organizations in get 

| ting a program under way. Ii 

N an active body of this type does 
not exist, it will be necessary fo: 


FE : | the local lighting company or onc 
a te te te i et te a! the live dealers or contractors 
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°> . 
Lustrous BAKELITE Convenience Qutlets .. . 
the new Finding Ridge, which steers the plu 

om any point of contact. A press—and 

twist “home”... Standard Duplex Receptacle 
“Plaster Ears, No. 1912-G. Standard Single Recepta 
ih Plaster Ears, No. 1911-G. (Plaster Ears advance 
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KAWCINE 








KAYLINE 
RESIDENTIAL 
FIXTURES 


RESENT demands for crude early 
American types can be well satisfied 
with pieces that make up the “Mayflower 
Line”—one of which is illustrated above. 





Whether it be lighting efficiency or artis- 
tic design, there is a well balanced com- 
bination of both built into every unit of 
Kayline origination. 


Kayline engineers and designers, in 
their creation of artistic and appropri- 
ate lighting fixtures, constantly have in 
mind the trend and requirements of the 
home owner and builder. 


The complete line, in every detail, 
embodies designs appropriate for 
every type of dwelling. They match 
every period or style of architecture 
and are priced within the range of 
every home owner or builder. 





Thirty-four years’ experience in the 
manufacture of quality lighting fix- 
tures is a background upon which 
Kayline products are offered to you 
and your trade. 


Write today for our complete catalog. 


TRE BAterNG CO. 


602 Huron Road 
CLEVELAND, OHIO 
_Manufacturers of Lighting Equipment 


SINCE 1895 
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to take the initiative by calling 
together a few others in the elec 
trical business. Secure the back 
ing of business men’s clubs o: 
Chamber of Commerce whereve: 
possible. 

Such civic bodies are logical 
groups to arrange for a municipal 
display, which ordinarily includes 
not only the big tree and lighted 
decorations in some central loca 
tion, but also building exterior 
decoration and_ special colored 
lighting on the principal streets of 
the city. The local lighting com 
pany has a wonderful opportunity 
to lend its organization to plan 
promotion, and to “line up” in 
fluential citizens. 

As for the dates: 

September 1—Meet with Elec 
trical League officials or form 
group to discuss general plan. 

September 5—Meet with Cham 
ber of Commerce or other civic 
body committee. Order for early 
December delivery stock of dec 
orative materials if this has not 
already been done. 

September 15—Follow up gen 
eral committee to make sure plans 
are formed and letters sent to key 
men whose cooperation is essen 
tial. 

October 1—Arrange for publici 
ty in leading papers. 

October 15—Order Christmas 
Lighting Booklets for use in a 
home decorating contest. Put fin 











he 





Charlie Stone on the right, city 
salesman for the Interstate Electr: 
Co., Shreveport, has just asked R. M 
Jennison, his sales manager, if he eve: 
heard the story of the two Scotchmen 
“It seems there were a pair of tights, 
says Charlie, and R. M. is waiting for 
him to finish. 
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proven 





ways to sell cleaners 


The 1929 Fall plan of Hamil- 
ton Beach Mfg. Co. to cooperate 
with its dealers in selling Hamil- 
ton Beach cleaners to the con- 
sumer is the most thorough and 
effective ever offered by any 
vacuum cleaner manufacturer. 


Every feature of the plan has 
been used by dealers and proven 
effective in selling cleaners at 
the store. The day of selling 
cleaners by factory canvassers 
at prices high enough to cover 
this extra expense is fast pass- 


ing. 


The Hamilton Beach Mfg. Co. 
took the initiative in eliminating 
factory agents and agent super- 
visors thus reducing the price of 
their $62.50 cleaner down to 
$39.50 and allowing dealers a 
larger profit. The result was a 
tremendous increase in Hamilton 
Beach sales which proves that 
more cleaners can be sold at a 
fair price in the store than at a 
higher price through canvassers. 


The Boston Store at Milwau- 
kee, in 18 months, carrying a 
stock of 24 Hamilton Beach 
Cleaners had a turnover of 34 
times with no canvassers—just 


store demonstration of the vacu- 
um cleaner. 


The Hamilton Beach plan is 
based upon a special Demo-dis- 
play to make store sales easy. 


In addition, sales will be stim- 
ulated by a national campaign of 
large newspaper ads containing 
dealers’ names—cooperative ad- 
vertising—special outdoor signs 
—factory direct mail service— 
window displays—telephone can- 
vasses—postcard mailings—sales- 
manship course for clerks—etc. 
Our plan book “9 Proven Ways 
to Sell Cleaners” will be mailed 
to jobber’s salesmen and dealers 
upon request. 


Just mail the coupon below. 


Mail Coupon NOW! 


FSS SS SSS SSF SSS SSS FSF FSS SS wi 
1 Hamilton Beach Mfg. Co., - 
i C-9036 H. B. Bldg., Racine, Wis. : 
g Without obligation, please send your 4g 
h 24-page booklet ‘9 Proven Ways to Sell § 
g Cleaners” i 
: I Boece neko ; 
; I ait dis Sasanatrenhccnemname i 
a 
4 
t 
§ 
+ 
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Hamilton Beach 








Was $62.50 
Now $39.50 


Denver & West 
$41.00 















Motor-driven 
beating 


brush 
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REPEAT 
ALES- 


The Complete line of ABolite 
Porcelain Enameled Reflectors 
gives assurance of— 


Correct Design—The form of the re- 
flector is scientifically designed and 
formed to give the proper ray dis- 
tribution. 

Accuracy—They are formed in pow- 
erful presses between dies of perfect 
accuracy—a newer and better meth- 
od than the old “spun” type. 

Ease in Cleaning—The reflector is in- 
stantly removed for cleaning without 
disturbing the wiring of the holder. 
Interchangeable Feature—ABolite re- 
flectors will fit any ABolite holder. 
Strength—Made of extra thick Arm- 
co steel sheets, drawn from one 
piece. 

Resistance to Weather—Thoroughly 
protected inside and outside with a 
vitreous enamel having the same co- 
efficient of expansion and contraction 
as the metal in all temperatures. 
High Reflection Coefficient—A white 
enamel on the inside of the highest 
reflecting power—and_ retains its 
whiteness. 

PROMPT DELIVERY and a margin 
of profit which make it worth while 
to really PUSH ABolite sales. 

Send to us for Catalog No. 180 and 
go after the Airport and Sign Busi- 
ness. 


The ABolite Reflector Company 
2114 Terminal Tower 
Cleveland, Ohio 
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ishing touches on _ organizatior 
plans. Order additional materials 
and colored lamps required fo: 
December delivery. 

November 15—Make preliminary 
announcement of community light 
ing plans and home decorating 
contest to the public. 

November 20—Start publicity 
campaign in Sunday papers to 
continue until Christmas, 
December 1—Announce book 





| lets on lighting ready for distribu 


tion to would-be’ contestants. 


|Write leading stores and indus- 
' trial plants urging building dec 


oration—offering cooperation. 

December 5—Dealers and con 
tractors line up extra labor io: 
delivery and installation of dec 
orative materials. 

December 10—Announce judges 
in home decorating contest. 

December  26-28—Judge_ = dis 
plays. 

December 29—Judges meet and 
award prizes. 

Form Zones 

In the larger communities, the 
residence areas can be grouped 
into sections with prizes of mod 


erate size for each and a grand 


prize for the best display in the 
city. Merchant associations should 
be interested in the decorative 


_ lighting of the business section. 


Festive lighting for parties is 
becoming more and more popular. 
For almost any occasion a dec- 
orative scheme may be _ built 
around appropriate dolls and 
flowers—Santa Claus and_ holly: 
Dan Cupid and bleeding hearts 
for Valentine; Easter rabbits and 
daffodils; figures and flowers for 


any holiday. The decorations are 


given life by using lamps for the 
dolls’ heads and for the hearts of 


'the flowers. For evening parties 


outdoors, such as lawn fetes, gar 
den parties, and weddings, both 
beauty and illumination are ob 
tained from lighted trees and 
shrubbery, lighted festoons, Jap 
anese lanterns equipped with in 
candescent lamps, and_ othe 
lighted decorations. 

But, of course, just now, the 
alert jobber’s salesman’s biggest 
and most timely job is that 0! 
laying a sound foundation for 
bright and prosperous Christmas 
and New Year season. Today 1 
not too early for him to begin. 
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The Baldwin Plant at Eddystone 


THE BALDWIN LOCOMOTIVE WORKS 





are completely equipped with 


TRIC 


This gigantic institution chooses 
Trico Renewable Fuses for electri- 
cal protection, There are several 
good reasons why large enterprises 
like this select Trico. 


The powder-packed renewal ele- 
ments in Trico Fuses make them 
dependable, and they render the 
highly efficient service so much de- 
sired by particular electrical engi- 
neers. 


RENEWABLE 
They’re ‘‘Powder-Packed” 














FUSES 


Other important factors that round 
out the merits of this really out- 
standing renewable fuse are 


Money-Saving TRICO Factors 


No Premature Blowings 
No Unnecessary Shutdowns 
No Oxidized Contacts 
No Charred Casings 
Copper-to-Copper Contacts 
Reduced Watt Loss 
Time Lag 


And they cost no more than other 
makes of renewable fuses 


Free Samples on Request 


TRICO FUSE MFG. CO. 
1004 McKinley Ave., Milwaukee, Wis. 


— 



























REG. U. S. PAT. OFF. 





FUSES—FUSE PULLERS 
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H. M. Steussy is President of the Re- 
tail Radto Association, Vice-President 
and Director of the Federated Radio 
Trade Association, Director of the 
Wisconsin Radio Trade Assoctation 
and President of H. M. Steussy, Inc., 
M1/waukee 
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In this, the Ninth of a Series of Messages by Prom- 

inent Radio Men, H. M. Steussy Gives to Jobbers’ 

Salesmen Some Excellent Thoughts Which They 

Can Carry to Thetr Radto Dealers — Thoughts 

Which Put Into Action Will Bring Returns 12 
Months Out of the Year 


HE primary purpose that 

prompted organization of the ra- 
dio retail section of the Federated Ra- 
dio Trade Association was to give re- 
tailers an opportunity to establish a 
national retail body. 


However, since the retail problems 
are subject to local conditions it seems 
that the original thought—that it be 
made up of local associations—makes 
a far more satisfactory working ar- 
rangement, as the men back of the 
local associations are usually the live 
wires in their respective communities. 


Consequently, since the wholesaler 
has interested himself in his local 
community to the extent of identify- 
ing himself with the local association, 
he naturally, through the splendid 
contact of the radio wholesalers as- 
sociation and the manufacturer, is in 
a most capable position to advise and 
counsel his retailers. 

It strikes me that if each local 
group of radio men in any given city, 
county, or state would organize as a 
unit and identify themselves as some 
30 associations have, with the Feder- 
ated, there would be more dealers 
writing in black ink and finding them- 
selves awake to new ideals that they 
cannot get except by association with 
others. 

Too many dealers still think that 
radio is a seasonable business. I can 
prove to any man or organization in 





the retail business that there is no 
necessity of writing red ink any one 
of the 12 months of the year. It is 
all a mental condition. If the dealer 
is content to keep his furniture pol- 
ished by sitting about his warehouse, 
awaiting the arrival of the “please de- 
liver to me’ customers, he must ex- 
pect to write red ink, and why not? 


The success of a radio business is 
predicated in service. Do not misun- 
derstand me. The sales must support 
the service, and a large percentage of 
the retailers, in fact 90 per cent of 
your retail sales organizations have 
not sufficient service men and the 
proper delivery facilities to do a vol- 
ume of business on a par with other 
lines. Unless you give service on a 
basis of 24 hours and make deliveries 
as promised to the customer you can- 
not possibly hope to be successful. 

Fundamentally I cannot help but 
feel that the condition that now exists 
in the radio industry set up, so far as 
associations are concerned, is sound 
and it cannot help but be of benefit to 
all in this great industry, and the 
quicker that those who are not asso- 
ciated with the group they have a 
right to be associated with, get on the 
band wagon, the better the merchants 
and the more successful they can 
hope to be by learning from those 
who have been successful while the 
industry went through its early stages. 
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Radio Wholesalers Association, Inc. 


Peter Sampson, Pres. 


J. Newcomb Blackman, Vice-Pres. 
New York 


Harold J. Wrape 
Hon. Chairman 
St. Louis Chicago 





The Wholesaling of Cabinets 

The wholesaling of cabinets is 
becoming more difficult because of 
the number of manufacturers pro- 
ducing radio cabinets and because 
many of these manufacturers have 
no sales policy. 

There are a number of cabinet 
manufacturers who are confining 
their distribution exclusively 
among wholesalers. If that policy 
were universal, radio wholesalers 
would find the cabinet business 
profitable and worth while devel- 
oping. With so many manufac- 
turers in the field selling direct to 
the dealer, a good percentage of 
the wholesale houses neglect the 
cabinet market because of the 
competitive condition. 

The average radio wholesaler in 
order to do a volume of business 
on cabinets should carry a wide 
assortment of styles so as to best 
serve his community. That in- 
volves a large investment; and 
also, the question of turnover be 
comes quite a problem. Whole- 
salers could successfully market 
cabinets in large volume in spite 
of the inventory and turnover 
problem, were it not for the com- 
petition of wildcat manufacturers 
who build a line of cabinets gen- 
erally at low prices and_ then 
through sales agencies or direct 
advertising circulars canvass the 
retail trade. \Vith this sort of 
competition and with the dangers 
there are in large volume opera- 
tions in wholesaling cabinets, one 
cannot blame the radio wholesaler 
today for being cautious in devel- 
oping the cabinet market. 

\nother serious danger to pres- 
ent conditions in the marketing of 


Harry Alter, Treas 
Chicag Chicago 


R. J. Mailhouse, Sec. 
New Haven 





H. G. Erstrom 
of Board, F.R.T.A. 


The Information on this and the Following Pages has been Prepared N 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


On June 35, 1929 





National Radio 
Week 

The Federated Radio 
Trade Association Has 
Officially Set Aside the 
Week of September 23 
To Be Known As “Na- 
tional Radio Week.” 
This Date Coincides 
with the “Radio 
World’s Fair” in New 
York. 


Roy Thomas, Vice-Pres. 
Los Angeles 


Chas. Gomprecht, Vice-Pres. 
Philadelphia 











cabinets is the problem of retail 
credits. The average retailer, for 
example, one who might be in a 
position to move fifty radio jobs 


Michael Ert, Pres. F.R.T.A. 
Milwaukee 


F. Connell, Vice-Pres 
Indianapolis 


Executive Sec.-Treas. 
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per month, is a good prospectiy: 
cabinet dealer. His requirements 
should be taken care of by hi- 
wholesaler and, generally speak 
ing, a fair percentage of his cab 
inets are purchased from his 
wholesaler. However, to inter 
rupt his relationship with his 
wholesaler, he receives fliers, let 
ters and = salesmen’s calls fron 
cabinet manufacturers who look 
on radio cabinets as a side line. 
offering them at prices hard for 
the retailer to resist. What is the 
result? Mr. Retailer loads up 
generally on one or two styles 
with the fond expectation of mov 
ing them rapidly. Usually he 
wakes up one fine morning dis 
illusioned with a substantial in 











Introducing the now complete membership of the Federal Radio Commissio! 
Left to right, seated: Major Gen. Charles McK. Saltzman, fourth zone; Judg 


E. O. Sykes, third zone; Judge Ira E 


. Robinson, second zone, and W. D. | 


Starbuck, first zone. Rear: Carl H. Butman, secretary and Bellivel Lewis, ge! 


eral counsel. 














WITH THE 


EVEREADY 
RAYTHEON 


SCREEN-GRID TUBE, 
ER 224 


TO THE wonderful performance of the screen- 
grid tube, Eveready Raytheon has added a 
remarkable improvement. Increased stability, 
greater uniformity, even better performance! 
And quick action! 





The four heavy elements in the screen-grid 
tube must be held in exact position in order for 
it to function properly. The patented Eveready 
Raytheon 4-Pillar construction, cross-anchored 
with eight points of support, holds the elements 
rigidly and permanently in position. The jolts 
and jars of shipment can’t distort them. Han- 
dling these tubes and installing them can’t dis- 
place their elements by as much as a thousandth 
of an inch. 


Each Eveready Raytheon Screen-Grid Tube 
gives the marvelous results which your cus- 
tomers expect from this type...and in which 
they have been so often disappointed. The per- 
formance of each tube is twice tested in our 
laboratory before the tube is shipped. The 4-Pil- 
lar construction of Eveready Raytheon Screen- 
Grid Tubes is of vital importance in every 
screen-grid radio receiver. 
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A.C. receiving tubes of all types... 
with the patented 4-Pillar construction 


LOOK at this exclusive 4-Pillar construction 
— with eight points of support — cross- 
anchored top and bottom. No other tube is 
built so strongly. No other tube can be built 
like this, for it is patented! 

Eveready Raytheon Tubes of every type 
give superlative performance on account of 
this unique construction feature. From all 
parts of the country come reports of greatly 
improved reception with Eveready Ray- 
theons ... more power, better tone, greater 
distance! In addition, Eveready Raytheon 
A.C. Tubes are specially built for quick 
action. 
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EVEREADY 
RAY THEON 


Trade-marks 


LEADERS 
IN TELEVISION 


THE Eveready Raytheon Kino-Lamp for 
television reception is the first tube de- 
veloped commercially which will work with 
all systems. The Eveready Raytheon Foto- 
Cell is a long-life transmitting tube for tele- 
vision and talking pictures. And don’t for- 
get that we are the designers and manufac- 
turers of the original gaseous rectifying tube 
for “B” eliminators—the famous B-H tube 
—for which there is an enormous market. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 
Branches: Chicago Kansas City New York 
San Francisco 


Unit of Union Carbide ' 


Srataandions 


and Carbon Corporation 
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Hartford, 
Conn., has opened this new branch at 


The Risley-Leete Co., 
is2 Ann St. The headquarters of the 
company are in New Haven, Conn., 
and this new store was opened as a re- 
sult of its appointment as distributors 
for Spartan radio in five additional 
counties. H. L. Hopkins is manager 
§ the new branch and C. LeConche, 
formerly with Spartan, is devoting his 


time to sales and service throughout 
the entire territory covered by the 
company. 





vestment in cabinets that are not 
The result is a credit 
situation which his’ wholesaler 
must iron out. 

The Retail Wholesalers 
ciation recognizes this condition 
as a menace to sound merchandis- 
ing and is hopeful of remedying 
the condition to a certain extent. 
Of course, it is a problem that 
will always be with us, but any 
improvement in this condition 
will reflect itself in additional 
profits to wholesalers, to 
nothing of improvement in credit 
conditions. 

Smart furniture dealers, because 
{ their years of experience, know 
that there is no one style that 
will satisfy public demand. They, 
therefore, offer a wide display to 
heir public and watch their turn- 

ver so that their inventory losses 
‘eldom are great. The average 
radio dealer with comparatively lit- 
tle experience in merchandising 
style goods, such as cabinets, en- 
leavors to reflect the taste of the 
ublic in his own personal opinion. 
‘it he is right, he may sell his 
urchases. However, when he is 

rong a good part of his working 
ipital is tied up in styles that 
he public do not want. Looking 
the situation from a credit 
tandpoint, radio dealers would be 
etter off even if their costs were 
‘lightly higher, to buy their cabi- 
from their wholesalers de- 
ending on rapid turnover for 
rofits instead of trying to make 


moving. 


Asso- 


Say 


ets 


bought in large quantities at a 
low price. Another factor that 
disturbs the cabinet market is the 
high mortality rate among the 
small cabinet manufacturers, thus 
creating a large amount of dis- 
tressed merchandise. Of course, 
time will eliminate to a great ex- 
tent that condition. 

On the whole, the situation re- 
quires some deep thinking on the 
part of cabinet manufacturers as 
to the best method of distributing 
their products, and some even 
deeper thinking on the part of the 
wholesalers as to means of co- 
operating in marketing cabinets 
so that manufacturers will find 
the wholesale channel the _ best 
method of distribution for them. 


* 


Wholesalers Behind National 
Radio Week 

The National Radio Week will 
be held September 23 to 28, and 
the Federated Radio Trade Asso- 
ciation is sparing neither time nor 
effort to make it a huge success. 
Cooperating with Federated are 
the Radio Wholesalers 
tion, the Radio Manufacturers As 
and the National Asso- 
of Broadcasters. 

Posters 21x28 inches are 
being distributed as well as win- 
dow streamers 14x42 inches in 
length. Jobbers are urged to see 
that their dealers give due promi- 
nence to this advertising material. 

The members of the Radio 
Wholesalers Association have a 
particularly important task to ac- 
complish. They should be the 
leading figures in organizing ac 
tivities. Regardless of the ab- 
sence or presence of local groups, 
it is incumbent upon the whole- 
salers to take the initiative in their 
own communities on this impor- 
tant movement. 


Assi Cla- 


sociation 
ciation 
now 


* * 


Braid Entertains Dealers 

The Braid Electric Co., Mem- 
phis, held its fifth annual Atwater 
Kent radio dealers meeting at the 
Hotel Peabody, Memphis, on Au- 
14. 


gust 
x ok x 
Markley Opens New Store 
C. A. Markley Electric Supply 
Co., Harrisburg, Pa., has opened a 
new store at 3 E. Mason St., York, 
Pa. 


AN ENORMOUS 
MARKET EXISTS 
FOR THE 


B-H RECTIFYING 
TUBE 


FOR “B’” ELIMINATORS! 





Carton of four Eveready 
Raytheon B-H Tubes 


EVEREADY 
RAYTHEON B-H 


THE B-H tube is standard for 
more than 100 makes of “B” 
power units. Most units were 
designed for the B-H tube, 
and millions were sold in the 
past few years. When tube 
replacements are necessary, 
your customers want B-H 
tubes. 

You can buy handy cartons 
of four Eveready Raytheon 
B-H Tubes. Tell your trade 
always to keep at least one 
full carton on hand. 


NATIONAL CARBON CoO., Inc. 
General Offices: New York, N. Y. 
Branches: Chicago, Kansas City, 


New York, San Francisco 


EE) 


Unit of Union Carbide 
and Carbon Corporation 


alasda.\ an 





RAYTHEON 





Trade-marks 
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New Radio Products, Illustrated 





“Radiola” 46 has just been an- 
nounced by the  Radio-Victor 
Corp., 233 Broadway, New York 
City. This model utilizes three 
UY-224 screen grid tubes, and the 
new UX-245 power amplifier tube 
in the single stage of audio am- 
plification. The receiver has three 
tuned radio frequency circuits. 
This set is enclosed in a walnut 
(ie veneer cabinet having burled ma- 


ered silk panel which conceals the 


ty ey ie ple overlays and has an embroid- 
NS 


———_— loudspeaker and is designed so 


that the single tuning volume con- 
trol and escutcheon plate appear 
to form a part of the pattern of 
the cloth. The same radio cir- 
cuit and “Radiotrons” used in the 
above set have been incorporated 
in the new 44 table model. This 
set employs a selector dial which, 
in addition to scale markings of 
zero to one hundred, has approxi- 
mate kilocycle markings. These 
markings are projected on a small 
translucent, composition screen in 
the center of the escutcheon plate. 
Another feature is a two-in-one 
tuning and volume control. 





The Trimm Radio Mfg. Co., 847 
W. Harrison St., Chicago, has de- 
veloped a wide range dynamic 
chassis in two models—D100 and 
DV102. The former operates from 
a chassis of the alternating cur- 
rent type and the latter, illustrated, 
is provided with an output trans- 
former to match the conventional 
type of power amplifier tubes and 
the voice coil. 





The Belden Mfg. Co., 2300 S. 
Western Ave., Chicago, has de- 
veloped an aerial kit with two 
window lead-in strips of insulated 
flat tinned copper for radio own- 
ers using an outside ground. In 
addition to these strips the new 
kit includes 75 feet of bare copper 
7x22 aerial wire, 35 feet of rubber 
covered lead-in and ground wire, 
one standard type lightning ar- 
rester, one ground clamp, two 
three inch glass insulators, two 
nail-on knobs, two galvanized 
screw eyes, two wood screws, and 
one instruction sheet. 





The Wirt Co., 5221 Greene St., 
Philadelphia, Pa., is manufacturing 
the No. 211B variable voltage reg- 
ulator for A. C. radio receivers. It 
may be used in any convenienc: 
outlet and the set in turn plugged 
into the regulator. 











The Jensen Radio Mfg. Co., 
Chicago, 6601 S. Laramie Ave., 
Clearing, has placed on the mar- 
ket a new ten inch cone concert 
dynamic speaker. It is built for 
110 volt A. C. and D. C., 220 volt 
D. C. and 6 volt D. C. operation. 
The 110 volt A. C. speaker is 
equipped with a dry rectifier sys- 
tem and operates, the manufactur- 
er claims, without perceptible hum 
from the alternating current. 
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The Master Engineering Co., 
122 S. Michigan Ave., Chicago, 
has designed the “Master” tuning 
selector to replace the regular 
tuning knob on the radio set. It 
is attached to the tuning dial or 
shaft of drum dial, depending on 
the set. Supporting arms fit on 
rheostat shafts behind knobs. It 
has a celluloid marker for writ- 
ing in the call letters of 16 to 20 
stations. It is adapted to the At- 
water Kent 55 and 60 sets, “Ma 
jestic’ 91 and 92, Crosley and 
“Philco” receivers. 
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Two Things 
Sylvania Dealers 


Won’t Worry About 


Every one ot your Sylvania Dealers will get all the 
tubes he needs. Yet Sylvania Tubes won’t be dumped 
on the bargain counters. 















Tell them to throw those two worries out! 


Plenty of Sylvania Tubes of Sylvania excellence to go 
‘round. But not to go ‘round the corner to the push- See Our Exhibit at th: 


SIXTH ANNUAL 
cart store. RADIO WORLD'S 
For we still insist on fifteen tests of every Sylvania Rips 
‘ ; New Madison Square 
Tube. And tubes that don’t make good go into the Garden, New York 
September 23rd to 
scrap heap. . agree: sh ¢ 


Booth No. 7 


Section V 


There's selling ammunition in these facts. Use it. 





SYLVANIA PRODUCTS COMPANY 


Emporium Pennsylvania 


Y b ’ 


FZ RADIO TUBES , 


Licensed Under RCA Patents 
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New Radio Products, Illustrated 





















Lee 


The PYP-245 ‘“Powerizer” 
is a new power amplifier an- 
nounced by the Radio Re- 
ceptor Co., 106 Seventh Ave., 
New “York City.: It’1s" a 
three-stage amplifier employ- 
ing two stages of 227 ampli- 
fication and a power stage 
with two 245 tubes in push 
pull. 

























A new four-instrument set an- 
alyzer with a tube merchandising 
case is announced by the Jewell 
Electrical Instrument Co., 1650 
Walnut St., Chicago. This kit has 
two compartments size 444x114x 
5% inches and a drawer size 114x 
103gx2% inches for the purpose of 
carrying tools and _ replacement 
tubes. The test equipment is de- 
signed to give plate voltage, plate 
current, filament, and grid voltage 
readings. simultaneously and 
to make every other desired test. 














































Cincinnati, Ohio. No. 31, at the 


These are two new models being offered by the Crosley Radio Corp., 
left, is a 


seven tube receiver, the 


speaker of which may be affixed to the top or bottom of the set. 


No. 32 uses eight tubes. 


It has three stages of neutrodyne radio fre- 


quency amplification, a tuned non-regenerative detector, and two stages 
of audio frequency amplification with output push pull. 





Three new portable receiving 
sets are announced by the Tray 
Ler Mfg. Corp., St. Louis, Mo 


These models employ a shielded 
screened grid tube circuit, using 
four tubes. The standard model, 
illustrated, is designed for batter) 
operation but may be equipped 
with a power pack. The case is 
covered in black Mocotan with 
the panel in black, green and gold 
crackle finish. When closed this 
model measures 1234 by 11 by 
nine inches. The weight with bat 
teries and tubes is 27 lbs. 











This is one of the new sets bein: 
offered by the American Bosc! 
Magneto Corp., Springfield, Mass 
It has three screen-grid tubes 
push-pull amplification, and a dy) 
namic type speaker. This mod: 
also has sliding doors. 
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You can handle some of every kind 


— or make maximum profits 
by concentrating onMARVIN 


ROGRESSIVE dealers are finding it more profitable to concentrate on 

one quality line of independent tubes. Simplified inventory, better 
stock control, increased turnover—and maximum profits—are the 
q inevitable results of such a long-headed policy. 


The new MARVIN Metal Display Cabinet, lithographed in full colors, 


holds the number of tubes the average dealer should display. It insures 


" you complete stock control, increased turnover—and more profits. 

i Make your tube department pay you maximum profits by installing this 
; sales-making display cabinet. Your MARVIN distributor will 

g tell you how you can get it free—or write us. 


; MARVIN RADIO TUBE CORPORATION 
. IRVINGTON, NEW JERSEY 
General Sales Office: 225 BROADWAY, NEW YORK 





i 
e 
; 
f 
} 
' 
' 


a 


The MAIRVIN- 
MUS I CIAN S&S 


Each Saturday night over Station WJZ and Associated 

N. B. C. Stations, the MARVIN Musicians are making 

friends of millions and millions of radio tube users for 

the tubes that “serve better and live longer.’’ Extensive 

and continuous newspaper advertising will also be direct- 
ing consumers to the stores of dealers who sell 


MARVIN Master-Built Tubes. 


SEN SNE SN SSA ES RE SS ht A Uehara 


5 At ee RE 


RADIO TUBES | 





This attention-compelling window These MARVIN displays supple- 
and counter display material in- ment the radio broadcasting and 


sures MARVIN dealers of maximum INGTON PP ir newspaper advertising and are the 
display value and identifies them »M.3, basis for many a sale. Your dis- 

as agents for Master-Built tributor will gladly furnish you 
Radio Tubes. with any of this material. 


MARVIN RADIO TUBE CORPORATION 
IRVINGTON, NEW JERSEY 
General Sales Office: 225 BROADWAY, NEW YORK 
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S. H. Simonsen 
Men Active in Fall Meeting of Lake Michigan Club 


Lake Michigan Club to 
Meet 


A. J. McGivern, chairman of the 
Lake Michigan Club, announces 
that the Fall meeting will be held 
September 19 and 20 at French 
Lick Springs, Ind. This club 
which is an informal organization 
of Middle West jobbers 
formed last April at a meeting in 
French Lick which was attended 
by some thirty jobbers and as 
many manufacturers. 

The coming meeting holds con- 
siderable promise as a great deal 
of progress has been made by the 
club during the past six months. 
Nationally prominent men will be 
present to discuss various phases 
of wholesale merchandising. The 
chief speaker will be Dr. J. L. 
Palmer, professor of marketing, 
University of Chicago, who will 
iddress the gathering on the im- 
portant subject, “The Effect of 
Retail Chain Stores Upon the 
Wholesaler.” 

As previously decided, the club 
will be confined to wholesalers 
but the manufacturers’ viewpoint 
eing of utmost importance in 
liscussions, they and their repre- 
sentatives are welcome at. all 
meetings and are invited to par- 
ticipate in all discussions. 

It is expected that a_ large 
rowd will be on hand to partici- 

te in the activities. 

* * * 
Summer Radio Sales 


Excellent” Says RMA Head 


A mid-summer survey of the 
dio industry, according to Presi- 
nt H. B. Richmond of the Radio 
anufacturers indi 


Wwas 


Association, 


A. J. McGivern 
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Dr. J. L. Palmer 


cates another’ excellent radio 
year. Summer sales, President 
Richmond states, are in unusual 


volume, although the present sea- 
son lacks the stimulus of the presi- 
dential election campaign enjoyed 
last vear. 

“The actual number of receiving 
sets sold this year may not equal 
last year’s record total,” said Presi- 
dent Richmond of the RMA, “but, 
all in all, this season shapes up as 
an excellent one. Business in ac- 
cessories, such as tubes, is greatly 
increased and during the 1929-30 


















IMPORTANT MAN IN THE INDUSTRY 


season probably will smash all pre- 
vious records. Whether the total 
volume of radio sales will change 
materially over last year is ques- 
tionable as the average price of re- 
ceiving sets will be lower, with a 
decrease in unit cost, despite an 
increase in performance and value 
given to the public per dollar.” 


Shield Entertains Dealers 


The Shield Co., Inc., of Dallas 
and Ft. Worth held a dealer con- 
vention on the top floor of the 
Texas hotel in Ft. Worth on Aug- 
ust 7th. There were short talks by 
officials of the Crosley Radio 
Corp., and representatives of the 
finance companies who will handle 
the finance papers for the dealers 
this coming season. 

The Ft. Worth house of the 
Shield Co., is undergoing some re 
pairs which are adding to the gen 
eral appearance of the place. Two 
new show windows being 
added, together with an enlarged 
ware room for the new sets. 

The Dallas branch of the com- 
pany is under new management, 
E. B. Howard having succeeded 
C. B. Wakefield who has resigned 


are 








Probably the trade won’t recognize some of these notables with their work 
ing clothes exchanged for soup to nuts outfits, but it’s a gala array, mates 


Left to right, sitting: 


G. W. Dickel, Dickel Distributing Co., 


Philadelphia; H 


A. Linde, Triangle Radio Supplies Co., New York; F. A. D. Andrea, president, 


F. A. D. Andrea, 
Standing, left to right: A. J 
Werres, 


Paul Charles Rubel Co., 





Inc., and Frank Rose, 
Steelman, Steelman, Inc.: 
Co., Minneapolis; W. Frank Barnard, Modern Appliance Co., 
Washington, D. ¢ 


Co., Newark 
Jewett, Plant 


Pittsburgh, and 


Essex Distributing 
A. R 
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o f 
radio tube 


shall [I use or recommend ? 


E FOREST Audions have set the world’s standard for 23 

years. Every other radio tube in the country, no matter 

what its name, is made under the inventions and basic patents 
of Dr. Lee De Forest. 

All the recent improvements of De Forest Engineers are 
included in De Forest Audions. For example, consider vacuum 
which determines the life of a tube and its tone qualities. De 
Forest Audions contain less than 1-15th the air pressure of 
most other radio tubes. 
| De Forest Engineers discovered that hum common to house- 

current sets was caused by improperly designed tubes. By a 
new process of insulation De Forest Audions reduced this 
hum to a point where you can scarcely detect it. 

Radio tubes may look alike but that is where the com- 
parison ends. It is easy for you to convince yourself that 
De Forest Audions are superior. Test them in comparison 
with other makes of tubes. 


DE FOREST RADIO COMPANY, JERSEY CITY, N. J. 


che Forest 


AUDIONS 
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to go into the wholesale furnitur. 
business. 
The newspapers in both Dalla 


,and Ft. Worth are well please« 


with the amount of full page ads 
and several radio sections whic! 
The Shield Company in coopera 
tion with the dealers ran the past 
season. From all indications, th: 
coming season will be even bette: 
with larger newspaper advertise 
ments on the new line. 

The service department of th 
company in Dallas is being han 
dled by C. G. Schoonmaker, a com 
petent service man of 10 years’ 
radio experience. 

George C. Barnes, territorial 
salesman in the panhandle of West 


' Texas, is no longer enjoying th 


blissful happiness of single life: 
another good man gone wrong 
Mr. Barnes is now married. 

A new Ford truck has_ been 
added to the fleet of trucks of The 
Shield Company. 

C. B. Savage has returned from 
a very enjoyable and much earned 
vacation from the East. 

x * x 
Radio Trade Associations 


Trade Associations are coming 
to the front in every industry and 


| are being recognized as one of the 


most important means of develop 
ment and stabilization in the radi 
industry. We find this particular 
ly true in that the radio industry, 
young as it is, has become ver) 
effectively organized in a national 
way and as such is able to deal 
quite competently with any prob 

















The Capitol Electrical Supply © 
Chicago, occupies approximately 4750 
square feet of floor space at 341” 
Ogden Ave. This electrical supp!) 
house was established in October, 1925 
and is headed by Chas. L. Cohen, whi 
has been connected with this brane! 

of the industry for 17 years. Prio! 

to establishing his own business, \: 
| Cohen was employed as a salesman )) 
the Steiner Electric Co., Chicago. 
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A Radiotron 
for every purpose 


RADIOTRON UX-201-A 
Detector Amplifier 





.| RADIOTRON UV-199 


Detector Amplifier 


| RADIOTRON UX-199 
Detector Amplifier 


RADIOTRON | WD-11 


sianoenonc WX-12 
Detector Amplifier 
RADIOTRON UX-200-A 
: . Detector Only 
RADIOTRON UX-120 
Power Amplifier 


RADIOTRON UX-222 
Sercen Grid Radio 
Frequency Amplifier 
RADIOTRON UX-112-A 
Power Amplifier 
RADIOTRON UX-171-A 
Power Amplifier 
RADIOTRON UX-210 
Power Amplifier Oscillator 


RADIOTRON  UY-224 
Sereen Grid 


sie wf Ample 
RADIOTRON UX-240 
Detector Amplifier for 
Am. aioe 
RADIOTRON UX-245 
Power Amplifier 


snag maui soe oe 


Power A mpl 
RADIOTRON Uses 
(4.0 Filement) 
RADIOTRON UY-227 


Detector Am 
ct hes” 


RADIOTRON UX-280 
Full-Wave Rectifier 


RADIOTRON UX-281 
Half-Wave Rectifier 


‘RADIOTRON UX-874 
‘age Regulator Tube 


: naplomnon UV-876 
Ballast Tube 


RADIOTRON UV-886 
Ballast Tube 


The standard by 
which other vacuum 
tubes are rated 


Look for this mark 
on every Radiotron 














CHARLES EDISON caren 


President THOMAS A. EDISON, Inc. Says: 


“Before releasing them to our dealers we test the 
performance of Edisen receiving sets with RCA 
Radiotrons. We de this because they de full jus- 
tiee to a preduct ef which we are proud. Se that 
purchasers may receive maximum satisfaction 
from our instruments we recommend te our 
dealers RCA Radioctrens fer initial equipment 
and for replacement.” 


RCA F ADI OTRON 


RADIOTRON DIVISION 


Rave vicTOR ComPomarn RICA NEW TORE Cricagc 


LbSatetaSstatatatataSatetatatatatatatatasatasatal 

















RCA Radiotrons are recognized by 
manufacturers and the public alike 
as the finest quality of vacuum tubes 
that ean be produced. Because of 
their national acceptanee they are the 
easiest radio merchandise to sell. The 
dealer who carries a complete line of 
them, and has them always in stock. 
is assured of a profitable tube busi- 
ness the year around. 


Superior resources of research and manufacturing 
guarantee te RCA Radictrons the finest pessible 
quality in vacuum tubes. They are the standard of 
the industry—and se accepted by both the trade 
and the public. 


RADIOTRON DIVISION 


| 


lL 
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The national magazine ad- 
vertisement reproduced at 
the left is one of the 1929 
Radiotron series, each of 
which carries the signature 
of a leading radio manu- 
facturer. 





RADIO-VICTOR CORPORATION OF AMERICA - NEW YORK + CHICAGO + ATLANTA + DALLAS + SAN FRANCISCO 


IRCA RNID TO TRON 


ADIOTRONS ARE THE HEART OF YOUR RADIO SET 





MOST IMPORTANT MAN IN THE INDUSTRY 
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‘THE MOST SENSATIONAL EVENT 
OF THE YEAR! 









i 


ON 


PlectriCL 


OPENS THE 1929 FALL SEASON WITH A RECORD-BREAKING 


And Points the Way for All its Dealers to 


RIDE TO GREATER PROFITS! 


*SEE OPPOSITE PAGE FOR FURTHER FACTS 
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Here’s why BOND ELECTRIC is your 
One Best BET in the Race for 


Dif: 


Sie = 
7rawarx 








BOND ELECTRIC 
JERSEY CITY, N. J. 


Chicago San Francisco 


Storage and Dry Batteries, High-Vacuum 
Tubes, Flashlights and Mono-Cells. 


Sits PA 





Kansas City 
Makers of Radio ‘A’, ‘’B”’ and ‘‘C’’ Batteries, 


¢ oi ~ Ri g Cc h ; = t » oo 


BOND will spend $500,000 in promoting a Great Nation- 
Wide PRIZE CONTEST to make October, November 
and December record-breaking profit months for its dealers. 


BOND will offer $10,000.00 in Prizes to the 
£.» Public for the best answers received in its nationally 
advertised “PICTURE PUZZLE” Contest! 


3 BOND will offer $2,500.00 in Prizes to the 
» Trade for the best merchandising co-operation ex- 
tended during the Contest by its Authorized Dealers! 


A Bond will offer $2,500.00 in Prizes to jobbers’ 
*- Salesmen for their share in making the Contest an 
overwhelming success! 


BOND will advertise the $10,000.00 “PICTURE PUZZLE” 

Contest with large-space announcements in the 
SATURDAY EVENING POST and COLLIER'S—in a list of the 
nation’s leading FARM PAPERS—and in over 200 import- 
ant CITY NEWSPAPERS, which will feature the names and 
addresses of all Authorized BOND Dealers located in those 
cities and their trading areas! 


BOND will give its dealers FREE of Charge the most 
dramatic and compelling Window Display material 
it has ever put out! 


BOND will give its dealers another irresistible magnet 
which will draw millions of people into their stores! 


BOND will introduce two vitally new and different 

features in its line of Flashlights and offer special 
advantages to all dealers handling BOND Radio Batteries 
and Tubes! 


BOND will focus the entire force of its Fall Campaign 
/ . upon its dealers to speed up sales and increase their 
store traffic! 


Everything's Set for a Record-Smashing Drive 


LET'S GO!! 


BOND ELECTRIC CORP., Jersey City. N. J 
Gentlemen: 
Please send us full information about the $15.000 BOND 
‘PICTURE PUZZLE" CONTEST and the way in which we 
can derive the greatest benefit from it. 


Name __ a TR 


Radio 
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City State 
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Safe-Modern 


and Reliable 


but best of all— 
Easiest to Install 





| 
SAFETY Bevil CHES 


Speed Sales for You 


because they are exactly what your customers 
want .. . Something just as good won’t do, for 
alert electrical contractors can see the difference 
in a second... Murray Safety Switches are 
designed by practical men, who know the short 
cuts that speed up installation and guarantee the 
POW 6% % 


More Knuckle Room 


makes Murray Safety Switches always easiest to 
wire. Write us today for catalog and descriptive 
folders that make selling easy for jobber sales- 
men. | 


MURRAY] 


BpoareEe Tl ¥ SWITCHES G 


METROPOLITAN 
DEVICE GORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 

















| lems arising that affect the bes 
interests of the trade. 

The Federated Radio Trade As 
sociation is a national organiza 
tion of local associations starte: 
in the year of 1926. At the pres 
ent time, the Association is com 
posed of local associations scat 
tered from coast to coast who ar 
contributing their ideas, support 
and information to the betterment 
of the industry at large. 

It is vitally necessary in ai 
industry as new as radio that 
all members of the entire trad 
co-operate with each other in elim 

_ inating the evils which arise. [1 
_is the belief of the officers of th 
Federated Radio Trade Associa 
| tion that the best and quickest 
way to stabilize the industry and 
eliminate the practices which are 
eating at the core of the industry 
is to form local associations in 
every city and municipality, teach 
ing in this way co-operation by 
the manufacturers, wholesalers, re 
| tailers and the consumer. 


The officers of the Federated 
make an appeal at this time to 
every radio tradesman to immedi 
ately affiliate himself with the 
local branch of the industry and 
to do everything within his power 

| to co-operate with his fellow com 
petitors in alleviating conditions 
which strike the industry’s wel 
fare. It is vitally necessary again 
that all radio tradesmen support 
their local associations both local 
ly and nationally so that the best 
interests of all may be protected. 


Local associations have existed 
in the radio industry for over four 
years and it is peculiarly fitting 
that in the cities having the 
strongest organizations, the radio 
conditions are at their best. Every 

| association of the Federated is 

' more than anxious and willing to 
co-operate with each other associ 
ation in exchanging ideas and in 
formation as to how to proceed 
with their organizations so that 
better conditions will result every 
where. The organization of a lo 

| cal radio trade association is @ 
simple matter, requiring, most o! 
all, the willingness to work and 
co-operate between the bitterest 0! 
competitors. 


The key to the necessity for an 
organization such as the Feder 
ated Radio Trade Association is 
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The French Battery Com- 
pany make Ray-O-Vac 
Radio, Telephone, Flash- 
light, and Ignition Dry 
Batteries; and Ray-O-Vac 
Rotomatic and Standard 


Flashlights. 
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AN OLD ) a 


AND ANEW PRODUCT 


Back in the kerosene-lantern days, Ray-O-Vac pioneered 
with the electric pocket flashlight. Then, recently, Ray- 
O-Vac startled the industry with the amazing new Roto- 
matic Switch—a switch good for the life of the case. 


Batteries, too, made the name Ray-O-Vac famous . 

first ignition batteries, then telephone, then as radio 
developed, radio batteries. The big Ray-O-Vac Extra 
Heavy-Duty Radio “B” is the outstanding buy today in 
“B” batteries . . . 


And now Ray-O-Vac offers Ray-O-Vac Radio Tubes. 


The same good workmanship, the same attention to 
detail that made other Ray-O-Vac products leaders in 
their field, make Ray-O-Vac Radio Tubes your best buy 

. for customer-satisfaction—for money-in-the-till 
profits. Radio engineers designed them; consumers en- 
thusiastically approve them. Ray-O-Vac Radio Tubes 
are built to the Ray-O-Vac reputation. They are avail- 
able in every type to fit every set. Your jobber has 
them now. Ask him for details. 


FRENCH BATTERY COMPANY 


Sales Office: 30 North Michigan Avenue, Chicago 
Factory: Madison, Wisconsin 
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TTT TTI 
Step in anywhere 


and land 


profitable business | 


Beauty sells 
this rich and 
massive 


N“ GM: 


Modernistic line 
of safety 


HANGER EQUIPMENT 


Harmonizes with any glassware— 
yet inexpensive .. . allowing you a 
real margin of profit. Outstanding 
in charm. Paramount quality and 
practical construction that provides 
ease of installation. 








“Hurry Up” Yost would get a kick 
| at the way these two boys tackle thei: 
jobs and get stuff where it belongs 
They are Herman Carlson (leit), i 
| charge of shipping, and Bennie Wil 
kowski, who handles the receiving end 
at the Revere Electric Co., Chicago. 





furnished by the vital little vol 
ume issued by this group, “How 
to Organize a Local Radio Trade 
Association.” Not only does this 
book contribute a great deal to 
ward achieving one of the impor 
tant aims of the Federated Radio 
Trade Association but it inciden 


_ tally sets forth many of its ac- 
_complishments. This book empha 


sizes the fundamental require 
ments for a local radio body and 


| also lists the more common errors 


which stand in the way of unit- 
ed action. Methods of organiza 
tion are outlined in detail. Among 
the subjects covered are initial 
meetings, constitution and by- 
laws, officers and board of direc- 
tors, dues, meetings, committees, 
incorporation, legal counsel and 


| the like. Model constitution and 





AMCO SAFETY HOLDERS 





Lock the glassware into position by 

simply placing the globe into fitter 

and closing the lever on holder— 
SAFE and SPEEDY. 


by-laws are provided, suitable for 


adaptation to local conditions. 
Logical policies for local associ- 
ations on legislative matters are 
outlined and a model interference 
ordinance is provided. 
The list of functions suggested 


to local associations is really a 


Send for Catalog describing and 
--------illustrating values of our entire line ------- 


DE oii oa aos eae eA 6 ae Ee ee eee 


ACT NOW—Mail this coupon today to 


ART METAL COMPANY 


1800 E. 38th Street, Cleveland, Ohio 
‘Hanger Specialists’ 


list of the successful activities en 
gaged in during the past by the 


| Federated Radio Trade Associa- 


tion and its affiliated local groups 
These include services as 

clearing house. Another is the es 

tablishment of a code of ethics 


| covering such matters as installa 
| tion receipts, free trials, demon 


| strations, down payments, time 
payments, carrying charges, in 
terest, free service period and fre 
service calls, antenna installatio: 
and charges, guarantee, standar 
service charges and the like. 

A number of local bodies ar 
taking an active part in commu 
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The Performance 0) ae eg 
Kecetvers .assure year ’round sales for the 
dealer and year ’round utility for the buyer. 


SM ipuck* 


The practical uses to which the 
new Trav-Ler Receivers may be 


put are almost endless. With * 


their increased range and tone 
quality their utility is increased 
many fold. Check those listed 
here and see how many people 
come into your store every day 
who are prospects for a New 
Trav-Ler for one or more of 
these uses, 

For Motor Trips. 

As the Second Set in the Home. 

For Week-end Outings. 

In Small Apartments or Hotels. 

For Hunting or Fishing Trips. 

In the Office. 

For Daily Stock Markets Re- 
ports. 

For Sport Event Broadcasts. 

For the Traveling Man. 

For Invalids or Shut-ins. 

The Ideal Gift for any event. 

On Motor Boats or Cabin 
Cruisers. 

For College Students. 

For the Summer Home or 
Cottage. 


« The New Trav-Ler Re- 
ceivers may be operated 
from either 110 volt AC or DC 
current or with batteries. The 
Power Packs and batteries are 
instantly interchangeable. 


"ORTABLE 


NEW YORK CITY 


You know what the public has been de- 
manding in a portable radio receiver— 
“give us a receiver comparable with the 
larger sets” in range, sharpness of tuning, 
and tone excellence and volume. Trav-Ler 
engineers have designed a new type port- 
able employing the latest proved develop- 


ments of the radio art, in- 
corporating every feature and 
advantage which the public 
now demands and expects. 


New Shielded 
Circuit 
The new Trav-Ler Port- 
able Receivers obsolete all 
previous sets of this type 
with their perfected shielded 
circuit employing screened 
grid and power tubes. One 
dial tuning —the stations 
click in sharp and clear on 
all broadcast channels — 
startling day and night 
time range, cone speakers, 
fixed filament voltage con- 
trol ending tube paralysis, 
and instantly interchange- 
able power supply for oper- 
ation either with light 
socket 110 volt AC or DC 


power or batteries. 


The new Trav-Ler Portable Receivers 
point the way to added profits for the 


DIS| } V7] 


Make it a point to visit the Trav-Ler 





The 
TRAV-LER 
DeLuxe 
Model 





dealer and distributor. Trav-Ler sales 
do not interfere with your regular lines. 
They do bring added business from pres- 
ent and prospective customers, and do 
not conflict with sales of regular re- 
ceivers. The performance of these new 
receivers mean year round utility for the 


buyer and year round busi- 
ness and profit for you. 


New 
Trav-Ler Prices 


With many improve- 
ments in the circuit and in 
the appearance of the cases 
Trav-Ler prices remain at 
low and competitive levels. 
The New Standard Model, 
$65; the New DeLuxe 
Model, $75; the New Aristo- 
crat, $100. All prices less 
tubes, power packs and 
batteries. AC Power Pack, 
$35;DC,$30. Pricesslightly 


_ higher west of Rockies. 


Only by actual test can 
you appreciate the ability 
of these new portable re- 
ceivers. Order one from 
your jobber today or write 


us for complete details of the new Trav- 
Ler sales plan and bigger trade discounts. 


Exhibits at the Sixth Annual Radio World's 


Fair, New Madison Square Garden, and Eighth Annual Radio Show, Coliseum. 


PRAYV-LEI 


RADIO RECEIY E 


TRAV-LER MANUFACTURING CORP’N. 


ST.LOUIS 


General Office and Factory: 1818 Washington Ave, 


eer 


CHICAGO 
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recognition 


Not a new role for Crescent, but 
one now recognized by authority 
-—a niche in the Industrial Hall 
of Fame. Forty years dedicated 
to the policy of «Quality First” and 
providing an unfailing source of 
supply to the electrical trades has 


placed Crescent among the leaders 


of today’s industry. — 


To gain this end, Crescent 
has conclusively proved 
its possession of a rec- 
ognized reputation for fair 
and honorable business 
dealings; an honest prod- 
uct, of a quality truthfully 
represented; a responsible 
and substantial financial 
standing; and a recognized 
reputation for conducting 
business in prompt and 
efficient manner. 








SErrey. 


sos 2 


uch 


== 






Emblem of 





tk 


of the Moria 







must be 


deserved, 








SCENT 


Insulated Wire and 


Cable Co. 


Crescent Armored Wire Co. 


Forty Years of Knowing How 


in Every Crescent Product 










BUSINESS CHARACTER } 


Rice Leaders 


Association 4 
"4 ts High Standing in | 
fy NAME-PRODUCT~POLICY | 








nity radio advertising standari\s 
and, in addition to setting 
standards, are opposing misrepr: 
sentation and exaggeration in ai 
vertising copy and are exerting 
every influence to discourage pul) 
licity unfavorable to the best in 
terest of the industry. 

The range of local sales actiy: 
ties includes listener’s campaign, 
which are usually employed to 
stimulate interest during the mor 


| quiet months, Christmas activities 


slogan contests and window dis 
play contests. 
A number of associations main 


tain an interference department 


and employ a capable man for th« 
tracing down and elimination oi 


| the community’s interference prob 


lems. Forms and reports for this 
work have been developed. These 


| show the causes of interferenc: 


and outline the ways to remed\ 
them. 

One of the industry’s most dii 
ficult problems—that of satisfac 
tory servicing—has already been 
solved in such cities as Chicago, 
Milwaukee, St. Louis, Minneapo 
lis and San Francisco by means 
of a system of examining, grad 


| ing and registering service men 


This activity, logically carried o 
by their local headquarters, pro 


_ vides one of the biggest opportu 


nities for service because it is no\ 
generally recognized that the ef 
forts of the sales department and 


| the service department are just 


about inseparable. A good service 
man is also a salesman; in addi 


| tion to his technical qualifications 








he should have some measure « 








Here is W. Allen Stuart, manage: 
and Richard Ackerman, assistant ma! 
ger of the Sager Electrical Supply C: 
branch at Springfield, Mass. Ack 
man can’t seem to keep out of 
hands of the state police. It has b 
said that he has been pinched in ev: 
town between Springfield and Brockt 
where his sweetheart lives. 
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(This message to retailers is appearing in all radio trade and business papers for September) 


Mighty Monarch 






| :, = Majestic dealers . . 


Sas will break all former 
sales records with this 
big Majestic idea... . 


THE 


- SIDE-BY-SIDE TEST 


| ) OF RADIO VALUE! 


Here’s what we’re telling the public in our nation-wide advertising: 


Go to any good radio dealer. Have him place the new Majestic s/de- 
by-side with the most expensive set in the store—both sets connected 


to the same aerial —with a two-way switch to operate each set in 


turn. Check each against the other on these seven vital points: 


V¥ TONE Ww SELECTIVITY w SENSITIVITY wv EASE OF CONTROL 
: “BEAUTY yw RELIABLE PERFORMANCE ¥ QUIETNESS 


( RESALE: 





Majestic... Mighty Monarch of the 

’ Ait... will out-perform any set at any 
a price put side-by-side with it. 

When prospects come to the store to 

make the srde-by-side test they are given 

every help It is made easy for them. 





Watch Majestic sales climb yet higher! 

Dealers who haven't yet acquired a 
Majestic franchise: get im touch with a 
Majestic distributor—by wire or phone 
—and see if he cannot give you one of 
those few desirable territories still open. 


GRIGSBY-GRUNOW COMPANY 


CHICAGO, U.S.A. 








WORLD'S LARGEST MANUFACTURERS OF 








COMPLETE RADIO RECEIVERS 
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H >. the 
Service Electrical Supply Co., New 
Haven, Conn., spends most of his time 
out calling on the trade. He has re- 
cently taken on a complete line of 
Robbins & Myers fans, and Gee Vee 
electrical fittings. 


Banforth, president of 





sales ability including good 
pearance and address. 

A partial list of the 
ments of the Federated 
Trade Association includes publi- 
cation of the FRTA News, ex- 
ploitation of Nation Radio Week 
each fall, efforts to obtain reduc- 
radio 


ap- 


achieve- 
Radio 


insurance rates on 


store and warehouse, a 


tion of 
stocks in 
study of the possibilities of a na- 
tional credit and collection serv- 
ice. 

Other outstanding contributions 
of the Association to the indus- 
include the conduct of an an- 

forum 
local radio trade associations, iron- 
ing out radio show dates in autumn 


try 


nual for the secretaries of 


so that the various shows will not 
conflict to the disadvantage of 
manufacturers planning exhibits, 
the conduct of an annual meeting 
of radio show managers, provision 
trade-mark cuts 
and certificates to all members for 
advertising and stationery, and the 
drafting of a serial number 
which is being introduced in the 


of membership 


law 


state legislatures and which would 
make it a statutory offense to re- 
move from radio 


serial numbers 


apparatus 


John Collins Marries 

John Collins, former partner in 
the Collins Electric Co., 
Moines, la., and now special repre- 
sentative for the Julius Andrae & 
Sons Co., since the consolidation of 
the Collins Company with the lat- 
ter, was married to Ruth M. Scan- 
lon on July 22 at the Cathedral of 
Saint Paul, St. Paul, Minn. 


Des 


Don’t Carry Negotiable Paper 
in Your Pocket 

I have often been amazed at the 
carelessness with which business 
men risk the loss of the proceeds 
of a draft, note or check, by carry- 
ing it around in their pockets for 
several days instead of presenting 
it promptly for collection, 

The law is that if it isn’t pre- 
sented promptly for collection and 
meanwhile the bank fails, the 
holder of the paper loses. Pro- 
vided it could have been collected 
if presented promptly. That pro- 
viso is always attached. 

For instance, in a case that 
arose not long ago, A gave B a 
check on a certain bank. B was 
careless and dilatory, and didn’t 
present the check for about three 
weeks. When he did present it 
he found that A had transferred 
his account to another bank. A 
was perfectly solvent, however, 
and able to pay the claim. He re- 
fused to do so, however, claiming 
that it was B’s duty to have pre- 
sented the check to the other bank, 
under which circumstances it 
would have been paid, and his 
failure to do so meant that he 
must lose it. 

The court made short work of 
this, holding that since B’s failure 
to present the check had not dam- 
aged A in any way, A must still 
pay. Which, of course, is only 
sound sense. 

In a case recently decided (216 








These three salesmen have recently 
joined the ranks of the Alpha Electric 


Co., New York City. They are, from 
left to right: H. J. Leek, formerly with 
the Manhattan Electrical Supply Co., 
Edward Schwiebert, who comes from 


the Royal Eastern company, and 
George B. Timlin, also from Royal 
Eastern. They cover Long Island, 


Manhattan and the counties of Kings 
and Queens, respectively. 





On the left is Wm. F. Haeger, wit! 


John A. MacKinnon, both vetera: 
salesmen with the Manhattan Elec 
Supply Co., Chicago. As a matter | 
fact, Bill Haeger dates away back wit! 


the old timers and was one of t! 
earliest subscribers to THE Jopprr 
SALESMAN. Mac used to hold forth 


Minneapolis and St. Paul, but has bew 
back in Chicago for several years. 





N. W. 531; 56 A. L. R. 492) one 
business man gave another a dratt 
payable on demand, which 
course means any time. The hold 
er of the draft dilly dallied with it 
and didn’t present it, although al! 
this time there was plenty of mon 
ey to pay it with. Finally, whe 
the draft was still unpresented, the 
drawer of the draft failed. The 
holder still thought he ought to be 
paid, but the court disagreed with 
him. It held that since he would 
have been paid had he been dil: 
gent, he must suffer the loss. 

In still another case the paye 
of a check failed to present 1t 
promptly at the bank where it was 
drawn, and the bank meanwhile 
failed. The maker of the 
claimed that the loss was on the 
payee, but it developed that eve 
if the latter had presented th: 
check he wouldn’t have been paid 
for at no time was there mone 
enough to cover it. Therefore th: 
court refused to charge the loss 
against the payee, and ruled that 
the maker of the check must sti! 
pay. 

The Uniform Negotiable Instru 
ments Act, which is in 
most of the States, prescribes ce: 
tain periods within which bill- 
notes, drafts or checks must lh: 
presented for payment. The= 
constitute the “reasonable tim: 
within which the law requires «! 
negotiable instruments to be pr 
sented. For instance, if the pape! 
is due on a certain day, it must | 
presented on that day; if not pa 
able on a certain day, it must 


check 


fi yrce 

























September, 1929 FTHE-SOSS2E B'S 4) SALESMAN 113 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


’ 





EE 


and compare these 
eabinets at the Shows 


Then place them, on your own floor, 
beside any others in the same price 
class ... and let your customer decide. 


That’s all we ask. 
This suggestion has been repeatedly 


made because of our own unqualified 
confidence in the captivating charm 
and exquisite workmanship of all 
ADLER-ROYAL Cabinets; the wisdom 
of our advice is now being confirmed 
by a continually increasing volume of 
orders. 









PT Pe ee ee 










ADLER-ROYAL 
Model No. 324 


Adler Manufacturing Co., Incorporated, Louisville, Ky. 





ADLER-ROYAL 
Model No. 325 


Sixth Annual Radio 
4 World’s Fair, New 
r York, Booth 5,Section 


on eee 23rd to 
SS inclusive ... At 
the Eighth Annual Fone gi 


Chicago Radio Show, 
Booth 9-10, Section 
EE; October 21st to 
27th inclusive. 

All ADLER-ROYALCabinets 


fully protected by design 
patents, 


- ADLER-ROYAL 2%, 


ADLER-ROYAL 
Model No. 323 
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ONE HUNDRED ONE 


USES 


INDUSTRIAL 
PLANTS 


for 


IN 








STERLING 
SIRENS 


are big money- 


makers for 


JobberSalesmen 


Here is an unusual ,signal—distinct 
and immediately recognized above 
all other sounds because of its great 
penetrating power ‘that pierces all 
existing noises. Above the whir of 
rotating machinery and steam ham- 
mers the STERLING SIREN sup- 
plies the perfect signal that the 
factory, mill and mine owners in 
your territory are looking for. Get 
the facts now. 


Mail Coupon Today 


The Sterling Fire Alarm Co., 

59 Allen St., Rochester, N. Y. 
Gentlemen: Please send me at once Sterling 
Catalog, prices and sales helps for the 101 | 
uses in industrial and municipal fields. 


Name. 


Address ; : PO 


City oe Bee me ee 








| Smith. 
ome 


presented within a “reasonable 
time.” The idea of “reasonable 
time” runs all through the law. 
For instance, the section regarding 
checks reads :— 

A check must be presented for 
payment within a reasonable time 
_after its issue, or the drawer will 
be discharged from liability there- 


| on to the extent of the loss caused | 


by the delay. 

Anybody receiving a negotiable 
instrument whose date of payment 
is not postponed, as for instance a 


note payable in thirty days, should | 


do something about it at once. 
(Copyright, February 9, 1929, by El- 

ton J. Buckley, Esq., Counsellor-at- 

Law, 1650 Real Estate Trust Company 


Building, Broad and Chestnut Streets, | 


Philadelphia, Pa. i 


And hie--diieaiesieeaie 
Radio! 

Several firms are now engaged 
in manufacturing radio equipment 
for automobiles. Certain leading 
automobile manufacturers are 
known to be developing suitable 
radio equipment and also reducing 


| ignition interference to a minimum. 


Many automobile owners have al- 
ready equipped their cars with 
radio sets. All in all, radio now 
enters a new phase—automobile 
radio—according to J. E. Smith, 


president of the National Radio | 


Institute of Washington, D. C. 
“There is more than mere nov- 

elty to automobile radio,” states 

Mr. Smith. “Radio serves a very 


| definite purpose in the automobile. | 
The set, which is of a special type | 


with regard to compactness, power 
supply, antenna and ground con- 
siderations, may be built into the 
dashboard. Radio provides not 
only a constant source of entertain- 


gers, but keeps them posted as to 
the news of the day, 
ports, weather forecasts, 
| warnings and so on. 
| ticularly valuable when one ‘is 
driving alone over a great distance, 
'for it offers real companionship. | 
Radio is also desirable when the 
| automobile is in camp or on the 
farm, since it provides no end of 
| entertainment and enlightenment. 
|I do not hesitate to predict that | 
| automobile radio will be a built-in | 
| feature of many 

| within three vears,” 


storm 





concludes Mr. 
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5 IN A BOX 









This handy 
package of 
K-E 
fuse plugs 
is a fast seller 


Your customers ap- 
preciate the conven- 





market re- | 


Radio is par- | 


makes of cars | 


ience which results in 
the sale of more plugs 
and satisfies the con- 
sumer SHOWS 
WHEN IT BLOWS 

. alloy link smuts 
the inner side of the 
mica. 


ment for the automobile passen- | 


Write for catalog 


of Kirkman money-mak- 
ers—Special fuses, auto 


fuses, ground clamps, 
| open link fuses, fuse 
| plugs and _ cartridge 
fuses. 


KIRKMAN 


Engineering Corp. 
1 Dominick St. New York 


! 
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Distinctive quality at only a slight advance 
over “price” radio! Quality not only in per- 
formance but in cabinets as well! A typical 
— is Model 523, shown above. Priced 
at only $250,less tubes! Another style at $295; 
and a combination radio and phonograph at 
$395. Unusual advertising me sales support! 
Franchises are closing rapidly, so communi- 
cate at once if interested. 


Prices slightly higher west of Rockies 





ITH competition growing 
keener every day, the shrewd 
dealer seeks a line of dis- 
tinctive Quality —and Kellogg offers 
exactly that, in= 


CREEN-GRiID RADIO 
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PLUS.. 


Not one or two, but= 


3 Screen-Grid Tubes 
PLUS 
Power Detector 
PLUS 
Powerful Push Pull 
AMUGEO 546.245 oF 250 type tubes 
PLUS 


Automatic Volume 
Control “1555 Deion” 
PLUS 


Kellogg Tone Balanced 
Dynamic Speaker 























Licensed Under R. C. A. Patents 


KELLOGG SWITCHBOARD & SUPPLY CO. 
¢ H1 .6-A-G-O 


T 
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MULTI 

















REFLECTORS 


Of best materials 
and workmanship 
reasonably priced 








Have you a copy of our Bulletin No. 6? 
Makes profitable reading. Send for it. 





Multi Electrical Mfg. Co. 


210 No. Ogden Ave., Chicago, Ill. 


































Fretz-Moon 











FRETZ-MOON TUBE CO., Butler, Pa. 















It is easy to get the right 


conduit—just ask for and 
insist on FRETZ-MOON! 














RIGID 





CONDUIT 
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Television Serves Washing- 
ton “Lookers-In” 

From its most favorable locatio: 
in Montgomery County, Md., jus 
a few miles outside of Washingto: 
the new Jenkins television trans 
mitter, W3XK, is expected to serv: 


| a large audience of “lookers-in 
| with visual broadcasting programs 


Station W3XK inherits the well 
known call letters long identified 
with the pioneer visual broadcas 
ing service of C. Francis Jenkins, 


| carried on with his former 50-watt 


transmitter. The new transmitter 
out in ‘the open country, is one 
hundred times as powerful, with a 


| 5,000-watt output, and is identical 








with the W2XCR installed by the 
Jenkins Television Corporation in 
its engineering laboratory and 
plant at Jersey City, N. J. 

“Preliminary tests indicate that 
our new W3XK transmitter will 
provide the necessary powerful sig 
nals for good television reception 
in Washington, Baltimore, Phila 
delphia and other neighboring 
cities,” states Mr. Jenkins. “And 
of course, the signals will also be 
available over a much greater ter- 
ritory, because of the carrying 
power of the low wave-length em- 
ployed. It is interesting to note 
that with our former 50-watt 
W3XK transmitter in our Wash 
ington laboratories, we have served 
some 20,000 to 25,000 ‘lookers-in’ 
from coast to coast. It is therefore 
logical to assume that with one 
hundred times as much power, we 
shall serve many times that num 
ber, and with greater consistency. 
We plan to put on regular visual 
broadcasting programs just as soon 
as our preliminary tests are com 
pleted, and these programs, to- 
gether with those of our Jersey 
City transmitter, will provide 
ample coverage for at least the 
eastern part of the country.” 

* * *K 


Big Tube Yedr Predicted 

The 1929-1930 season will, ac 
cording to H. B. Foster, vice pres 
ident and general manager of the 
Perryngfi Electric Co., Inc., of 
North Wergen, N. J., be a “tube 
year” in the fullest sense ,of the 
term. Mr. Foster expressed this 
conclusion following his visit t 
the Radio Manufacturers Associ: 


| tion Trade Show. 


“Lower prices and better qua! 
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Contribution to 
Perfect Reproduction 


The Biggest 4 in Radio 


HUMLESS TUBES of Gold Seal uniform 
quality for SCREEN GRID and A. C. SETS. 
The selection of leading set makers who 
: want their own product to perform most 
a, > , satisfactorily. 


Price range and discount 
policy information from 


4 Gold Seal Electrical Co., Inc. 
250 Park Ave., New York 










THE JOBBER’S[AJsSaLESMAN 
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8 
GUTH LIE 


lighting 
equipment 
for 30 years 
has set a stand- 
ard for high lighting 
efficiency, low cost of 
installation and low oper- 


ating cost. GUTH-LITE 


scores high on these 3 points. 


She FIDWIN EF. Gur COMPANY 


2615 Washington Ave., St. Louis, Mo. 

















You do more than make a sale 
when you sell an Emerson Mo- 
tor. You make a better friend 
for yourself and your house 
because Emerson Motors live 


up to every expectation. 


EMERSON 
MOTORS 


Made by the Makers of Emerson Fans 





Special Motors for every need. 1/30 to 2 hp. AC and DC 


THE EMERSON ELECTRIC MFG. CO. 
2018 Washington Ave., St. Louis 
806 W. Washington Blvd., Chicago 
50 Church Street, New York City 
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ity will be the prime factors 

bringing this result to pass,” d 
clared Mr. Foster. “The adve: 
of the screen grid type tube 

the show and which has be 
incorporated in one or more mo 
els of sets now in production,” | 


| added, “have. whetted public a 


petites on the tube question. T! 
recent national campaign impres: 
ing the radio buying public o1 
the important part tubes play 
the everyday set has also been 
vital factor in awakening renews 
interest in the matter of prop: 
tubes.” 

The Perryman executive tov 
occasion to point out that a bette: 
grade of raw materials, engineer 


| ing design, production effort, and 


exhaustive tests covering | fila 
ments and mechanical rigidit: 
marked tube lines for the coming 
year. 

“Engineering skill and th: 
highest type of production met! 
ods indicate that manufacturer: 
are gradually awakening to th: 


_ imperative need of the day in ré 


spect to radio tubes. Heater 
tubes, power tubes, and the scree: 


_ grid varieties will enjoy the great 


est demand, although from pres- 
ent indications there will be 

steadily increasing call for th 
screen grid types. We are awak: 
to the situation and have alread\ 


_ taken steps to insure supplying our 


trade with all of the newer types 
as well as the complete Perryman 
line which is now enjoying an in 
creasing public demand.” 
Bs cae, @ cake 
Conover Electric Club 
Appointee 
George R. Conover has bee! 
appointed managing director 
the Electric Club of Philadelphia 
* oe Ok 
Meletio, Dallas, Moves 
A new store and warehouse wis 
recently opened by the Melet: 
Electric Supply Co., Dallas, Tex 
at the corner of Young and Pres 


ton Sts. 
*K * * 
Central States Distributes 
Catalog 


A pocket size, 172-page catalox 
covering electrical specialties, fi» 
tures and electrical supplies is b: 
ing distributed by the Centr 
States Electric Co., Kansas Cit: 
Mo. 
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Here are the two exclusive sturdy construction fea- 


RQ FZ 
tures that make PERRYMAN RADIO TUBES the 


finest: 
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The PERRYMAN 
SPRING 

















The PATENTED | 
PERRYMAN 
BRIDGE 
... holds the filament, 
bottom, in permanent PERRYMAN 


ara align ° 
This sturdy construc- RADIO 
tion e i - | 











FREE — A quantity of booklets 
giving a clear and complete ex- 
planation why PERRYMAN 
TUBES are superior. Dealer’s 
Name Imprinted on Request. 











PERRYMAN ELECTRIC COMPANY, INC. 


4901 HUDSON BOULEVARD, NORTH BERGEN, N. J. 
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 SENESEE STANDARD | 
thru many 
years’ use / 


MINGRAY 


Glass insulators for low and medium 
voltage lines.. 


Hemingray Glass Co. | 


Muncie, Indiana 


atric om an — 


MASTER 
BUILDING | 


| 
Riverside Drive at 103rd Street | 
New York City | 











Owners: Roerich Museum, Inc. | 


Architects: 
Helmle, Corbett & Harrison | 
Sugarman & Berger ial 
Associated | 


Consulting Engineer: 
W. H. Dusenbury 


General Contractors: Longacre 
Engineering and Construction Co. 


Electrical Contractors: Jandous 
Electric Equipment Co. 





Electrical control and con- 
venience throughout this | 
monumental structure is pro- 


vided by | 


EBER [\ EPEND BLE 
IRING L/EVICES 


Henry D. Sears, Gen’! Sales Agent 
80 Boylston St., Boston, Mass. 
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“The Corn Popper Kids” and their 
flat cigars. By using a judicious com- 
bination of salesmanship and _ flat 
cigars, Boudrot and Garside, manufac- 
turers’ agents in Boston, are putting 
over the lines they represent. They 
are specializing in appliances. 











Executive Committee of 
Federated Meets 

The Executive Committee of 
the Federated Radio Trade Asso- 
ciation met in Chicago on August 
1. One of the activities of the Fed- 
erated discussed at this meeting 
was the establishment of a stand- 
ard Code of Ethics covering radio 
sales. This Code of Ethics will 
amalgamate the various codes now 
in use by local associations gener- 
ally. Steps were also taken to es- 
tablish standard forms for the ex- 
amination and registry of service 
men. 






* * * 


A New Armored Cable 
Standard 

A meeting on August 9, of in- 
terested manufacturers of armored 
cable with representatives of Un 
derwriters’ Laboratories produced 
a unanimous agreement relative to 
a new tentative standard for ar- 
mored cables and cords. The pro- 
visions of this standard are to be 
applied to all new products sub- 
mitted for labeling after October 
Ist. 

More than three years ago the 
industry requested Underwriters’ 
Laboratories to undertake a re 
search to determine the adequacy 
of armored cable for the service 
for which it is recognized by the 
National Electrical Code. A de- 
tailed report of the results of this 
research, including various recom 
mendations, has been under con 
sideration for some months. Thi 
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Modernizes ln 
RADIO 
ant all Lbectricdl Appliances 


Turns a radio set on or off and also regulates all manner of 
electrical heating devices. Rates at 5 amp. 110 volt or 3 amp. 
220 volt. The white hand on the dial makes the setting opera- 
tion very accurate in timing its action. Oil burners, gas fur- 
naces, percolators, heating pads, washing machines, radios, 
Xmas lighting, window lights and various alarms and devices 
are automatically controlled. The New R-V Switchman will 
prove a fast and profitable seller for you now. It is an electri- 
cal convenience and refinement and in many instances an abso- 
lute necessity. Write today for sales helps. 


RV Manufacturing Co. 


Marshfield, Mass. 
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recent action endorsing a _ ney 
@ ee a la @6 standard will make these recom 
mendations effective. 





































| One major improvement will }b: 
a control of the resistance of th 
armor to values consistent wit! 


proper fusing for the conductor: 
involved. Thereby, overheating 
_will be avoided unless currents 
not appropriate for the materia 
Write for | are imposed upon the armor. 
details on Change in voltage tests, in mini 
this new : : spat" 

mum requirements for weight, di 










































selling | 

help. | mensions and _ convolutions are 
likewise recorded in the ney 
standard, as is also a statement 
of the principles of fibrous en 

“ closing coverings for the cor 


j ductor assemblies. 

; | Materials labeled in good faitl 
'under existing procedures prior to 
October 1 should be considered 
standard as should materials sat 





; isfying the new text found in 
Day-Brite i‘ a 
stalled at a prior date. 

Reflector Set 

Company | 1 acl 
3825 Laclede | -«- CAPable Man Available 
Aveue | A position as branch, sales or 
St. Louis | department manager with an elec 
Missouri 





trical jobbing house is wanted b\ 
a man who has had 10 years ex 
perience as general manager of a 
large middle west jobber and als« 
four years as branch manager ot a 
Chicago electrical manufacturing 
concern, 

This gentleman would also be 
/interested in locating with an 
electrical manufacturer as a branch 
office manager or as traveling rep- 
resentative. 

Jobbers or manufacturers seek- 
| ing the services of a man with ex 
mii) Eee = ccutive ability may obtain further 

_information by writing to THE 
JoBBER’S SALESMAN. 















‘Keep Step 
with Americas 
Beautiful Buildings 













Beautiful buildings make perfect settings 
for quality electrical installations; they 
complement the artistic and practical work 
of architects and builders. 


Mohawk Rigid Conduit has the approval of con- 
tractors; it is made heavy; impervious to acids; 
durable as the building. Tough enamel; smooth, 
glossy finish. Pipe bends so easily, you hardly 
realize it is steel. And, clean even threads that. 
make work a joy. 


Mohawk Conduit may be had in either Indian 
Black (enamel) or Indian White (galvanized). 





M. Ejisfeld, on the right, of the IIli- 


nois Electric Co., Chicago, seems busi- 
MOHAWK CONDUIT Co., INC, ly cnnenel in taking down Oe avider 





COHOES, NEW YORK from Mr. Molke of the Central Illinois 
BRANCH OFFICES: NEWYORK - CHICAGO - PHILADELPHIA - BOSTON Light Co., Peoria. Apparently Molk: 
INDIANAPOLIS - NORFOLK - MINNEAPOLIS - DENVER - SEATTLE is after a cash discount, for it looks 


LOS ANGELES - SALTLAKECITY - SANFRANCISCO - PORTLAND, ORE. like he is paying on the spot. 
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at 





our service man can make 
ANY test 


with this one 
handy kit-- 
the new 
STERLING ALL-PURPOSE 
RADIO TESTER 


Each one of your service men should be 
equipped with Sterling’s new, all-purpose ra- 





dio tester. It’s as good-looking and light in rods and Te Lease necro 
weight as it is efficient. At one reading it ; / 
shows the filament voltage, plate voltage, 150'v AC. Meter 

“C” bias, milliampere drain—and it tests the Tern t “3 


new Screen Grid tubes as well. For both 
A.C. and D.C. sets. 






Meter Termunals for 





(meer ee) 

A little over ten inches long. A little less ie. ay 
than five inches thick. A leather grained pase ~ for Power Tubes 
carrying case. Complete, weighs but seven fore Vos ' 
and a half pounds. And to the dealer, costs Screen Gnd teats ey a bay yt he caeatane 
but $40.50, Net .... List price, $67.50 
(slightly higher in certain communities). 

Six meters are employed with meter scales of 
Put a New Sterling All-Purpose Radio Tester aa, i abe 
into the hands of each of your service men, 0-160 Volts A.C. for line a eae ae 
and give your customers a more complete, ob. Wilk Maciek dank Meee 
more satisfactory, more efficient brand of ment voltage 0-100 § plate current 
service than you ever before believed possi- png ee Fe we ely edie bengal of oatang 
ble! And all this at a cost astonishingly low. 











THE STERLING MANUFACTURING CO. 
CLEVELAND, O. 










ter 


See and hear the new Sterling Concertone—screen grid radio sets. 
23 Years of Electrical Manufacturing 
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Its construction and price 
-attracts sales 


ETROIT Torch No. 

44 has many features 

that are certain to 

catch the electrician’s 

eye as well as a price 

that is certain to fit his 
pocketbook. It is unusually com- 
pact and sturdy—has an attractive 
and practical red enamel finish—is 
equipped with a powerful, patented 
burner that keeps up perfect gen- 
eration regardless of working con- 
ditions—and last but not least, sells 
at a moderate retail price which 
allows a very fair margin of profit 
for jobbers and dealers. 


If your house does not carry Detroit 
Torches, write for a catalog and com- 
plete informaticn. 


(tue) DETROIT 


—] Maus TORCHES & FIRE POTS — 
Be y re DETROIT TORCH & MFG. CO. 
tter | DETROIT aN) MICHIGAN 


New York Office, B.S. Alder Co. - 65 Warren St. 



































Your Customers 
Are Interested in 





K 
CHABLE 


Sign Reflector 
| 9 S 
oy | 
Y Te | detec from Sign Companies all over the 
7 Hf United States indicate a widespread inter- 
est in Q-D Better Sign Lighting Equipment. 
These are prospects for you, offering big oppor- 
tunities for developing a good volume of busi- 
ness in your territory. 





Write for new folder 


“‘A Sign of Good Judgment’ 
QUADRANGLE MFG. CO. 


26 SO. PEORIA ST. CHICAGO 





Quad Reflectors 


on hanging sign 





REFLECTORS 











Reach All Retail Outlets 


| With Christmas Merchandise 
(Continued from Page 11) 


placed on the manufacturer not 
later than labor day, and experi 
ence has proved, too, that the deal 
ers should start their Christmas 

activities on this line not later thar 
| the Friday following Thanksgiving. 


But all the effort should not, by 
any means, be confined to toy 
trains. Electrical devices for the 
home offer huge possibilities, per 
colators, flat irons, toasters, egg 
cookers, and all similar products, 
together with the many novel elec 
trical products on the market have 
tremendous sales value. In laying 
in a stock of Christmas items, due 
consideration should be given to 
any and all products otfered by the 
manufacturer. And, as the jobber 
has an appreciation of these lines 
it is needless to dwell upon them 
or their attractiveness. 


However, the finding of outlets 
is something to which considerable 
thought should be given. As 
pointed out in THe Jopper’s SAes- 
MAN earlier in the year, electrical 
merchandise must be sold to all 
legitimate retail prospects. Elec- 
trical dealers alone are not suff- 
cient. There is the small chain 


| store, the appliance dealer, the 


hardware man, the drug store, the 
public utilities, the furniture store 
and the general store. Last year 
a certain jobber’s salesman, in 
casting about for more retail out- 
lets, persuaded a furniture’ store 
to put in a line of home appliances 
for his holiday trade. Rather 
doubtful of results, the furniture 
man instructed his salesmen to 
make a drive on those products. 
Today, he is one of the best cus- 
tomers on the company’s books. 


This business belongs to the 
electrical jobber, and he should 
feel no hesitancy in going after it. 
It is well to bear in mind that 
while the holiday season may be 
four months away it is here today 
so far as the wholesaler is con- 
cerned. And, the jobber and job- 
ber’s salesmen who do not take 
cognizance of that fact will find 
themselves on the tail end of the 
parade when Christmas morning 
arrives. 
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NATIONAL ADVERTISING 
GUARANTEES PROFITS ON 


FRANKLIN'S FAMOUS FIVE © 


ATIONAL 
advertising 
throughout 

the year has told your 

dealers and their cus- 


| tomers the FRANK- 


















































THE FRANKLIN ELECTRIC SMOKE 


THE FRANKLIN LAMP-O-LIGHTER is 
the newest electric lighter for cigarette, 
cigar or P-I-P-E. A quick light and long 
life. One button lights the lighter and 
another turns the lamp on or off. Merely 
press a button to light your lamp or 
smoke—no pulling or tugging Smart 
looking, colorful, ingenious—-combines a 
lamp switch and lighter in one. Operates 
whether lamp is on duty or not. As easy 
to install as a new bulb. Won't get out 
of order. Offers the delightful little touch 
of color which leading decorators suggest 
for harmonizing with the color schemes 
of the various rooms in modern homes. 
Inexpensive. Red, green, blue, and black 
in two-tone color effects. 

















THE FRANKLIN NIGHT LIGHT is a 
skillfully devised combination pendant 
switch and small 5-watt lamp which auto- 
matically lights when large one is turned 
off, or vice versa. Small lamp will light 
only when large bulb is re-inserted. One 
button controls both lights. Sufficient 
light for all practical purposes. As simple 
to install as a new bulb. Screw it into 
lamp-socket and re-insert bulb—no addi- 
tional attachments required. For hallways, 
foyers, bathrooms, nurseries, sick rooms, 
ete. Practical, convenient, decorative and 
economical. Red, blue, green and black. 
Furnished with 18” or 36” cord. 


LIN story--all you 
have to do is write 
the order. And with 
Christmas not far off 
the time to act is 
now. 


Unusually liberal job- 
ber discounts and 
complete jobber pro- 
tection makes the 
FRANKLIN line a 
good one to push. 
Every chain and de- 
partment store is your 
customer too. 








SET is the most practical and convenient 
table and desk lighter yet devised. Plug- 
in type (for base outlet or socket), com- 
plete with ash receiver finished in bronze 


with decorated glass insert. The lighte 
lies snugly in its holder on edge of ash 
receiver. Finished in red or green com- 


binations. 


BOOK LIGHT—A practical light for read- 
ing. A 15-watt intermediate base Mazda 
lamp supplies soft, even light over entire 
book. Genuine Bakelite switch in two-tone 
color effects. Light in weight with eight 
feet of silk cord and two piece attach- 
ment plug. 


























ELECTRIC TABLE LIGHTER—Furnished in the same two-tone Bakelite colors as the 
Lamp-O-Lighter. Designed for use on table or desk and supplied with eight feet of 


cord to plug into wall outlet. 











Mail the coupon today for 
complete proposition. Job- 
bers’ salesmen’s price sheets 
in four-color process sup- 
plied together with consumer 


literature, cuts, mats, dis- 4 


play cards, and electros for 4 


catalogs. e 
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MANUFACTURERS 


NEWS 








Paul Schwerin Joins 
Perryman 
Paul Schwerin, one of the best 
known radio tube engineers and 
authorities, has been appointed 
methods engineer and director of 
research for the Perryman Elec- 
tric Co., North Bergen, N. J. 
The new appointee was _for- 
merly associated with the manu- 
facturing department of the West- 
ern Electric Company. 


T. E. Murray Dies 

Thomas E. Murray, father of the 
head of the Metropolitan Device 
Corp., and himself president of the 
Murray Radiator Co., the Metro- 
politan Engineering Co., and Thos. 
E. Murray, Inc., died at his sum- 
mer home in Wickapogue, South- 
ampton, N. Y., July 21. He was 69 
years old and was granted, it is 
said, more patents than any inven- 
tor in the United States, with the 
exception of Thos. A. Edison. Mr. 
Murray was born in Albany, N. Y., 
and at an early age attracted the 
attention of the late Anthony N. 
Brady. Mr. Brady, then entering 
the public utilities field, placed Mr. 
Murray in charge of the Municipal 


Gas Co. of Albany. While still a 
young man he was sent to New 
York City by Mr. Brady to organ- 
ize and purchase all of the electric 
franchises in New York City and 
3rooklyn. The mergers which he 
effected in Brooklyn resulted in 
what is now known as the Brook- 
lyn Edison Co. His organization 
work in New York resulted in the 
formation of the New York Edison 
Co., and the United Light and 
Electric Power Co. After the con- 
solidations had been effected, Mr. 
Murray was put in complete charge 
of these allied Edison Companies. 
In November 1928, because of ill 
health he resigned from the vice- 
chairmanship of the Board of the 
New York Edison Co. He con- 
tinued to maintain general super- 
vision over his own corporations. 

Curtis Lighting Appointment 

Curtis Lighting of New York, 
Inc., announces the appointment 
of Harvey B. Wheeler of Kansas 
City as sales manager. 

Mr. Wheeler is well known in 
the lighting field, having been as- 
sociated with Curtis Lighting, 
Inc., for twenty years in the engi- 





neering and sales departments 

The New York company, oi 
which L. H. Graves is vice presi 
dent and general manager, and 
H. R. Eldredge, secretary and 
treasurer, has recently opened at 
tractive new offices and_ show 
rooms in the New York Central 
Building, 230 Park Ave. 

o--+- 2 
Marvin Announces Exclusive 
Jobber Distribution 

The Marvin Radio Tube Corp.. 
Irvington, N. J., and Chicago, an 
nounces its inflexible sales policy 
which is, namely, “No Marvin 
tubes to radio set manufacturers 
Distribution through jobbing chan 
nels only.” 

When interviewed regarding this 
sales policy, Mr. LaBaw stated, 
“By adopting this policy, we are 
assuring our jobbers of 100 per 
cent of the production of the Mar 
vin plants. If another tube short 
age should occur, which is quite 
possible in the case of the 224 and 
the 245 tubes, the jobbers will re 


ceive maximum co-operation, as 
there will be no contracts or alli 
ances to receive first considera 
tion.” 








In accordance with its custom of the past five vears, the 
Lamp 


National Works, 





Cleveland, O., 


recliags 


= . 


A 
. 


will again spread 





Christmas cheer from the hillside approach to Nela Par 
by means of its beautiful Yuletide lighting display 
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Pier No. 38, South Delaware Wharves, Philadelphia, Pa., where the electrical wiring is protected by Youngstown Buckeye Conduit 
Electrical Engineer—LEONARD WORK Electrical Contractors—UNITED ELECTRIC CONST. CO., of Philadelphia 


It’s easier to make customers with 
Youngstown Buckeye Conduit 


NY SALESMAN knows that it is easier to sell a leader; he ap- 
preciates what it means to call on prospects who know about 
the product he is selling. 


And that is the position of the man selling Youngstown Buckeye 
Conduit. When he calls on a prospect the chances are 99 to 1 that 
he knows Youngstown Buckeye Conduit by reputation; he probably 
knows that it is being used in the country’s largest and finest build- 
ings; and that it is widely specified by leading architects and engineers. 


All of this makes the salesman’s job easier, because Youngstown 
Buckeye Conduit has already been pre-sold for him. 


THE YOUNGSTOWN SHEET & TUBE COMPANY 


One of the oldest manufacturers of copper-bearing steel, under the well-known and established trade name ‘Copperoid” 
General Offices -YOUNGSTOWN, OHIO 


DISTRICT SALES OFFICES: 


ATLANTA —Healey Bldg. CLEVELAND—Union Trust Bldg. MINNEAPOLIS — Andrus Bldg. SAN FRANCISCO-55 New Montgomery St 
BOSTON —80 Federal St. DALLAS— Magnolia Bldg. NEW ORLEANS-—Hibernia Bldg. SAVANNAH-—M and M T Terminals 
BUFFALO—Liberty Bank Bldg DENVER—Continental Oil Bldg. NEW YORK —30 Church St. SEATTLE—Cenwal Bldg 
CHICAGO—Conway Bldg DETROIT—Fisher Bldg PHILADELPHIA — Franklin Trust Bldg ST. LOUIS—Shell Bldg., 13th and Locust Sts 
CINCINNATI—Union Trust Bldg KANSAS CITY,MO —Commerce Bldg. PITTSBURGH-—Oliver Bldg YOUNGSTOWN -—Stambaugh Bldg 


LONDON REPRESENTATIVE—The Youngstown Steel Products Co. 


Dashwood House, Old Broad St. London, E C England 





STOWRS 


“GALVANIZED SHEETS PROTECT” “ “SAVE WITH STEEL” 








ee 
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Retails for $14.95 


A Gift 


For Every Family 


New business—new profits— 

a new product, backed by the 

famous Sunkist name. The 1929 
Christmas gift number 


ERE is the Sunkist Junior... the 
remarkable little electric fruit juice 
extractor that every family wants. It 
needs only to be seen to be bought. No 
selling effort is needed. Priced to suit all. 
Sunkist Junior comes fully guaranteed. 
It is backed by the California Fruit 
Growers Exchange. Made by the A. C. 
Gilbert Co. and sold at actual cost to us 
because it stimulates the use of our 
oranges and lemons. 








Sunkist Junior is widely advertised in 
The Saturday Evening Post, Ladies’ 
Home Journal, Good Housekeeping, 
Woman’s Home Companion, Cosmopoli- 
tan, Vogue, House and Garden. 

Get your share of this newly created 
profitable Christmas and all-year-’round | 
business. A Sunkist Junior belongs in 
every home. Write now for full details. 
Don't put it off. 









Evidently Cliff Bettinger (right) is quite pleased that his friends galloped 


over to visit him. 
Louis Gruen, and Herb Horn. 


The riders mounted from left to right are: “Click” Callies; 
All four are with the Temple Corp., Chicago, 


and were snapped outside the Breakfast Club, Los Angeles, Calif. 





Burgess Activities 

The Burgess Battery Co., Chi- 
cago, has been holding fall sales 
meetings in Chicago, Sioux Falls, 
S. D., Kansas City, Cincinnati and 
New York. 

R. J. Koehr, sales manager, has 
presided at all meetings. Other 
speakers have been John A. Day, 
sales promotion manager; Glen A. 
Gunderson, advertising manager; 
T. F. Hrubecky and A. M. 
Moench. 

Supervisors A, C. Bowe, N. M. 


| Miller, S. O. Vaughan, F. J. Lou 
den and T. D. Doran of the dis- 
|tricts were very enthusiastic and 


Features of the Sunkist Junior 
Makes orange juice possible for 
breakfast every morning and any 
time during the day. 

Economical to operate—obtains 
from 3 oranges or lemons the juice 
4 usually yield. Ends waste. 

Plugs in any light or wall socket 
by means of 10 feet of gray, heavy 
electric cord and separate attach- 
ment plug. 

Takes seconds where old meth- 
ods wasted minutes in reaming out 
orange or lemon juice. 

Easy to clean and easy to operate, 


Sunkist Jr. 


Fruit Juice Extractor 


California Fruit Growers Exchange 
Division WiJr. 99 
900 N. Franklin St. 


Chicago, IIl. | 





promise to give all Burgess job- 


' bers 100 per cent co-operation. 


Mr. Koehr is expected to make 
a trip to the West Coast where he 
will lend assistance to V. T. 
Rupp and G. W. Harrower now 
handling that territory. 

The fall advertising campaign 
calls for full page advertisements in 
three big national publications, Sat- 
urday Evening Post, Collier's and 
American Magazine. More concen- 
trated appeal to the Radio Battery 
Farm Market will be conducted 
through The Country Gentleman, 
Successful Farming and Capper’s 
Farmer. The campaign to the farm 


| market will be concentrated through- 
| out the Central West with the addi- 


tional use of the weekly farm pa- 


pers. New dealer helps such as 
window cards, envelope enclosures, 
outside thermometers, window trans- 
fers and counter battery and lamp 
testers are additional tools that 
have been given the salesmen. 
The company has a special “Snap- 
Lite” showing the “Light’s Golden 
Jubilee” medallion and wording to 
that effect which is available and 
for sale as souvenirs at special ban 
quets and celebrations of the 
“Light’s Golden Jubilee.” 


Sanford to Visit Jobbers 

Samuel S. Sanford, recently ap 
manager of the 
Triad Tube Co., was formerly 
with Victor and R. C. A. His 
new duties will take him into all 
the states in the union in_ the 
next six months, making contact 
with factory representatives, dis 
tributors and dealers. The first 
part of his trip will be through 
the South, West and Northwest 


pointed sales 


*k * 


Westinghouse Engineer Dies 


Charles W. Kincaid, II, aged 4) 
years, of 7508 Trevanion Ave., Re 
gent Square, Pittsburgh, a special 
engineer in the industrial moto! 
engineering department of West 
inghouse, died Sunday, July 14, fol 
lowing a long illness. 
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Forged Steel 
Pins 





Ip rvvess 























5628 4128 


THE BEST CONSTRUCTED 
LINE IS NO BETTER 
THAN ITS PINS 


Peirce Pins are manufactured in a 
range of styles-and sizes to meet any 
requirements your customers may 
have. Every Peirce Pin is a product 
made possible only by the best work- 
manship, the highest quality materi 
als and 30 years of experience and 
research in the Pole Line Hardware 
and Specialty field. 


Sold exclusively through the Jobber. 


Hubbard ani COMPANY 


PITTSBURGH ”“” OAKLAND, CAL.“ CHICAGO | 

















No. 5728 





















: 
' 
, 
| 
| 














130 THE JOBBER’SfJ}SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE -INDUSTR 








Sell them an 
up-to-date 
line 


No. 3207 


No. 3230-A 





50 years have devel- 
oped Quality design 
and workmanship 
at the right price... 












Adjustable and _ detachable 
shade . .. simply slips on 
and stays put until lifted 
off. Not even a screw 
driver is needed, yet it is 
fastened securely. All 
VERDELITE shades are 
instantly interchange- 
able. Write today for 
catalog No. J-9, 
containing full de- 
tails and prices 
of these modern 
lamps for 
homes and 
offices. 


FARIES MANUFACTURING CO. 
DECATUR, ILL. 


FARIES 


**THE UNIVERSAL LINE’’ 











Ever since St. Valentine’s day in 
1897 when James H. Savage first saw 
the light of day it seems he has been 
mixed up with electrical affairs. To 
pass over the earlier years quickly, we 
find him working the Adirondack 
Mountain territory for the Robertson- 
Cataract Electric Co. In January 1928 
he went with the Colt’s Patent Fire 
Arms Manufacturing Co., serving them 
in the Connecticut territory as a fuse 
specialist. On June 1 of this year, the 
position of advertising manager of the 
electrical division opened up and Jim 
just naturally fell into it. He should bea 
big help to Colt’s jobbers for having 
spent most of his time out on the firing 


| line as a salesman he knows just what 


jobbers need in the way of advertising 


to back them up. 





Charles Eveleth Transferred 

Charles FE. [veleth, who since 
1927 has been a vice president of 
the General Electric Co., associ- 
ated with C. C. Chesney and W. R. 
Burrows in the management of the 


|/manufacturing department of the 


company, has been transferred to 
the engineering department, and 


/as vice president will be associated 


with E. W. Allen in the direction 


|of that department’s affairs. 


This announcement was made by 
President Gerard Swope, who ex- 
> “ec 
plained the change was made “be- 
cause of the increase in the work 


_of the engineering department due 


to the rapid growth in the volume 
and in the complexity of the com- 


| pany’s business.” 


Mr. Eveleth will give special at- 
tention to the problems of the de- 
signing departments and works 
laboratories. Mr. Allen will direct 
his attention to the work of the 


commercial engineering, the con- 
‘tract service and district engineer- 


ing departments. 


Replogle Joins National 
Carbon 
Announcement has been mai 
by Harry S. Schott, general salc- 
manager of National Carbon C 

of the appointment of Delbert 
Replogle as sales engineer in th: 
product development division. 

Mr. Replogle comes from thi 
Raytheon Mfg. Co., the control «: 
production and sales of whos 
products has recently been a 
quired by the National Carbo: 
Company. There, since its earl 
organization, Mr. Replogle ha- 
been very closely associated wit! 
the development and_ technica! 
merchandising of all Raytheo: 
Products, at first working on cir 
cuit development and directing 
customer technical service labora 
tory. He also directed publicity 
and edited the Raytheon technica! 
bulletins. He has always bee 
keenly interested in new develop 
ments in the communication field, 
especially in television and was re 
sponsible for production of the 
Raytheon television products, and 
at present is chairman of the tele 
vision committee of the Radi 
Manufacturers Association. 


2k * * 


New Lighting Fixture 
Manufacturer 

The Moe Bros. Mfg. Co., Mil 
waukee, Wis., has been organize: 
for the manufacture of lighting 
equipment and kindred products. 
Until recently, Henrik Moe, presi 
dent of the new concern, and () 
E. Moe, vice-president in charg 
of sales, occupied like positions 
with the Moe-Bridges Co., Mil 
waukee. 

* * x 

Kiley Joins Radio-Victor 

The appointment of Georg 
Kiley as general merchandising 
manager of the Radio-Victor Corp 
of America has recently been an 
nounced by J. L. Ray, president 
the Radio-Victor. 

Mr. Kiley was formerly assoc! 
ated with the Goodyear Tire an 
Rubber Co., for fourteen years, « 
cupying among other positions 
those of manager of the New York 
branch and Pacific district man 
ager. Since 1924, Mr. Kiley has 
been associated with the Ferrand 
Mfg. Co., Long Island City, a> 
vice president. 
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MAL New Line of 


FLOODLIGHTS 
with these self-selling 


features of construction 


1 All-copper Casings 
The copper casing and door frame are of single-piece con- 
struction. They provide excellent heat radiation and protect 
the reflector. All other parts are of brass, bronze, or copper. 
Painting is never required. 





y. Asymmetric Light Distribution 

The new asymmetric lens and reflector combination results 
mS in uniform illumination when units are mounted close to the 
base of the surface to be lighted. 


Color-plate Inserts 
Red, amber, blue, and green glass color plates are available 
for all units. These can be mounted without special attach- 
ments inside projectors equipped with clear lenses. 


Weatherproof and Accessible 
Each unit is weatherproof, regardless of the mounting angle. 
The door frame and latches are designed to simplify in- 
spection, cleaning, and lamp renewals. 


Strong Construction 


All parts are built to endure hard usage; however, the units 
are of light weight and are easily transported and installed. 





Ease of Adjustment 

Type L-30 Focusing is quickly and accurately accomplished by means 
oar ree of a ball-and-socket adjustment with control and clamp on 
the outside of the unit. The crow-foot base and universal 
mountings permit directing at any angle. 


On  &W 


Glass Reflectors 
The reflectors are of silvered glass with a hermetically sealed 
copper backing. This feature provides lasting efficiency and 
strength. 


S Heat-resisting Lenses 
All lenses are of heat-resisting glass. They are available for 
all types of light distribution and in clear and colored glass. 


The lighting specialists in G-E sales offices have com- 
plete information concerning the sales advantages of 
this new line of floodlights. Their business is the solu- 
tion of lighting problems and they will welcome the 
opportunity to assist you. 





Type L-31 
1000 Watts 
710-51 
JOIN US IN THE GENERAL ELECTRIC HOUR BROADCAST EVERY SATURDAY AT 8 P. M., E. S. T. ON A NATION-WIDE N. B. C. CHAIN 


GENERAL ELECTRIC 


GENERAL ELECTRIC COMPANY, SCHENECTADY, . Y., SALES OFFICES EN: PRINCIPAL CITIES 
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NEON 
GLOW 
LAMPS 


live longest 

and consume 
the least 
eurrent 





ERE’S a new lamp of exceptionally long life which consumes 

surprisingly little current—a ' watt lamp with no fragile fila- 
ment to break. The new Cooper Hewitt Neon Gas Lamp is so 
sturdily built that it can be used even in places subject to hard 
shocks and severe vibration . . . Gives distinctive light . . . Fits 
regular socket — and runs directly from 110 A. C. or 220 A. C. or 
D. C. lines . . . Many uses: as pilot lights, indicators, test lamps, 
etc. For details and prices, address: Cooper Hewitt Electric Co., 
$91 Adams Street, Hoboken, N. J. 


COOPER HEWITT 


A General QB Electric 


Organization 402 © C. H. E. Co., 1929 

















New Opportunities for Big Volume Sales 





Ideal Universal Wire Connectors 
You can count the sales by the millions. 


Fixture houses and appli- 
ance manufacturers use 
them in huge quantities. 
Unlimited contractor, radio 
and industrial market. The 
demand has boosted our 
production into the millions. 
Sell Ideals. It is easy to 
get big volume. Solderless, 
Tapeless, save time and 
money and are fully ap- 








**Bowlus”’ Boring 
Machine 





Contractors have found 
that this machine en- 
ables them to under-bid; 
and it is sold at a price 


“E-Z”’ Wire Stripper proved by Underwriters and they’re ready to pay. 

; 7 Factory Mutual  Labora- Big Profit, Big Volume 
a =e i tories. Rec. in N.E.C. and Quick Turn-over for 
x “4 you. We specialize in 





ers. Volume Sales! Worth ' “ . 
while _ profits! Electrical equipment that is want- 
workers have been buying ed—low sales resistance 
these on sight because one I —high volume. 


squeeze on the handle clamps 
Time and Money-Savers 


the wire, cuts the insulation 
and strips the wire. 


Ideal Commutator Dresser Co. 929 
1047 Park Ave., Sycamore, III. 
Please send further information regarding 
{} Ideal Wire Connector 
Ideal ‘“‘Bowlus”’ Boring Machine 
{) Ideal “E-Z’’ Wire Stripper 


OMG G 6 6 sos Sees 6's See aes oo % ee ee ee 
BORE: Sos < 555 cs 5 6 eS Be ks ch os Gade Bis RR 


City and State....... 
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Benjamin Succeeds Rogers 
Charles L. Benjamin has be 
appointed managing director 
the Artistic Lighting Equipmen: 
Association succeeding Granvil 
P. Rogers who has resigned. 
Mr. Benjamin has spent all «/ 


_ his life in advertising work and is 


widely known in that field. He 
has taken an active, though un- 
official, part in several of the con 
ventions of the A. L. E. A., and 


/is entering his new work with an 


intimate knowledge of the light 
ing industry. 
* * * 
New Company Name and 
Offices for Joy-Kelsey 


Frank Reichmann, in charge of 


| sales and engineering of the Joy- 


Kelsey Corp., Chicago, announces 
that henceforth the company will 
be known as the Oxford Radio 
Corp. 

With the above change in or- 
ganization, the company is moving 
into a new, enlarged factory at 
3200 W. Carroll Ave., where its 
entire facilities will be devoted to 
the building of the Oxford dynamic 


speaker. 
a 


Garland Mfg. Co. 
Moves 


The offices of the Garland Mig. 
Co., Pittsburgh, Pa., have been 
moved to 3003 Grant Bldg. 











Introducing J. Walter Becker, who: 
appointment as vice-president and ¢ 
rector of the Turner Brass Works 
Sycamore, IIl., was announced in 
last issue of THE JoBBER’s SALESMA? 
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The Fourth 


Point 











HE BEST WAY to convince your customers 
of the superiority of a Stanley Electric Drill is 
to put one to work in their shop. You won’t 


have to answer questions as to its power, weight or The full line of Stanley 
ventilation—the drill will take care of that. Scents Seiler hacienda: 
However, you can call their attention to a Fourth DRILLS 
Point — the smooth scientific design. Note the No. 141—K' Standard Duty $30.00 
absence of humps and hollows which are realcol- —_N¢. saa-t/u Viney Oey 44.00 | 
lectors of dirt and grease. No. 382—%s" Heavy Duty 52.00 
No. 121—'" Standard Duty 54.00 
. Z 5 - No. 122—"” Heavy Duty 60.00 
Another superior point of this straight line con- No. 582—%4" Heavy Duty 68.00 
: . . . . 3,4 & 7 - 
struction is the ease with which the drills can be sales a sey St Leaps 
used in corners and other places having minimum No. 781—%" Standard Duty 85.00 
clearance. ene | 
° © 2 i 00 } 
Note the convenient chuck key holder in the gear in ne — 
housing—a distinctive Stanley feature. Dell Stands, Actachanenm, one. | 
| 


Catalog S59s upon request 
THE STANLEY RULE & LEVEL PLANT 


New Britain, Conn. 


STANLEY TOOLS 


The Choice of Most Mechanics | 
_ 
ee 
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COMPLETE 
STANDARDIZED 
LINE 


From 3s" to 275” 
One and Two 
Hole 









Side and 
Center 
Oe Formed Lugs. 
~~ Also 90° and 

45° Angle Lugs. 


SHERMAN 
jen, HEAVY 

m> DUTY 
LUGS 







Round 
End T 
Lug— 
(Seam- 
less) 


Solder cannot leak out the closed end of 
these _ exclusive patented SEAMLESS 
SHERMAN LUGS—cleanliness of installa- 
tion and no waste solder. Superior con- 
ductivity. Specially recommended for use 
in small sizes. Round end lugs are always 
better and in most cases cost less. SHER- 
MAN HEAVY DUTY LUGS are made to 
N. E. I. A. specifications. First in the field 
with a complete line. Write today for com- 
plete catalog sheets. We will tell you how 
to make more money through profitable 
year round repeat business. 


Also Manufacturers of 


Terminals 

Fixture Connectors 
Extension Connectors 
Ground Clamps 
Battery Connectors 
Battery Clips 

Fuse Clips 


H. B. SHERMAN 


MFG. CO. 





BATTLE CREEK - MICHIGAN 











Seeking support at the end of a hard 


day. At the left is Harry R. Hopkins, 
Philadelphia district manager of the 
Triangle Conduit Co. The other gen- 
tleman is Fred E. Hartweg of the 
same company, also an ex-dentist and 
former inspector for the Fire Under- 
writers Association. These two boys 
are busily engaged in handling the 
business of their company’s new office 
and warehouse in Philadelphia. This 
new branch carries a complete line and 
employs 3 salesmen on the outside. 
It covers Baltimore and Washington 
as well as Philadelphia. Harry was 
formerly district manager for the Erie 
Mallieable Iron Co., and Fred was with 
the Chicago Fuse Co 





Death of A. K. Baylor 

Armistead K. Baylor, 61, Gen- 
eral Electric commercial engineer 
and veteran of the electrical in- 
dustry, died suddenly early on the 
morning of August 1, at Ipswich, 
Mass., where he was summering. 
In 1891, Mr. Baylor went with the 
Thomson-Houston Electric Co., 
West Lynn, Mass., and moved to 
Schenectady, N. Y., in 1894, when 
the headquarters and main offices 
of the General Electric Company 
were established there. In 1896 
he went abroad to become mana- 
ger of the traction department of 
the British Thomson-Houston Co., 
becoming general sales manager 
there. After 14 vears he returned 
to this country to re-enter the 
General Electric organization, and 
for several years was in the com- 
mercial general department. Mr. 
Baylor was also vice president, di- 
rector and a member of the execu- 
tive committee of “Hotpoint.” 

* * * 
Ayers-Lyon Corp. Repre- 
sents Matchless 

The Matchless Electric Co., Chi- 
cago, manufacturers of “La Salle’ 


radio tubes, has appointed the 


Ayers-Lyon Corp., Boston, Mass., 
as its New England agent. 

















“It has a grip like its namesake”’ 











Biill Dai 


REGISTERED 


Split Knobs 
"Tuese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 





Sold Through Wholesalers 


Illinois Electric Porcelain Co. 


Macomb, Illinois 
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“Ward’s Thinks First of Buss” 











words on their catalog. “Think First of Ward’s.”—And 
surely their reputation for quality, service and depend- 
ability justify such a slogan. 

A company that is as painstaking as Ward’s to see that 
every customer is satisfied may be depended upon to be 
equally as careful when selecting material for its own use. 
Is it not significant, therefore, that when it came to 






BUSSMANN MANUFACTURING COMPANY, St. Louis, Mo. 


MonTGoMERY WARD & COMPANY 
Store » Warehouse, Denver, Colo. 
General Contractors 
Wills Bros. Co., Chicago, Ill. 
Chief Engineer 
L. R. Goodrich, Denver, Colo. 

Electrical Contractor 
Denver Electric Co., Denver Colo. 
Buss Renewable Fuses: Furnished by 
Mine & Smelter Co., Denver, Colo. 


Electrically Protecting their great new building in Denver 
BUSS renewable fuses were chosen. 

If any of your customers are in doubt as to BUSS Re- 
newable Fuses giving Dependable Electrical Protection at 
Lowest Cost, just call their attention to this and the 
numerous other outstanding BUSS installations. When 
thoughtful engineers investigate—BUSS is generally 
specified. 


Toa 0 lols - 3 Los & oh at 0 op eo 8 hd 
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| New Christmas Merchandise 





An automatic percolator for 
making French “drip” coffee is 
announced by the Armstrong Elec- 
tric & Mfg. Co., Huntington, W. 
Va. It consists of two parts—the 
base, containing a closed type 
“Chromalox” heating element and 
the automatic switch which turns 
the current off when the percolat- 
ing operation has been completed, 
and the copper percolator. Inas- 
much as there is no heating ele- 
ment in the percolator itself, it 
may be washed in water. 














The Rock Island Mfg. Co., Rock 
Island, Ill., has placed on the mar- 
ket the “Rimco” twin-heat electric 
radiator, a circulating air typ< 
heater for use in small and medi- 
um sized rooms. It is constructed 
of solid copper polished brass and 
is equipped with a handle for car- 
rying and holding cord. This heat- 
er stands 18% inches high e2nd is 
13% inches wide. It weighs four 

The Dominion Electrical Mfg. Co., Minneapolis, Minn., announces the and three-quarter pounds. 
addition to its line of the No. 46 “Sandwich Queen” and combination hot 
plate and the No. 57 heater. The grill is designed to toast two slices of 
bread on both sides at the same time, to make two and three decker 
toasted sandwiches and to make two such sandwiches at the same time. 
Bacon may be grilled without curling by placing the strips on the lower 
grid and closing the upper grid on them. Channels on the grid carry 
all grease to a small cup in front of the appliance. This grill may also 
be used for frying chops, ham, small steaks, etc., by folding back the 
top grid. The company’s new heater has a solid copper bowl measur- 
ing 1314 inches in diameter. It uses a 660 watt element and is so con- 
structed as to automatically roll face upwards if tipped over. 
| 




















A line of ultra-violet 
ray generators, known as 
the “Tri-Beam,” has been 
announced by the West- 
ern Coil & Electrical Co., 
Racine, Wis. Illustrated 






is model 520. portable A two-slice automatic toaster is 
type. For general treat- now in production by the Trimble 
ment the company makes Mfg. Co., 1241 Belmont Ave., Chi 
the 522 floor model, while cago. A feature of the toaster is 
the 534 is a combination a time regulator on the front oi 
generator which may be the base. All handles are con 
adjusted to give infra-red structed of heat-proof material 
rays with the ultra-violet When the toasting operation is 
or to give a maximum of completed the current is shut off 
ultra-violet with minimum automatically and the door falls 
heat. All models stand 64 forward. This device is_ nickel 
inches extended and 44 plated and has contrasting handle 





inches closed, and name plate of ebony black. 


























September, 1929 THE JOBBER’SA)SALESMAN 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 








ESp> 


BETTER SERVICE!! 


and 


THE BEST PRODUCTS | 


A new two hundred foot unit, equipped with the latest automatic 
machinery has just been added to our factory to enable us to take 
care of the constantly increasing demands for CST Superior Fittings 
and the new line of Alloy Flush Switch and Outlet Plates. Com- | 
plete warehouse stocks of all CST Products are now maintained at | 
Chicago, New York, San Francisco, and Los Angeles to facilitate | 
deliveries. 


CST Alloy Flushplates have met with instant 
approval. These plates can be furnished, in 
single gang only, in a variety of colors as well 
as an imitation brush brass lacquer which is 
unusually well done. Furnished in the fol- 
lowing colors: red, blue, green, brown, grey, 
orchid, pink, white, ivory and rose. 


CST SUPERIOR CONDUIT FITTINGS 


CST Locknuts, Bushings, Box Connectors, Pipe Straps, Box Cleats, 
Fixture Studs, Fixture Hickeys and Fixture Nuts, Extension Pieces 
and Conduit Nipples continue to more than satisfy the requirements 
of the Contractor for an economical fitting easy to install. 


CST ELECTRICAL PRODUCTS 
SOLD THROUGH THE JOBBER 


CHICAGO STEEL TANK Co. 


‘» ELECTRICAT DIVISION ~~ 


116 Broad St., 1321 Arch St., 
New York City 6400 W. 66th Street, Chicago, II. Philadelphia 


For your eonvenience Warehouse stocks are now maintained at our offices marked* | 


O. H. NICKERSON CO. LOUIS SOBEL 
720 Guarantee Title Bldg., 135 E. Grand River Ave., 
Cleveland, Ohio Detroit, Michigan 


AJAX ELECTRICAL SALES CO. Cc. W. ALLEN CO. 
1926 Chestnut St., 1410 McGee St., 516—3rd Ave., So., 
St. Louis, Mo. Kansas City, Mo. Minneapolis, Minn. 


G. A. FISCHER CALLAHAN-HARRIS, INC. 
801 State Life Bldg., 618 Harries Bldg., 
Indianapolis, Ind. Dayton, Ohio 


A. ALLEN SMITH GEORGE A. GRAY CO. G. G. WILLISON 
335 E. 4th St., 910 Howard St. 107 So. St. Paul St., NC 
*Los Angeles *San Francisco Dallas, Tex. Este 



































Cat. No. A1l3 Duplex 
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New 


Christmas Merchandise 





A. W. Franklin, Inc., 11 W. 
42nd St., New York City, offers 
four new devices. The night 
light combines a pendant switch 
and a five watt lamp which lights 
automatically when the _ large 
light is turned off. One button 
controls both lights. The elec- 
tric smoke set consists of an ash 
receiver equipped with a lighter 
and is available in red and green 
combinations. Furnished in red, 
green, blue, black and two-tone 
color effects the table lighter is 
designed for table or desk use. 
The book light uses a 15 watt 
lamp, has a bakelite switch in 
two-tone color effects and is fur- 
nished with eight feet of silk cord 
and two-piece attachment plug. 































































_Two new items recently placed on the market by the Fitzgerald Mfg. 
Co., Torrington, Conn., are the “Star-Rite” sandwich toaster and the 
“Empress” waffle iron. The toaster has a special hinge construction to 
allow for a filled sandwich of any size and the handle is designed 


for easy operation. It is finished in 


handles and engraved side arms. 


nickel with ornamental bakelite 
The waffle iron has deep, sharply cut 


aluminum grids, seven and one-quarter inches in diameter. The base 


and covers are of brass, nickel plated. 


attachment plug is provided. 


A flexible cord with two-piece 


- 











A line of electric mirrors 
known as “Facealites” has 
been announced by _ the 
Metropolitan Electric Mfg. 
Co., Long Island City, 
N. Y. These mirrors are 
made in cabinet style and 
in types for dressing table 
use. The electric lamp is 
located behind the mirror 
and the light is gathered by 
the reflector directly below 
and projected upward to 
the face. 


























A new model of its” radio 
“Switchman” has been brought out 
by the R-V Mfg. Co., Marshfield, 
Mass. This model is designed to 
turn a radio set on or off and also 
to regulate all manner of electrical 
heating devices. 

















The United States Electric Mfg. 
Corp., 222 W. 14th St., New York 
City, has brought out an attractive 
Christmas tree holder made of 
heavy cast metal and weighing 
12%4 pounds. This holder has been 
designed with a special guide con- 
struction for centering the tree 
and it also has extra outlets and 
eight red and green lamps. 
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“Just What Their 
Specifications Call For” 


ENEVER the Central Stations call for accessible 
service side fusing—use an “Acco.” 


For two reasons—first, because they do exactly what 
the Power Company wants, that is, they make it both 
easy and safe for their customers to renew fuses, and 
second, because every detail of their design is planned to 
make them easy to install. 

Compare these Noark Switches with any other make. See how 


clean their knockouts are, how handy their contacts, how roomy 
their cabinets and how accurate their fittings! 


These items may not seem much in themselves, but they save 
enough of your wiremen’s time to show you a real profit. 


CoL.t’s PATENT FirE ARMS Mrc. Co. 
ELECTRICAL DIVISION 


HArtTForRD, Connecticut, U.S. A. @ 


NEW YORK «+ BOSTON + PHILADELPHIA + CHICAGO + SAN FRANCISCO 





























Switch lever in 


on’’ position eee 
Prevents access - ~~ 


to fuses 
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Switch lever in“ off’’ 
position permits ac- 
cess to fuses 


Note that but one inch run 
of protecting slide (less than 
the width of the switch lever) 
permits opening of fuse 
cover, thus permitting gang- 
ing with no worryas to space 
between boxes 
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Christmas Merchandise 




















The Wirt Co., 5221 Greene St., Philadelphia, Pa., is offering the “Dim- 
A-Lamp” No. 45. It incorporates the company’s new “Dim-A-Lite” 
socket, designed to give five degrees of light. This lamp is furnished 


in brush brass, bronze and ivory. 


The “Dim-A-Lite” is made to fit any 


socket and may be used with a shade holder or under a shade. 





















Chas. E. Vawter, 6700 
Cresheim Rd., Philadelphia, 
Pa., is manufacturing the 
“Arcalite” cigarette lighter 
for A. C. and D. C. opera- 
tion. A touch of the button 
brings an electric arc that 
flashes continuously between 
the horns on the devil’s head 
until the button is released. 
The pedestal is in black and 
the devil’s head in Chinese 
red. It may also be had in 
other color combinations. 





A ten-inch household utility fan 
is announced by the General Elec- 
tric Co., Schenectady, N. Y. It 
may be adjusted to exhaust air or 
to draw in and circulate fresh air, 
or if the window is closed, to cir- 
culate the air in a room. The fan 
and arm can be moved easily and 
with extra brackets can be at- 
tached to window casings in vari- 
ous rooms, It is finished in green 
enamel with aluminum blades. 
















































Health 
Corp., 1676 N. Clare- 
mont Ave., Chicago, 
offers a new exer- 
ciser and a twin car- 
bon are lamp. The 
exerciser is of two- 
tone finish and has 
inlaid cork treads. 
The lamp is designed 
to give ultra-violet 
and infra-red rays, 


rays. It weighs 13 
lbs. 















the National - 
Appliance 


well as visible 








ols 
i mm | 





The B85 electric beater (egg 
beater type) is a new product ot 
the A. C. Gilbert Co., New Haven, 
Conn. It has a curved standard 
rod especially adapted to the use 
of large mixing bowls and _ the 
beater is designed to be easily de- 
tached for. washing purposes 
This device operates on 110 volt 
A..C.-or D, C. ‘current and has a 
toggle switch and a standard cord 
with two-piece separable plug. 
The enameled iron base is 
equipped with rubber silence but- 
tons. The overall height is 12 
inches, it weighs five and three- 
quarter pounds and is finished in a 
combination of gray, nickel and 


blue. 
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QUALITY s PARAMOUNT! 











Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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New Electrical Products, Illustrated 








The Winchester Repeating Arm Co., New Haven, Conn., 
has developed the “Winchester” headlight, a flashlight which 
permits the free use of both hands. It has an adjustable 
band on which there is an eyelet to keep the cord from inter- 
fering with the use of the hands. The reflector can be tilted 
to any angle. This headlight is made in two types, the non- 
focusing which is suitable for general purposes, and the 
focusing, whereby the light may be constricted and is de- 
signed to throw a beam from 350 to 400 feet. Both lights 
use three standard flashlight batteries and weigh two ounces. 
The battery case, which has a long enough cord so that it 
may be carried in the pocket, is equipped with a safety switch 
and is of the same diameter as the ordinary three-cell flash- 
light case. 








The M7% magnetic “across the 
line” starting switch is announced 
by the Trumbull Electric Mfg. Co., 
Plainville, Conn. The construc- 
tion incorporates the simultaneous 
double-break wiping contact, de- 
signed to increase the overload 
protection and to reduce the arc 
to 1/20th of usual single break 
construction. Features of this 
switch are self-aligning contacts, 
built-in thermostat with remov- 
able, interchangeable heating ele- 
ments ranging in capacity from 
one to 20 amperes, and ample wir- 
ing space on all sides. 





‘ALABAK? 





Two new porcelain receptacles for installation on either three and a 
quarter or four inch boxes are announced by Pass & Seymour, Inc., 
Syracuse, N. Y. Each device is equipped with a steel mounting strap 
for quick installation on stud boxes. The receptacles are designed 
with a deep recessed back to simplify installation when boxes are 
tilted or projecting from the wall. Both keyless and pull chain types 
are available with flared porcelain ring or two and a quarter inch or 
four inch shade holder. 











’ 


The “Hemco” switch appliance 
plug No. H-260 is a new product 
of the Bryant Electric Co., Bridge- 
port, Conn. It is made of bakelite 
with strain relief grooves where 
the cord enters the plug. A fea- 
ture of the construction is the ter- 
minals which are designed to ad- 
just themselves automatically to a 
perfect contact over both round 
and flat terminal lugs. Non-slip 
grips are provided on the outside 
of the plug for easy removal. 





ER 


} 


( 
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Two new hotplates are announced by the Edison Electric Appliance 
Co., Inc., 5600 W. Taylor St., Chicago. The three-heat single unit hot- 
plate is finished in black Japan with polished nickel legs and weighs 6 
pounds. The three-heat double unit is finished in white vitreous enamel 
and weighs 10% lbs. Both are constructed of pressed steel. The double 
unit has two three-heat inter-connecting, reversible switches. 
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Accessibility 





Neat appearance 





Compactness 


les your privilege 
to ask why - - 


OU may ask, ‘‘Why is the West- 
inghouse CL breaker used in 


One-piece frame 


tion of these accessories after the 
breaker installation and without dis- 


the Atlantic City Auditorium and 
why is it specified for the Chicago 
Civic Opera building*?”’ The super- 
ior construction features of this de- 
vice answer these questions. 


An examination reveals that the one- 
piece frame is the basis of the excel- 
lent performance of this breaker. 
This frame gives great strength, 
rigidity, accessibility and longer life. 
Then the unit construction of poles 
and accessories allows the easy addi- 


EAST PITTSBURGH 


WESTINGHOUSE ELECTRIC & MFG. COMPANY 
PENNSYLVANIA 


turbing the breaker or its adjust- 
ment. Compactness and pleasing ap- 
pearance are other excellent features. 


Many other notable installations em- 
phasize the fact, many times ex- 
pressed, that CL breakers are easy 
to sell. 


Circular 1705-A completely describes 
this equipment. 


*The largest single carbon breaker order ever placed for 


one installation. 


Ww 


\ A 


SALES OFFICES AND SERVICE SHOPS IN ALL 
PRINCIPAL CITIES OF THE UNITED STATES 


Westinghouse 





T 30729 


Other Good Sellers - - 


Indicating lamps 
Bus-bar supports 
Adjustable inserts 


Small oil circuit-breakers 
Steel panels 
Pipe fittings 
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New Electrical Products, Illustrated 





TEE 





A new “Peirce” lamp lead bracket with split type insulator has been 
brought out by Hubbard & Co., Pittsburgh, Pa. This bracket, designed 


to facilitate the installation, repair and replacement of lamp lead cables, 
is constructed to give security against accidental dropping, both insula- 


tor halves being held to the metal portion of the bracket by lugs. 


Porcelain teeth are designed to grip the cable firmly without injuring 


the insulation. 

















160666 











The Standard Electric Stove Co., Toledo, O., announces the addition 
to its line of the model 40-L laundry stove and the “Royal Queen” 
model domestic range. The laundry stove is 22 inches wide, 26 inches 
high and 12 inches deep and has two eight-inch open or enclosed burn- 


ers, each with a three-heat switch. 


and white porcelain enamel finishes. 


and the oven is aluminum lined. 


It is available in both black enamel 


The domestic range incorporates 
such features as boltless construction, concealed hinges, load-balancing 
reciprocating switches, and stream line design. It has three eight-inch 
hot-plates and may be had with time and temperature control, tempera- 
ture control and in non-automatic type. 


The oyen burners are recessed 





In the future the Royal Electric 
Co., Chelsea, Mass., will charac 
terize its crystal fuses of an am- 
perage of 15 or under bya hexagon 
head. This new design of the head 
makes it possible for the trouble- 
man or contractor to tell instantly 
under all circumstances the condi- 
tion of a circuit, whether over or 
under fused. The hexagon head 
also permits a firm grip on the 
fuse. 








A new enclosed, toggle type 
flush switch with rubber mounted 
mechanism has been marketed by 
Cutler-Hammer, Inc., Milwaukee, 
Wis. Features claimed for this 
switch are a compression type lu- 
bricated spring, Thermoplax, cold- 
moulded insulating material for 
body and base and instantaneous 
contact when the lever is moved. 
This lever, it is said, will operate 
easily with any type of switch 
plate. The switch is obtainable in 
single and double pole, three and 
four way types, furnished with 
either black or brown operating 
levers. 











A new. shallow flush toggle 
switch has been developed by 
Harvey Hubbell, Inc., Bridgeport, 
Conn. This switch is designed to 
eliminate the burning of contacts 
at the “make” when controlling 
type “C” lamps. 




















The Beaver Mfg. Co., Newark, 
N. J., is offering a bakelite cube 
tap which affords three conven- 
ience outlets. 
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Cut your service calls 
in half... sell 
ArcTuRUS Lubes 


Service calls cost money. Many of 
them are due to burnt out tubes... 
noisy tubes...tubes that soon lose 









their efficiency. 

Arcturus Blue A-C Tubes are so 
well designed and carefully built that 
they cut costly tube trouble to the 
minimum. Dealers who equip all their 
A-C sets with these exceptional tubes 
have found by actual experience that 
Arcturus Tubes cut service cails 50% 
or more. 

This means greater profits from 
set sales, and thoroughly satisfied cus- 
tomers. Arcturus Blue Tubes make 
any A-C set do its best because they 
act in 7 seconds, do away with hum, 
give true tone and hold the world’s 
record for long life. 

If you are not now selling these per- 
fected tubes, write for all the facts and 
join the ranks of satisfied retailers who 
are making more money with Arcturus. 


ea ARCTURUS RADIO TUBE COMPANY 


ARCTURUS 
SLUE 


Lone LIFE TUBES 
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Witt CLOAKS 
and SUITS 











RELIANCE 


8-Day | 
TIME | 
SWITCH 


15 New 
Improvements 


That make selling easy. Backed 
by 20 years’ experience. Every 
Reliance Automatic Time Switch 
is fully guaranteed. 


“No]Service” 
Mechanism 


We service all com- 
plaints and adjust- 
ments from the fac- 
tory, thus saving your 
customers time and 
inconvenience. 





For Signs, Warning Signals 
Flood Lighting - Beacons 


Store windows . Turns lighting cur- 
rent on or off automatically. In big de- 
mand everywhere and Jobber Salesmen can 
make handsome profits. Write today for 
complete information. 


RELIANCE 


AUTOMATIC LIGHTING CO. 
1907 Mead St. Racine, Wis. 


SALES 

Rick & Selleg, 
Chicago 

SALES AND SERVICE 

H. F. Stanley, 429 Wayne St., Detroit, 
Mich. Reliance Time Switch Service Co., 
1717 Folsom St., San Francisco, Calif. 
SERVICE 

Diana Clock Works, 
St., Chicago, IIl. 


538 W. Jackson Blvd., 








605 W. Washington 








diana. 


Kellogg Appoints New 
Distributors 

The Kellogg Switchboard & 
Supply Co., Chicago, has appointed 
several well known jobbing or- 
ganizations to handle its new line 
of screen-grid receivers. 

The Em-Roe Sporting Goods 
Co., Indianapolis, has been as- 
signed the southern Indiana terri- 
tory. 

Western Missouri and the entire 
state of Kansas will be served by 
the Universal Equipment Co., Kan- 
sas City. 

The Beckley-Ralston Co. will 
distribute Kellogg receivers in 
West Virginia, Pennsylvania, the 
southern part of Ohio and the 
northern portion of Maryland. 

Another distributor recently ap- 
poined by the Kellogg Switch- 
board & Supply Company is the 
F. D. Lawrence Co., Inc., Cincin- 
nati, who will serve dealers in east- 
ern Kentucky, southwest Ohio and 
the southwestern portion of In- 


* * * 


| Anderson-Pitt Makes Eastern 


Appointment 
The Anderson-Pitt Corp., Kan- 


sas City, has appointed Caffrey & 


Warner, Inc., New York, as its 
Manufacturer’s representative in 


| Metropolitan New York. 








The 
Cleveland, has announced the addition 


Sterling Manufacturing Co., 


to its staff of two new members, 
Kenneth W. Jarvis, E. E. (left), and 
Geo, J. Blitz: Jr.,, E. E. ight). Me. 
Eltz will act in the capacity of mana- 
ger of the radio division and Mr. Jarvis 
as chief engineer. Mr. Eltz founded 
the Radio Club of America in 1907 ‘and 
in 1914 he was appointed research en- 
gineer of the Western Electric Co. 
During the War he was in charge of 
Naval Aircraft Radio in the United 
States and England, and also served on 
Admiral Simm’s staff in England. After 
his service he returned to the Western 
Electric Co. as _ research engineer. 
From 1920 to 1926 he was general 
manager of the radio division of the 
Manhattan Electrical Supply Co., Inc., 
and from there joined the Charles 
Freshman Radio Co., as vice-president. 
Mr. Jarvis was employed by Westing- 
house and later joined the engineering 
department of the Crosley Radio Corp., 
devoting his time to radio reception 
and design. 


A Shop Light 
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That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturd Glade Shop 
Lights. They are oil, gasoline and 
atom rg and have absolutely un- 

reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
Stee A eg right to give you a 
andsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 


tion. Get the facts. 
Glade Manufacturing Co. 
1603 So. Michigan Ave. 
Chicago, U.S.A. 





















« ib | 
Distributors! 
o—— Here’s a ham- 
5 mer _ designed 
‘ especially for 
electricians. Us- 
ers praise its 
merits; dealers 
say it taps a 
lively market. 





Long poll reaches into 
outlet boxes with ease. 





Reacn over pipes and 
into inaccessible cor- 
ners. The long poll 
makes this possible. 

There is good profit for distribu- 
tors and dealers in this No. 77 Elec- 
trician’s Hammer. The tool retails 
at $2.00. We pack two in a box 
that opens into a flashy counter dis- 
play. We'll be glad to make a 
sample shipment. Write for prices. 
Ask for Catalog of Evansville 
TESTED Tools. 


EVANSVILLE TOOL WORKS, Inc. 
702 West Maryland Street 
Evansville—Indiana 
For Forty Years, Forgers of Hammers, 
Hatchets, and Axes. 
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Would you try 
to sell just this much 
of a safety switch? 


Met prospects have a pretty good idea of just what 
advantages a safety switch should offer them. 
Many have learned about the Cutler-Hammer Standard 
Duty Switch, “Type C” . . . know that it offers these 
superiorities: quick make and quick break which assure 
positive contact under all circumstances, more years of 
service and low maintenance; porcelain or slate base 
according to size; smaller box size yet ample space 
for wiring. 

Unquestionably you can sell your man a safety switch 
which is minus some of these advantages. But it is a 
great deal easier to sell him one which presents them a//. 


For—advantages put value into the switch you sell. 
Advantages are what the customer wants. And the ad- 
(| vantages of C-H Standard Duty Switch, “Type C,” 
Bul. 4131 al reduce sales resistance, shorten the time required to 
make a sale, enable you to see more prospects and 


C-H “T-V” STANDARD DUTY bring a greater percentage of sales per call. 


(TYPE “C”) More than that, the Cutler-Hammer line of Safety 
Switches is complete. It meets the needs of every 








prospect and correspondingly widens your market. In 
The C-H Line also includes: The Mill addition, you have the backing of the Cutier-Hammer 
Duty “Current Breaker” Switch; Industrial name, its reputation for advanced quality and design. 
Duty Switch “Type A”; and the Light Duty CUTLER-HAMMER, Inc. 
Entrance Switch. Trumbull-Vanderpoel Elec. Mfg. Co., Subsidiary 
1308 St. Paul Avenue Milwaukee, Wisconsin 














CUTLER HAMMER 


High Quality Safety Sw Sviches for very Service 
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“Live Sales News 
for Jobbers’ 


Salesmen” 


Each issue of the Wire- 
mold Business Builder 
contains details of ac- 
tive selling campaigns 
and timely information 
and helps for the Con- 
tractor-Dealer. 


IREMOLD 


Jobbers and Jobbers’ 
Salesmen who keep in 
touch with these sales 
programs can _ profit- 
ably tie-in with them 
and increase the size 
of their average or- 
ders. 

Send in your name for 
our mailing list. No 
obligation. The Wire- 
mold Business Builder 
will be sent free. 


The Wiremold Company 
Hartford, Conn. 























Trade A-1 Mark 


WIRE CONNECTORS 


THE BETTER KIND 





A perfect joint every time plus 
simplicity and dependability. 


A joint which is safer, stronger 
and better mechanically and elec- 
trically. SRK’s embody everything 
necessary to make such _ joints. 
There is nothing more to ask for 
—and the job is done in a Jiffy. 1 
size for combinations of No. 14, 
No. 16 and No. 18, solid or 
stranded, up to 4 No. 14 and 2 No. 
18, or equivalent. 


Approved by Underwriters Labo- 
ratories and Factory Mutual, 
Laboratories. Samples upon re- 
quest. 

MILLIONS IN USE 
Pat. No. 1635293. Other patents pending. 


Manufactured by 


JIFFY WIRE CONNECTOR CO. 
HACKENSACK, N. J. 


General Sales Office 


G. Denn. Montgomery, Jr. 
522 Broadway, New York City 
Phone Canal 7533 





Fritz Keller is a manufacturer’s rep- 


| sentative in Forth Worth, Texas. Fritz 


| Cleveland, has 
| the Jones 


looks after the interests of Day-Brite, 
Wurdock, Belson, Trico and Connecti- 
cut Electric Mfg. Co., in that territory. 





Abolite Bought by Jones 
Metal 

The <Abolite Reflector Co., 

been bought by 

Metal Products Co., 


| West La Fayette, O. The Abolite 
| reflectors are being manufactured 
|in West La Fayette, but sold by 
| the Abolite Reflector Co. through 


| 














| the Cleveland office. 


* 


Ermy in Michigan for Collyer 


G. Ermy, formerly of St. Louis, 


is now covering Michigan as di- 


rect representative of the Collyer 
Insulated Wire Co., Pawtucket, 
R. I. His headquarters are in 
Detroit. 
*K * *K 
Marvin on the Air 

The Marvin Radio Tube Corp., 
Irvington, N. J., started on the 
air August 31 over Station WJZ 
and 10 other associated N.B.C. 
Stations with a program entitled, 


|‘*The Marvin Musicians.” 


The following settings for the 


Marvin programs which are of the | 


“Traveling Continuity” type are 
scheduled for September: Septem- 
ber %7—Coney Island; September 
14—Scandinavia; September 21— 
Hollywood, and September 28— 
Spain. 

sd * K 
Robbins & Myers, Inc., Re- 

opens Xenia Plant 


% 


Robbins & Myers, Inc., Spring- | 


field, ©., has reopened its plant 
at Xenia, O. This plant, which 
has been closed since 1921, will 
manufacture fans and motors. 





| our Electrical Trade 
sees Soe Connec- 
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Pin-Plug Connector: 























































+48 +> 





oe 


 iyreer ag pin-plug connectors are in 
wide demand, are easily sold, re- 
quire little shelf space, and produce 
big profits. They are used for making 
electrical connections to portable light- 
ing units, stage lighting apparatus. 
portable electric tools, etc. Capacities 
range from 5 to 100 amperes, in vari- 
ous types. New design, with spring 
catch, illustrated above. List them in 
your catalog. Other Kliegl items are: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 





Write for a copy of 


tor Bulletin No. 102 


KLIEGL BROS 


Universan Evectric STAGE LIGHTING Co.. Inc. 


32! West 50th Street 
NEW YORK, N.Y. 
oC ———— | +- 


FOR RENT 


{or sub-lease till 1931) 














CHOICE OFFICE SPACE 
IN CHICAGO 


Available immediately — ap- 
proximately 3000 square feet 
of most desirable Loop office 
space in the central business 
district of the city of Chicago. 
Our present lease (made when 
rentals were much lower than 
they now are) does not expire 
until 1931 and we will rent or 
sub-lease the entire amount of 
space, or any part thereof to 
responsible tenants at a great 
reduction. For complete in- 
formation 


Write Box 1313 


The Jobber’s Salesman 
520 N. Michigan Ave. 
Chicago, I11. 
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~~ 


FLEXCO 

















La m p 
Guards 








\ e 2 . | 
J Note’ the Flexco 
portable guards. Split 
handles permit easy 
adjustment. Safe and 
convenient for  exten- 
sion lights. Are you 
getting the portable 
guard business in your 
territory ? 


. Flexible Steel Lacing Co. 


{4698 Lexington St. 
Chicago, Ill. 


























































































Made of soft wrought 
steel—‘‘Central’’ Con 





duit is easy to cut, easy 





to thread and easy to 





or aa ts ae | he tena fous 


properties of the en- 





amel or zinc coatings 





used on “Central” 


Conduit have made it 





famous for its ability 





to resist the most se- 





vere bending strains 





without cracking, 





chipping or flaking. 


CENTRAL 
CONDUIT 


Central Tube Co. 
First National Bank 
Building 
PITTSBURGH 









Manufacturers of 
“CENTRAL 
‘WHIFEFE? 
“CENTRAL 
BLACK” 


“WHITENRED” 












Silver-Marshall Appoint- 
ments 

Three new appointments recent- 
Silver-Marshall, Inc., 
Chicago, are the 
Sales Co., Springfield, 
ering western Massachusetts, Ver- 
mont and Connecticut, the H. P. 
Small Co., Bath, Me., traveling 
New I[:ngland territory, and N. H. 
Bragg & Sons, Bangor, Me., ex 
distributors in northern 


ly made by 
Reliable Radio 


Mass., COV 


clusive 


Maine. 


F. C. Scrimsher in Southeast- 
ern Territory for Ken-Rad 
I’. C. Secrimsher, who recently 

joined the Ken-Rad Corporation 

as special sales representative, has 
been assigned to the southeastern 
territory. Under this plan he will 
serve jobbers of Ken-Rad tubes in 

Virginia, North and South Caro- 

lina, Tennessee, Florida, 

Alabama, Mississippi and Louisi- 

ana, 


Georgia, 


*K 


Latest Trade Literature 

Jenkins Television Corp., Jersey 
Citv, N. J.—This company has 
booklet entitled 
introduction 


just issued a 
*Television—a_ brief 
to the era of visual broadcasting.” 
It gives most enlightening infor 
mation on the progress of this 


new radio art. 


Trumbull Electric Mtg. Co., 
Plainville, Conn.—Catalog No. 14 
is just off the press. It supersedes 
all previous issues. It contains 
illustrations, descriptive matter 
and list prices on the company’s 
line of safety switches, panel 
boards, knife switches, wiring de- 
vices, and switchboards. 

Aladdin Manufacturing Co., 
Muncie, Ind.—Catalog No. 29 1s 
now being distributed. It covers 
the company’s complete line of 
lamps, all beautifully illustrated 


in color. A dealer’s discount sheet 


| accompanies the book. 


| nounces that its new catalogue 1s | 





Electric Mfg. Co., Ine., 
company = an- 


Eagle 
Brooklyn—T h i s 


off the press and ready for dis- 
tribution. The new edition is a 
larger and more attractive one, 
| Showing a complete line of bake- 
| lite and household appliances. 
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PRODUCTS 


Peer Toucan! 
go ewes Duty 


Transformer 








Where transformers of 
larger capacity and 
heavier duty are required 
it wili pay to use the 
Dongan MHeavy Duty 
Transformer. 

For use with Annuncia- 
tors and alternating cur- 
rent transformer bells. 


Special Transformers for All 
Requirements 


Complete information on request. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


(TRANSFORMERS of MERIT for FIFTEEN YEARS ? 
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YAGERS 


SOLDERIN 


rc 





And then say, 
“How many 
Yager’s—?” 


In Yager’s Soldering Salts and 
Paste you have one of those small 
but necessary items that help to 
build up every order—and which 
should always be mentioned. 

Safe, quick, and economical, they 
are well known and deservedly 
popular. 

Samples?—Price list?—Sure—just 
write. 


Alex R. Benson Co., Inc. 
| Hudson, N. Y. 


| 1929— 
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ESKIMO 


| Appliances 


are in big demand 





The FAN Business 
Is Still Brisk 


Jobber salesmen can make a lot of extra money 
by following up now on their fan customers 
for profitable repeat orders . . ESKIMO 
FANS are well built and ge word reliable. 
Zito There is an ESKIMO Desk Fan for 
every use—sizes 8 9,,10 and 16 inch. Liberal 
discounts and quick turnover. 


Hair Dryers 





ESKIMO Hair Dry- 
ers are fast selling 
.. Every woman 
must have one and 
thousands are sold 
for professional 
use . . . Handsome 
nickel and enamel 
finish. List price— 
$6.00. West of 
Rockies—$7.00. 





7 e 
| Drink Mixers 
The ESKIMO Kitch- 
en Mechanic is 
ideal for mixing 
drinks, mayonnaise, 
dressings, whipping 




















cream, beating 
eggs, etc. Complete 
with adjustable 


stand and 7 feet of 
cord, toggle switch 
and two-piece plug 
List price $7.00. 
West of Rockies— 
$8.00. 


Write Today 


for complete’ sales information § on 
ESKIMO Appliances—all big money 
makers for jobbers and their salesmen. 


United Electrical 
Mfg. Co. 
Adrian, Mich., U.S. A. 
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RomeX 


Every gift date—anniversary, 
birthday, Christmas—puts more 
and more electrical appliances 
into homes of every type. And 
fully a third of those homes 
are woefully short of sufficient 
outlets for real convenience. 

Here is a job for RomeX. It 
can be installed quickly with- 
out so much fuss and dirt that 
usually annoys the housewife. 
It can be fished easily through 


New appliances mean more 


outlets 


small spaces. It is light to han- 
dle and needs few fittings. 

Home-owners will get asafe, 
fast job at lower cost—and your 
contractors get larger profits 
per job. RomeX is made for 
just such work. It means finish- 
ing more jobs per month. 

If you have any questions on 
RomeX, let us send you com- 
plete information. Write for 
the latest RomeX booklet. 


ROME WIRE COMPANY, Rome, N. Y. 


Division of General Cable Corporation 


ROME WIRE 


2917-R 
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ARMORED BUSHED CABLE 





C4 i i 












KeN 
INCORPORATED 





This new Triangle 
Armored Bushed 
Cable is the latest ad- 
dition to the Triangle 
Family. Triangle brings to 
the manufacture of A. B.C. ca- 
ble a reputation and experience 
gained by many years of successfully 
manufacturing wiring materials of the 
highest quality. Triangle A. B.C. cable is 
made in sizes from 14/2 up to and including 
2/3 conductor. Complete stocks carried in 
all principal cities will insure prompt delivery. 
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gain Belden Advertising 
in the Saturday Evening Post 


Again this year millions of readers throughout the 
United States and Canada will see the story of 
Belden Radio Kits and Accessories in the 
Saturday Evening Post. The Belden Line 
is more complete than ever before —the 
high quality for which it is nationally 

known is being maintained. 


By pushing Belden Radio, Kits 
and Accessories you can in- 
crease your sales volume and 
at the same time assure 

=a the best results from 


——a 
' Fe oy the radio sets you sell. 
Belden 


Manufacturing 
Company 
2324-A S. Western Ave 


Chicago 
































the Man 
up the Ladder 
has an easy 
time of it 
with 


are easy to sell because they are easy to “talk” —and 
they make good 100% on every word you say about 
them. The best sales argument is ease of installation—in other 
words, time-saving. 
There are three reasons why these IMPROVED “Red 
Spots” are easy to install. One reason is that the canopy slides 
all the way down the chain so the wireman works entirely “in 
the open.” The second reason is that a means is provided for 
secure and workmanlike hanging under any conditions. The 
third reason is that exact adjustment is instantly made by a 
mere turn of a wrench. 
So the man up the ladder has an easy time of it. 
Experienced installers who have hung hundreds of our units 
tell us that these new “Red Spots” save an average of fifteen 
minutes of the workman’s time installing. 
Of course the only way to PROVE to your contractor-cus- 
tomer that these new improved “Red Spots” come up to our 
brag is to show him a sample. Why not carry one on your — : 
next trip—and fatten up your sales average? aoe” 


} ‘HE new IMPROVED Standard “Red Spot” Hangers 





THE F.W. WAKEFIELD BRASS COMPANY, Vermilion, Ohio, U.S.A. 








